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Making Noncompete Sharing Software Immigration Barriers 
Agreements Work To Reduce Costs To Needed Skills 



THE EDUCATION 
MARKET 



Small businesses are 
finding opportunities 
in tke ^ drive to improve 
the nation's schools. 




Good News For COD. Slippers. 
The Check Isn't InThe Mail. 




2 Days By Federal Express 




2 ^Rfeeks By The Competitioii 



These daw, when it comes to COR, the smart money's on Federal Express. 
Thai s because other C O D. services— which send checks by mail— can take anywhere 

from two to six weeks to return your money. But with federal Express* COI). y 
you can have check In hand the next business day following your shipments delivery. Or 
wur money back* A feat other air express companies simply don't match 
So if you waul to net your check back while you're still young enough to use 
it. you it to yourself to check out federal Express CO D. 
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Dale Carnegie ' Bridge* The Gap Between 
Technical Competence And People Competence 




Technical Competence 

The actoununr who can balance 
Anything. The mechanic who always 
gets the car running The eheck-ouT 
cashier who is nevet short of ovti. 
Important job skills? A resounding 
YES! The Whole Job? NO? 





People Competence 

The accountant must abo tell ihe diem why he didn't get a refund this 
year Fhe mei-hank ha* to explain why it um\ J*M1 10 get the car our of 
die shop The cashier need* to imiJe and be friendly no matter how Icing 
the tines. How important are people skill* tike these 10 your fucccu? They 
arc essential 1 Technical competence is only pan of the equation Ihe rest is 
being ab!c to interact *utcc«ftilJy wrrh other, 

Bridging Thm Gap 

Dale GarnegLe Training* puts its mtat rmphasK on helping people learn 
the skill* they need ro have better human relations In Date Carnegie you 
learn how to: 

■ Get your ideii& Arrow better 

■ Motivate other? and get better cooperation 

■ Listen and underhand differem poms* of view 
• Have a common -sense approach ti\ people, and 

■ DeaJ effectively with people with whom there is- friction 

Our Crmdmntimtm 

for over 75 years. Dale Carnegie ha* been helping tec brutally tompeicnt 
people to work better with orher*. Today, we train in over 400 of the For* 
tune 500 companies, and over 1 JO.DOO people participated in our training 
programs tasi vrjf To frteivr our free, quu -k- [fading booklet on how we 
can help you or your organ 1 rat inn, call of write today. 



Dale Carnegie & Associates, Inc. 

6000 Dale Carrtqpe Drhx (fVt.) ( Suite l280NHouflan> Teau 770J* 
Toll free HWZaMHO 
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Entraprinvsri Ukr Lfayd Q r Ott&rmajt, whose company tetr-nsex coitnipit to high tmmiflratiftn laws iviU ww! 7V n\i/ 
schools throughout the country* hoee found market opportunities in education Fortune, the skills afGianfritnco 
nforffL Cover Story. Page IS. BelvUo. Thv Work Fo rte, Page J& 



COVER STORY 



18 Tapping The 
Education Market 

Amid gro^vm^ den mm I* fur education 
reform, enterprising companies are 
developing and marketing innovalive 
prpifactv and services for the education 
market — and opportunities in this urea 
are expanding. 

M—An "Educational" 
Prenthool Franchise 

J J — Lemon x From The 

Jl —How To Reach 7%f 
Education Market 



HEALTH CAKE 



25 States Reduce 
Coverage Mandates 

Seven! Jegiatatlura have seated bock 
their health-iiLHurance mandated to oil 
the cost of group coverage for *m&U 
firma. 



ENVIRONMENT 



2? Environments 
Activists Inc. 

Many U.S. companies are tarrying out 
ambjtuius programs of etmronroentaj 
> i.* -war' Is hip Tlu- ujid+.Ttiikiii^ 
'i-.-= bribed here are just a few uxompTe* 
of such efforts nationwide, 



WOMEN fN BUSINESS 



30 Courting Womtsn 
By Hanoring Them 

The Athena awards in Lansing Mich.. 
recQ£iii&e woratn of ent^ru^; women 
kisim^s iiWiiL a r> are adiievirkjjf ; ; 
balance between work and personal 
life. 



LESSONS OF LEADERSHIP 



41 Life After Near-Death 

An John and Michael Kohh can tell you. 
Chapter 13 aiiKMinrrnli^ \\w muni 
Their company—a manufacturer of 
stereo headphimetf^merged from 
bankruptcy-law protection and became 
profitable. 



| SMALL-BUSINESS COMPUTING 


FAMILY BUSINESS 


33 Software 
Far Sharing 

The moat effective software for your 
firm's computers may OP* be the mast 
expensive; many companies prefer 
programs available through the tow* 
rout ''shareware 1 ' distribution network. 


45 Agony And Ecstasy 

The father'Qnd'SOn ties* of IBM's 
Watson*; lessons in responsibility; a 
dsiut'hU-r'.-s -k'sirr n- join tin- finnity 
llrm. 
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THE WORK FORCE 



38 Denying Entry 
To Needed Skills 

Outdated immigration laws, are 
delaying U.S. entry of foreign workers 
with skilltt Amerirtkn firms need to 
r+'mam eurripetmve. 



48 Drawing The Line 
On Competitors 

These LNnuTrete (suggestions can help 
you craft an agreement to keep form* 1 *" 
employees from using your resmirceG^ 
fluch rs your client list— to compete 
against you. 



MONTHLY SURVEY 



05 Where I Stand 

Doeft your company have health 
innunnce? If not, why not? If »o, ho*' 
do higher costs affect yon? Thi* , 
monlJi*i *arvey covers health W*- A"* 1 
you now have the option of faxing » 
ri^|i'!n>k'. 



r tilth* ft* tf i\it 

the t-<S< Chfiwbrr o/Commrrcf 



Editor's Note 



Putting the world into computer 
software pal Roy Kesslrr into a 
Market niche. 3tnkin& It, Pnue 14- 
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Small Firms' Learning Curve 



"Homework? Tonight f We nev- 
er tfti fitly homework* " 

Parents frequently receive 
that assurance from children 
turning on the television or 
heading out the door. It might 
be true. If it isn't, the parents 
often aren't aw arc of the farts 
until end*of'term explorations 
of why marks have dropped. 
Bui entrepreneur/ educator Jer* 
old P. Bauch offers parents an 
alternative way of remaining current on classroom activities. He 
developed the transp nr en t School t a computer-based telephone ser- 
vice that alerts parents to their children's humewurk assignments, 
among other information. Bauch, at left in the accompanying pho- 
to, heads the Center for Parenthood Education at Vanderbilt Uni- 
versity. He says that student performance and parental satisfac- 
tion with schoohi go up when the system is used. 

As this month s rnvn siury by Senior Editor Joan Sz&bo points 
out, Bauch is one of the many individuals whose entrepreneurial 
contributions are helping the nation to improve its schools. In ap- 
plying their creativity and drive to this high national priori ty r these 
small-business people are finding new markets that will expand 
substantially within the next few years. The story will probably 
start ymi to thinking whether your product or service might fit into 
this pattern. The checklist on Page 24 will help. 




Vmu'II see two major changes in «jur " Where I Stand"' survey this 
month (Page 65). In the past, we have asked for your ^tund on spe- 
cific legislative matters, and your responses have been used effec- 
tively in the decudon-makingprocess in Washington, To make the 
survey even more effective, we want to know* how various i&suc* 
alTecl you mi ;i dsiy-in-diiy u:ims. HKttth care is the first subject ad- 
dressed in that fash inn. We'll be asking over the coming months 
about education, trade, the labor shortage, and other matters of 
major concern. Your response is important to us. It could be even 
more important to you. The second change in this survey lets you 
fax your response as an alternative to using the mail card. 




Robert T. Gray 
Editor 
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Independent Contractors 

"After You Hire A La Carte" IJuneJ 
discussed the importance of determin- 
ing whether an individual to an employ- 
ee or independent contractor. Actually, 
the moat efficient,, haaale-frfte method 
by which companies can obtain extra 
and part-time employee is the us# of 
temporsuy-help services. Firms using 
"temps" do not have to worry about 
payroll regards, and tax problems or 
fjjmat what rnnslitutee an indepen- 
dent contractor. 
Jam** R. Gray 
tWvittt ft! 

8m6thr t Cafa 



heritage and <if those who strove to 
make this country prosper, a sign of 
our accomplishments, and our mark of 
honor to IwM who gave their liven in 
the mmie of thin great nation. 

We need to look heyon-l ihe Mag- 
burning i--HUi L to the situation i.hnl. now 
faces lis as a still-young nation. Individ- 
ually «nd collectively, we have lost our 
stability: we no longer have anything to 
look up i'.'. 



Poslai Service 

Although the article "Postal Rates: 
The Cprowing Threat" [May] wra 
written to show the effect nf the pro- I 
fni'-i-sl n.i -!..Ll-fate: increase, I would 
like to pass on a tip, 

Severai yearn ago the banking eom- 
mumty .Mur^rJ dirwi ifepi.i-.ju for pay- 
ed]] checks. Now utility customers Can 
have their bank accounts debited for 
monthly bills. This saves check-clearing 
costs for the bank. It also passe* on 
savings to customers by avoiding the 
cost of pontage, check-printing fees 
(fewer checks written J, and the time 
used to write monthly checks. 
Ami F. Ue 
Clinton, Mite. 




Regulatory Resurgence 

Your June editorial "Advice: For A Very 
Busy Chief Executive'* noted a resur- 
gence of regulatory activity in several 
area*. J am familiar with this problem. 

Nursing homes here in Indiana must 
comply with a multiplicity of regulators 
u well an try to please our resident*, 
their families, friends T and senior^eiti- 
?.ens organizations* 
Gary A Lowtw 
Admini&frntor 

Crvfttww Hwntlh Cure Facility 
IndiaTifipolix 

Oil! Glory 

Th*n& is a larger question in the debate 
over whether the LlS. Constitution 
should fh- am* -mind (n p<-rii;U er;;n.- trn-ui 
of laws against burning the American 
flag; Why did flag burning become an 
issue at all? 

Our flag has been much more than a 
symbol; it has been a reminder of GOT I 



What we need now are not more con- 
stitutional amendments but a way to 
restore trust in our government nrid 
corporate lemderfe and to restore our 
pride in the diversity of our human re- 
sources and in our nation's great poten- 
tial. 

Most of ail, perhaps, we need confi- 
dence In ourselves that we can truly 
make a difference in the world. When 
wo have found those ideals again, who 
will he burning flaga'f 
Julia D, Tfowjhtnn 
Richmond, Cultf. 



Murray and FVanri* will reap the 
benefits of their payments, along with 
their employer's payments to the So- 
cial Security fund, hut only on on« con- 
dition. They an- goinpj to have to fight 
Washington |>olitkmivs who are raiding 
the Social Si runty fund for every pet 
project under Li it.- sun, 
tfcirric* ft. Lindsay 
President 

Torque Master Protiuvtx lur 
El Septtudu. Cttlif. 

In resolving ih< j .Social H*wurity di- 
k; m ma, it is critical to acknowledge 
ihai much of the money contributed 
to the Social Security system by the 
current generation uf workers will 
not be recouped thruugh that syfi- 
tern Also, it is important to raiuftn* 
her that any restructuring of Social 
Security a ill come at some expense 
to current and future generations of 
workers, to meet the expectation! of 
post generations of workers who 
participated in the system. Any propos- 
al to do otherwise is doomed. 

A system so deeply embedded in our 
political and societal framework will 
m>l be removed without some sacrifice 
from those ot us expecting to benefit 
from its demise-. 
Jawr#A. Btalacfc tH 
Lou A tnjrits 



Mnr« On Social Security 

Thb respond* to comment* in letters on 
your April cover story. "Social Securi- 
ty: Hard Choices Ahead." 

Social Security Is not a "great rip-off 
of the young workers by the elderly," 
as Warren Y. Francis of Royersford. 
Pa_ r described it Nor is It a d*viee to 
make young people ' feather their 
grandparents' OMt*," as Michael R. 
Murray of Upper Darby, R*., out ft. 

1 am 74 years old, still working, and 
paying Soci&l Security taxes. There are 
thousand* tike me who have paid for 
their eventual retirement stipend and 
thousands who will never live to get it. 
JBernice KoUltr 
Mii'hitjiif! Citt/, hid. 

Michael R. Murray and Warren Y. 
Francis are not paying for someone 
else's welfare. Retiree* have paid into 
Social Security &IL of their working 
lives. 



Product Uabilitv 

The solution Ut kl The Maze of Product 
Liability" [June| La simple^ Emulate Lb* 
legal system of almost, every other l«v 
tion regarding t*ontin|i^ency fe* fc N am] the 
liS^'Mlm-nt IVr's ro tin 

iri£ party. iVael it-ally nil enuntrie* pro- 
vide for the payment of the defendant" 8 
legal fees and other costs if the defefl' 
dant wins. 

You cite that the Will-Burt Co. sptf" 1 
>ihOi?.iKHi in wirininis ew> ras*- li!*' d 
against iL Be assured tluil few r if UJiv, 
of these suits would have been filed i> 
the plainldT.H had to pay attorneys* ft# s 
and know that they would \\ny the de- 
fendants 1 legal and other expenses u 
their suits were tuxsucce^ful. 

Chivf Executive Qjftctfr 
SS Srreh'tiHd Co. tnc. 
Mohh\ A in. 

My eompany does product duality l T 
vestigatious for many of our nation 9 
major niunufacturtTft, 

The way that the civil courts haw 1 * 
product handily us * travesty. It t* UM^J 
bly expensive and timcusonnuntingr i* Fil 
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il Bttfltfi the development of new prod- 
ucts. 

Aa we attempt to trumpets with the 
rest of the world in commerce, we vritl 
be stifled by our inability to create and 
innovate for fear of the cost of product- 
I Lability sail*. 

Reading about huge verdict may 
fnake gund eojjy and give pftunthT ia-W- 
yen; an h^i i.rip, but they are few and 
fkf between, when measured against 
all product c&sea filed. 

Most eases really have no value and 
ure "gambles" by the plaintiffs tu hit 
the jackpot 
CD. Stia 

Account Manager 
C&uniiryvridv Scniccs Corp, 

St fam 

Education Reform 

He ' (inutf Roots Education Reform" 
[June]: As a former teacher now in pri- 
vate business. I agree that the Ameri- 
can educational system rteede a total 
restructuring- Uul hummers Li-adcrs. |mi< 
I i I. i r-Lt I lendtTS. ami i.-ven ofJueutioiia! 
leaders think restructuring ra having 
business pour money and human re- 
sources into the present system. The 
lf-S, already spends much more money 
per student than most other countries, 
yet some have better education *ya- 
tem*. 

Secretary of Education Laura F. Gt* 
vnaoa hit it on the head when he .said, 
'leading jiJuJ writing iirp the basic 
tools of learning." tf you can read, you 
huve the bask to learn math, science, 
ami history. A 1] educational discipline* 
»irv found in written form. Why then do 
most nrhiHilr t'tiriiinutL- reading rnon^> 
from their curriculum before ninth 
gtade"* Why aren't compulsory reading 
competencies required across the conn* 
try? Why don't buain esses demand 
higher reading compete ndos for their 
ft'- l W i«ntrarjt>" 

Vs k.n^ a_s students ;iilnwed r.i 
**it school and eater the work force 
before they are competent in certain 
"Baa, attitudea will not change, and 
^form will not take place, 
*S>o/^ Nmdta 
WMtbvttki Fa, 

Civif-Rigtits flisks 

It tt frightening to watch the eaae with 
w hieh Congress Ih willing to undermine 
^>nie of the must bask rights of the 
Ar, iftrican public and American fauai- 
["fthlw For Firms In fivil-K^K.t^ 

Iri [^quiring an employer to prove it* 
^rrtiiMi,, are not discriminatory, rather 
lr Jui placing the burden on *n employee 

prove di&crim [nation exist*, the ac 
^■sd firm us presumed guilty Jtnd is. 



undur ihc £an to prove Kfl irinocew*. 

At a time when they lecture the lead- 
ers of Eastern Europe, the People's. Re- 
public of China, and other nation* on 
the virtues of creating economic sys- 
tems free of government rnterferenfe, 
our elected leader* continue with tfafciT 
onslaught of ponderous new rulea uhd 
reflations governing the actions pf 
private busineaaea in the name of solv- 
ing real or Imagined social ills, 

It might be interesting to ask Sen. 
Edward Kennedy arid his colleague* if 
the language in their proposed Civil 
Righta Act of 1990 will apply to mem- 
bers of Congrteaa,, or whether they will 
ngnirs exempt i hi' natives from the in- 
tniAsve burdens they impose on their 
ranstituente as they have done with al 
most every health -and- safety f civil- 
rights, and labor law, including partici- 
pation in Social isecuruy. 

Although there should he no toler- 
ance in America for dincrirtti nation on 
the baaia of race, gender, color, reli- 
gion, or national origin, to subvert the 
fundamental concept of t|i. prtMimp* 
tksn nf innocence U both antithetical to 
our system of jurisprudence and u (-l^tr 
and present danger to our libertfefl. 
Richard A ffewbert 
Amherst. ftJE 
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m iri aumniftrtr Jilihaul 



Weddings 

Your June cover story ["Romancing A 
tflf) Billion M;Lrkei"J overJuokud tht^lim- 
ouairse industry. More than 80 percent 
of today's weddings use limousine ser 

Getting ev^yrynne t4> the wedding on 
time seems to be a principal concern 
these dayts for these momenUnw occa* 
ftiojus, 

Wayne J. Smith 

Ew-utivt* Dirrclar 

National Limousin* Association 

You did not give any attention to the 
wed ding-in vitatinns; business. 
Lynn Dntnt 

Tampa, Fta. 

[Editor 1 * Note: "liirwivrint" and J /w 
rrfrifrtiiur. tin auuncrmf jttx" were 

| Mwrttfffl CM** Of A format W*d~ 
ding/' which mis part of Ut€ article, j 

Srpii frttrrs to Editor, Katinu'^ Busi- 
neas. If IS ft Street A.^, Wathinp 
teHi D.C 80062, &nd include your 
pkone numbtr* Letitr* addrwxed to 
tki Editor tnti for rfwsidrrrd for pub- 
lizaiiun unl&$ tks writer rrque&t* 
othewww, artti tht-ff rritiff ite edited and 
co? 
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Closing That 
First Deal 




By Jot Cos&mutt 



When I returned to the LLS. in IB4ti after three 
yean of World War II service, 1 had a wife, a 
small daughter, $254 in the hunk, and an idea, 
The idea was for an export business to supply 
iu*ms badly needed overseas, 

[ landed a job a& a correspondence clerk with a well- 
known import-export firm in Pittsburgh , It paid only $35 a 
woek r hut the work he [pud me learn Lh<? fine- poirns of Ik- 
ler writing, merchandising, and the inner workings of for* 
dgn trade. 

I j my first paycheck, 1 put A down payment on a £iS0 
portable ty pe writer and opened my ofliw on mir kitchen 
table. Each day I would work for eight hours at the ex* 
port company and then come home to peek away on my 
typewriter for another eight hours. After a year of 
stretching pennies. 1 got my fire: hip break: A small clas- 
sified ad in Wit New fork Times otfcwi Esiundry =i'Hip ' n 
quantities large enough to be ex- 
ported profitably. I answered the 
ad, requestt'd sampler r and air- 
mailed them to six of my over- 
Hess correspondents. Back flew 
an order from my Smith African 
correspondent for the complete 
stock. And best of alt, the order 
was accompanied by a k-tltr of 
credit for $180,000! " 

The effort to make that luck 
pay off was Jusl begin ning, how* 
ever. The letter of credit said my 
American bank would pay mt 
S180 h OOO as soon an I presented to 
the bank bills of lading showing 
the tauntlr'. smtp <>n ktard ,i ^hip 
The tetter also stipulated that the 
bills of lading had to be presented to ray bank within ffO 
days. I knew 1 had to devote full time to the details of thin 
exporting venture, and although 1 was afraid to lose the 
security of my paycheck, t a bo was afraid of losing the 
■ in Int. I a&ked my boss for a leave of absence, 

I took my life saving? of $254. went to New York, 
called the man who ran the ad t and told him 1 would buy 
hi& complete stock of soap. He had only samples—none 
for exporting. He had pui ihr ad in the paper on apec illa- 
tion P suspecting the soap was some where in the US, 

I had to find that so&p, and my only clue was its trade 
name, which had been iwi) in l.hf ad I spent a day at tin- 
New York Public Library compiling a list of names and 
addresses of all US- soap man u fact urer*L The next day, 
fn-rn my hotel room, I started Culling manufacturers. At 
tmm the fallowing day. t hit the jackpot: A person at an 
Alabama *oap plant said there were 30,000 cusses of the 
soap I was looking far in the firm's warehouse th*re. 

Jo? Qmman toc4l f'wwafl IntxrtmtiQnnf /wr., P.O Htw 
mo. Palm Springs Calif. 

ft&iftrm onr inriteti to contribute U* Eatr* pmtrnr % $ 
Notebook. Writr to: Editor. Nation's Business, MIS H 
St rreU N W tt Htoftt'ioto'i, DC 2006$. 



What's more, the soap company's offices* were in New 
York— a few blocks from my hotel, 

I ran all the way to that company's offices, barged in. 
and demanded to see the president, I showed him I he In- 
ter of credit and the actual order, and we completed nego- 
tiations on the spot. AH 1 had to do was get the soap t'rnm 
Alabama onto a ship in New York. 

Armud with ii letter from the president stating thai J 
was to gvt delivery of the soap in Alabama, 1 poondfld 
New York's pavements for two days until I found a 
trucking comj>any that would lend me 30 trucks on credit 
to nick up the soap. When we set out for Alabama* I 
didn't have a cent to my name. I had to borrow food mon- 
ey from tin* drivers, Arriving back in New York, we got 
tu the docks ihi; i"v* Ning of June 11. — tint day before the 
letter of credit would expire, Stevedores loaded soap 
through the night, mid J worked with them, As the bat 

case was loaded r I looked at 
my watch: 2 p.ro. Thf.- hunk 
wnuli! close, and my li?tU'r 
credit would b« worthless. I 
still had no bill* of lading 

I barged into ihv. o I frees of 
the !shz] jjjiiL^ line's president— I 
must have been a sorry sight: I 
liadn'L shaved or changed 
clothes in two week* — and I re- 
counted the story. He replied: 
"If you've gone through this 
much to put over a business 
rtcalp vou re not going to lose it 
now. Ill get you your bills of 
lading." He did it within ID 
minutes and sent me off in his 
Ijrunufthie to the bunk. 
We got to the bank about 15 minutes before closing 
time. I rushed in and presented all my documents to the 
U-lltrr ;nid in rvturn received a chtck fur slso.WJO. I lufl 
the bank with my head in the clouds but sudderih realize I 
I didn't havf call Ian* tu jji-t hack h< my hotel, 1 went hack 
intci the bank and asked for a breakdown of the 
: ■ H. iKMi-a check to the soap company fur $150,000, a 
check made out to me for $25,000, &nd'35,QOtt in cash, I 
went back U> my hotel, paid my hills. :md iHlqihnneil my 
w p ife with the good news. She began crying. An $8.25 
check she had written for a grocery bill had bounced 

Making $30,000 on my first business deal was exciting* 
but not as exciting in the sudden knowledge that I did not 
havi! to work for anyone again, That is why I am con 
fttantly encouraging people to clear olt t h i kstchen table 
and Start nti ehU-rpHsr r.hat C hi- V nm i-imlnd, nut *mr \h ilt 
wniroLs them, bick of education, or money, ur busiriL-ss 
Connections— t buse inntu-rs are not importanL What is 
important is that we live in a country that fosters enlro t r 
pren^urship. wh^re determination and ItEird work pay 
Since thk^ soap doa1 T trfHisti in my own bu«ine*scs 
the past 40 years. 1 say "businesses because 1 httve be«** 
in 20 of them, each one diiferenl and each oiife making ^ 
a million dollars or more, m 




GUARANTEED MAINTENANCE 
GUARANTEED PARTS. 
GUARANTEED TONER SUPPLY. 
GUARANTEED PROTECTION. 




Now that's what we call Performance Guarantee. 




The best copiers money can buy now come wil h rr ie 
best predion money can bUiTbePerfonmrm 
Guarantee" program With it, everything but Hie 
P"*P^ is covered, from comprehensive maintenance 10 your 
,Df ier supply \\% your Canon dealer's A-riiten assurance That 
copier will gcv^yCNj lotal perfarmanca. 



Whether yoj cfiooss the versa! \\e NP 2020. the corwi- 
«nl NP1520 or the compact NP1O30 copier, Ihc Ftertormance 
Guarante© 1 " program, ottered by your participating Capon 
deafe wifl give you mere copies with more confidence. 

Fur more information calf 1-8QO-OK-CANOVJ or wnte 
Canon USA., Ina, RQ Box 3900. Pec* ia, Hhnoie 61614. 



Canon 



CifdoNo 19 an JUflfru Svtwtv Card 




Nation's BasineM An^mat XW 



Small-Business Update 



Early Intelligence to help \pu take advantage of the 
changing business ell mute. 



HE 

Small Finns Pay More 
For Relocations 

Smaller companies paid (fittl above ihe 
average cost for companies of ail sirea 
for domestic relocations of employees 
in 1989. according to & study by Atlas 
Van Lines tnn The average domestic 
move for all companies was found to be 
itt r £95. Of that amou nt, $5,182 was paid 
for direct moving services tmch as pack- 
ing and transportation, and 18 went 
for indirect expense* such as motel ac- 
commodations, meals, and counseling 
forapmusefi. 

But small firms— thus* witii less 
thnn S100 million in annual trtwi pjflj 
$6,(106 for direct moving services and 
82,973 in indirect expenses, for a total 
average of SB,W& 

Larger companies pay leas Iteeau&e 
they have ''pricing clouL," aays J. Ste- 
phen Mum ma, senior vice president of 
marketing and publir relations at Atla*. 
JJ The very large corporate accuuntn stLEl 
demand the very deepest disco tints be- 
cause of the volume that they can of- 
fer." 

Mum ma says there are two way* 
smaller companies- can *avc money on 
relocations: 

• Set a limit on the total weight of 
the goods you will pay to move for each 
employee and on the "extras/' such as 



EN VIR ON Ml NT 



land-Cleanup Liability 
Broadens For Lenders 

A federal appeals court In Atlanta ha* 
greatly expanded environmental liabil- 
ity for commercial lender* under the 
Superfund law. The court held a ft- 
nance company liable- for cleanup costs 
fur a site owned by one of ita borrow- 
ers, Swuinshoro Print Works, n bank- 
rupt textile facility in Swainaboro. Ga- 

The ruling by the 11th tLS> Circuit 
Court of Appeals in tJ.SL rat Fket Fac- 
tarjt Corp "should send a ah udder of 
al^rm" through commercial lender*, 
say a Ljurry Schnapf, an environmental 
lawyer with Ijord Day & [jtinl, Barrett 
Smith, in New York City. Ho says tho 
daetakm ha* " blurred the distinction be- 
tween prudent overflight [by a tender] 
and exw^ivt- entanglement in the day- 
to-day affaire" of a debtor, 

"Avoiding Risks By The Acre/' in the 




Relocating umpluyflas t'tm ta' coxitis rforxmall Jinux than for large compart icn t yet 
thwrv tmtwajfi to keep &cpm$ea in line. 



t>oats or second cars, that you will 
n i five. In effect, this means determining 
how important the employee is to you 
and how far you will go to persuade the 
employee to move. 

• He Luugii irt negotiations with mm* 
mg companies. Mumma sap you proba- 
bly can find a carrier who will meet 
your price, although if your price is loo 
low p service may suffer, 

Nearly 71 percent of the? small com- 
panies that responded to the survey 



May issue of NatitiTi's Huxnies*, de- 
laiied the environ mental-liability quan- 
dary for gmall firms and ihnir lenders, 
The recent court ruling broadens the 
problem by targeting a secured tender 
for rcfL&mg other than foreclosure on a 
debtor's property. 

Fleet Factors Corp. of Providence, 
argued thai it fell under 1 in- Suprr- 
fund exemption fur lenders holding n 
security interest in a cleanup site. 'Hie 
£Lppt*sils court rukd. however* thai 
Fleet's "involvement in the financial 1 
management of th+i facility was perva- 
sive if not complete/' Fleet Factors lb 
expected to request a tiew hearing. 

After the FWt decision and oLher 
land-cleanup rulings, Lee A. Schroedor, 
president of First National Bank, Dana, 
End., told the House Small Business 
Committee that his hunk must "careful- 
ly eojiHider what type* of bii&meEMs* < * . 
could present liability problem*/' 



anid they had formal relocation policies. 
Seventy-eight percent said they would 
pay fur moving ret-real iun ami lawn 
equipment, and 45 percent said they 
would pay to niovt: an emnlnye^'s p<-ti?. 
Did y S.6 torrent would hire tem|Kjrary 
maid service at either the old or the 
new residence. 

For all companies the trans f erred 
employee » moat typically a salesman 
31 to 10 vears old earning $30,000 to 

mom 



Labor Secretary Wants 
Balance On Youth Labor 

U.S. Labor Secretary Elizabeth DflW 
says that soma employers are violating 
chihMakmr law* in their wTirrts to enpe 
with a growing labor shortage. 

Noting that the work force ia grnur 
iug at a rate of only 1 percent I year. 
Deta said that Home employers huve r*t- 
;l-th.,| io that trend hy " reaching 
prohibited age groups for new hires. 

Dole commented in tailing for stiff** 
penalties for violations of child-ialiof 
laws, She proposed thsu Tan^reaH rt»* 
the penalty for civil violations to a mux 
imum of *10,000 per Incident it is no* 
11,600, The secretary alio urged thi' 
amending of criminal aunetiopii to nJlo^ r 
uripririinoiii'nl npiin rir-,1 conviction for 
a willful violation. Imprisonmeiil Lh n^ w 
allowed only for second or ^ifis.erju* l|lt 

viiNla! Ii .n> 



By controlling medical 
claims, Amerisure helps to 
hold down insurance costs. 



That's why Am erl*u re assembled Us 
metf lceiJ < Minis iwIew icism. Home 
itU'Wv nnL-tlJt -ill i-lriltri.s exauLlnrr MjihliTi 
Suiid&trrim, M,A. irJtJha arid 
Michigan region medical cost, control 
examiner Betty Foppe. LP N„ H A . arc 
anions members «f our npcelaltocd 
medical mill - They have the education, 
training and experience 10 analyze 
charges fnr medications and medical 
pnrnTcfurp^ performed f«t workers' com 
pencil itm. auto and mher ekiimanta, 
Our mcdJcul claims feam e&CttArageg 
providers to offer wet-ssaiy rival men t 
at a r?(ison&ble and eualamary fee. Our 
efTorls 1 1 p hold f\wu oirrilcaJ costs are 
\t\ everyone's intcresm 

Marilyn and Hetty arc some rjf (he many 
Amensure people hehind the indepen- 
dent agents wlio represent our 
com pan irs. 

Were dedicated tn providing Lhe be*l 
Insurance dial money din buy, And 
we're proud of people like Marilyn 
Sundttrom and Betty Poppe who are 
working to keep the "mire" 
In Amertatre* 



A 



mensuie 

Companies 



^Dttfllw*l. few 
Afirvliuu?* InnuiiiiL* do 
AflttfMb*P Hit I pt ii? £4 
Anwinmm ftw ^^•■niuijM i i 1:3 
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START UP 



La am Entrepreneur ship 
From Your VCR 

You can learn a host of entrepreneurial 
skills at home through three new video- 

toa, 

4 Row To Stmt Tour Own Successful 
Business" is a two, hour video pruidc 
hosted by Caroline R, Jones, preside nt 
of Caroline Jones Advertisingj in New 
York. It covers such lopfcs at obtaining 



the videotape into schools and prisons. 
Two other videotape* have been cre- 
ated in a joint effort by the U.S. Small 
Business Administration {SBA) and 
li-elL Aiiantk: 

"Marketing: Winning rustuniers 
with jh "Workable Plan' ,K offers practi- 
ail tin-* fur developing the most effec- 
tive marketing strategy for your firm. 

"The Business Plan: Your Road M:ip 
f.ir Su-x^j." isir^'-ts you through seven 




Advsrttaiitf aittifttv* (\rntfittf A", /offoj fco5te fl two-Hour mdto on 
mtrrprvncufiaf topic* truth ax setting up r? homr-hmtvtt business. 



financing, analyzing business-insur- 
anee needs, buying a business, evaluat- 
ing franchise opportunities and setting 
up & home-based business. 

The tape is available for $29.35 plus 
W f->r shipping and handling from In 
the Black Productions Inc., P.O. Box 
1229, New York, NY 10183; (2l£) 864- 

Part of the proceeds will go to the 
National Entrepreneurial Youth Educa- 
tion Project* an effort aimed at getting 



WTlRHATIGttAL I HADE 



Helping U.S. Finns Venture 
Into Eastern Europe 

US. businesses considering participa- 
tion in new ventures in Hungary , Po- 
land, nr Yugoslavia may b+- eJi^rihk' l"* * r 
financial aid from the Overseas Private 
Investment Corporation (OPIC), a U.S. 
government agency, 

OPIC i» establishing a j^millinn 
East European Growth Fund to finance 
what it perceive* a& productive enter- 
■innea in Lhe three countries of the re> 
§rion where OPIC is authorised to oper- 
ate. OPIC wil) provide tang-term debt 
capital for up to 25 percent of total 
capitalization of qualifying ventures. 

Qualifying venture* must have U.S. 
involvement in the form of equity par- 
ticipation, technical or nMJtfcgttfflillt 
support, or supply or marketing con- 
tract*. For more information, call Gra- 
ham William* of OPIC at Wi) 457-7105. 



steps uf writing a business plan that 
works. Business plans , the SBA notes, 
iirn j often neeewsurv to obtain financing. 

The SBA videotapes include step-by- 
step workbooks and &:re available for 
|S0 each from the U-S, Smalt Business 
Administration, Dept. A, P.O. Box 
Denver, Cob. 80201^)030. 

The SBA and Bell Atlantic are devel- 
oping a library of business videotapes 
and hope to have a doz^n available 
within the next two years. 



HIAHMiMFKT 



Criticise Putting If Off 
Can Create Problems 

Manure ry who put off criticizing work- 
ers' performance run the risk of erod- 
ing the ntanager-ernpluyue relationship. 
-.t>s management psychologist Robert 
A. Baron. Damaging that relationship 
could he especially harmful in smaller 
businesses, he adds. 

Baron* who is chairman of the py- 
etiology department at Rensselaer 
Polytechnic Institute, in Troy, N.Y- t ex- 
plain* that managers who fail to point 
out workers" mistakes and shortcom- 
ing as they occur tend to wait until an 
especially annoying grievance arises, 
TliL'Ji they deliver criticism that L= of ton 
inconsiderate, threatening, or not s]>e- 
cifle to the problem, Baron say*. 

Managers should provide negative 
feedback when required and not wait 
until restraint is no longer possible. 



IHKOWmON 



DOE announces 
Research Awards 

About 170 small businesses in various 
high-technology field* have been 
awarded Small Husiness Innovation Ite* 
March grants bv the U.S. Department 
of Energy (DO EK 

Small firms in 112 stiites have quali- 
fieri for research grunts of up to 
$50,000 for project* in specialties such 
as genetics, supcrcond activity t fossil j 
fuels., and electromagnetic radiation, 

Tbttfe primary swards are for feasi- 
bility studios of particular innovations. 

Jeff Sherwoodj a DOE spokesman, 
says about one-third to one-hhlf of tin? 
grant recipients will qualify for the sec- 
ond tier of awards, in which companies 
receive up to $500,1)00 to develop their 
technologies. The third phase af the 
Small ttusine&s Innovation Research 
<SFIR) program uses private funds to 
market the new concepts commercially, 

The 8-y earmold SBIB program "is a 
mutual process, " Sherwood say&> in 
thai. DOE supplies cauftaE for pmj.'.T- 
thm meet the de| hart merit's needs, 

DOE expects to issue another solici- 
tation for SHI It pmjecvfl tmis Inter 
efrted companies should contact SBIB 
Prc»gram Manager, Office of Energy 
llwearch, I \: I i :ir:i:n.'nl (if Kiwr 
gy. Washington, D.C, 2<lo45. 



m tips 



The Ewfjrtuptv'in of Rrtimh Re- 
tt- rt lion, puhliahed by the Records Man 
agement Group. North field, 11 L. La a 
wo; I -firman i zed und ciomprehenssvo re 
source for biuiine.s^ managers;. The vol' 
time lists the appropriate retention peri- 
□ds for more than 4,000 types of 
records in 23 major functional classifi- 
cations, including administrative, uu-- 
Unner services, human resnurces 1 and 
wihs. The bnok nteo ck-smlwa filini? 
practices and identifies vita] record 
and microfilm applicatioiis, 

T)ie imbliuiTiiiii ^ SUM il i.s :iv;ulabW 
fr-Mn The- Records Miuiajjement GrovP> 
!'.(.). Bos BltL'O. Northfleld, 111. 6(Kfl3: 

v* Qn Your (hm: A Woman 's Guid* 
To Building A Bumiest* is design 1 * I 
for women who need greater technfc*' 
know-how and management education 
to fciart d husjiirnipis ur make an t^siscinp 
om- hun.^d. It includes sections on 
dealing with fear, finding the right sup- 
port people, finding frw or low-cost as- 
sistance, writing a first-rate busing 
plan, learning how to use financial 
statements, and working with hanker* 
and nthor professionals. 

The 224- page bnuk wlk fur ? Ir 
is a vai table in some bookstores, *> r |E 
can bo ordered fnon L"p*Uirt V\Mi*\\ 
inflf Co. P (8001 There is a *a.W 

chururF- for ^hi|>pin^ iiitrl handling W 



"What's the point of making more 
money if you still have to 
worry about it?" 



h *l was making more money Bui 
I wasn't worrying any less L'nti 1 1 
invested in a copy of Quicken 

Nuw I alwiiy* know tixailly kvhere 
my money went Exactly how much I 
have. Ami exactly what! can afford 
I never wake up worrying thai a bi^ 
purchase was a big mistake. 

The uncertainty is gone. I've never 
felt so organized about money 

I'm in control now . 

Where did my money ^o? As I 
pay my bills, Quicken automatically 
notes each type of expense — utilities, 
clothes, charity^ whatever Then a 
simple keystroke gives me a report 
showing exactly how much t spent in 
even- expense category each month. 

How am I doing? Another keystroke 
shows my budget -ve^us^actuaf Credit 
appJicatton* In three second s I've, gol a 
financial statumefti showing income,, 
expense's, and net worth. Tax time* 
No sweat. Quicken provides one report 
with all my itemized deductions. 

It s fast. 

Time to pay bills? Quicken has 
nu'morjjfed all my regular pay mm Is 
I |ust confirm the amounts and it 
prints checks for me to sign. J still use 
my regular checkbook when tt> mora 
convenient. Or 1 can pav my bills 
electronically through the pWwt*- 
paymrni servtre. 




ti^JtAt-fl % wrtrnn twkjvxi lji-f my 
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Qukkt-n 
rn^nmrijLirt & yim ftilf 

It s easy. 

I | usl pulled out rhe Quick Start Gird 
and typed " ins, tall." Thai simple- 1 was 
up and running in 6 minutes The 
screen even looks like my checkbook 
There ib nothing n<?w u> ledm. No 
cxfmplir.^led irbitructions. Arvd Imso 
Kaippy with the results, 1 just might 
read the rest of the manual to tee what 
more Quicken can do~ 

M s a powerful business look 

Quicken can httlp sonrru] your 
business M nances, low. Tt produces 
PfcLstakmirnts and hiiUnee sheei>. 
Fc»recasbi cash flow tracks A /R« 
A/F, payroll, jobs, clients, properties, 
and mora," 



Worlds 
#t Selling 
Financial 
Software 



*59 Q3 



lfM.P 




Try Quicken rink free for 30 days. 

Are you making more money and 
t-rtjm my, M les>* Order t>uk'ken now. 
You'll ouickry see why it's the best 
wiling financial software in the world 
Bu* if you're ^litfied lor anv 
reason, return it for a full refund. No 
questions asked. 

!»rtd in ihr cuuprm. ©r otll 

1-800-624-8742 

34 hum* m d*y, 7 d±y% 4 **r*k, U.i, tnct Cinidi 



[□Yes,,,,, 
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Dateline: Washington 



Natjrm'A Busineso August ltWU 



Wkat f $ happening in the corridors of power 
tfiat unll affect your business. 



ft// $Ui it, \tcElvten 



TAXES 



Capital-Gains Proposal 
Acquires Bipartisan Support 

Advocate* of 1 lower capital-gains ta* 
rate see a dtraLegk advantage in the 
bipartisan sponsorship of a new 
bfll desiersed to achieve that goal. 
Democratic learfi.Th have tried 

to portray the Bush administra- 
tion's call for a lower rate as evi- 
dence of Republican concert] for 
wealthy taxpayers, A Democrat- 
ic senator's sponsorship of a 
rate-cut measure weakens that 
argument drastically * however. 

The new hill, introduced bv 
Sensv Robert W. Kasten Jr., R- 
Wis„ Connfe Mack, R-Fht. and 
Richard C. Shelby, D-AJa- r would 
reduce the top individual and corporate 
tan rates to 15 percent on asset* hv.lr] at 
least one year, Currently, the top rates 
are 34 percent for corporations and UlJ 
percent for individuate. 

The canital-gainfi debate is expected 
to biffin in earnest once the issue* of 
th.- federal LliI^t for fecaJ LULU L — in- 



BENEFITS 



Business Confident 

On Sustaining Leave Veto 

Business is confident that employer? 
will escape, for this year at least,, a 
mandate that they provide annual fan> 
fly-rebited lei ire lo workers. 

In June, President Hush vetoed legis- 
lation to require employers of 50 or 
more workers to grant employees up to 
12 weeks of unpaid leave a year to deal 
with such matters as the birth or adop- 
tion of children and the ilheaa of family 
member*. 

Business expectations that the veto 
tf-i>ulrj In- \i}>hi-\-\ wt-rt- geared pnniurit> 
to the Hottt», where the bill's margin of 
passage was nearly four dozen menv 
here short of the total needed to over- 
ride a veto. Two- thirds majorities of 
both houses of Congress are required 
to override; none of Bush's 12 previous 
vetoe* has been overridden. The Senate 
was more likely than the House to have 
the votes for an override. 

Bush said he vetoed the measure be 
cause it would put an excessive burden 
on businesses: he has said he opposes 
the federal government's mandating 
leave policies. 



eluding the controversial matter of poa- 
>ihk- Lll x. increase-!? — Lire uefinfcd- 

Earlier this year, Preaidont Bush pro- 
posed to reduce the capitat^ains tax 
rale for individuals to 10. E percent on 




td war taj- rtitttOU capital gtims wuu/tt 
xtimulatr rraennrk 



assets held at least three years. The 
administration hacks u rate cut as a 
way to spur economic activity that in 
turn would generate more revenue. 



There had been speculation thm the 
bill's backers would delay a votje in the 
hope that election-time pressures would 
generate enough votes for them to 
achieve the level needed to override, 
Hut m July. Hniist' fUnii.rraiir leader* 
apparently decided to proceed with a 
vote even if they could riot win 



WORKER SAFETY 



Bill Would Stiff en 
QSH A- Related Penalties 

The 5 en ale Labor and Human: Re- 
sources Committee has approved a bill 
to strengthen and expand criminal pen- 
alties under the Occupational Safety 
and Health Act of 1970- Penalties that 
currently are applied only in cases in- 
volving a worker's death would be ex- 
tended to violation* that result in seri- 
ous injury to workers and to cases in 
which life in endangered although there 
is no injury or death. 

The measure is just one sign of a 
^towing sentiment in Congress for 
stepping up regulation of business ac- 
cording to J* fc ffry Perl man , manager of 
le^al and regulatory affairs, for the 
1 tL§. Chamfer of Commerce. 



A Measure To Remove 
Sanctions On Employers 

Sens, Orrin G, Hatch, R Utah, and Edk 
ward M Kennedy. D-Mass^ who usual- 
ly are on opposite sides of business* 
related legislative battles, are working 
together to remove employer sanctions 
from the lftStf immigration- re form law. 

The law requires, employers to make 
sure that workers they hire are t'ltgible 
for employment in the U.S. It provides 
for heavy civil and criminal penakie&t 
including imprisonment, for violations. 

Senate legislation introduced by Ken- 
nedy. Hatch* and S*;ns. Dennis DeCon* 
rim, [Mrm., and Alan Cranston. !>■ 
Calif. , and a -miliar lluu-. lull 
introduced by Hep. Edward R. Raybal 
D-Calif., would delete the law's sanc- 
tions and increase the Labor [Apart- 
ment's resources for enforcing B 

The proposals follow a report by the 
(Seneral Accounting Office that the 
sanctions had resulted in a p| widespread 
[HiUu'i/' of diH^-rinunaiion by employ- 
ers who declined to hire eligible work- 
era because they appeared to lie foreign 
ur hf...jk^ with uu accent. 

When i.hi? law was under dk.d>uu\ op- 
ponents argued that it Would produce 
jit-,1 Hui'h a discriminatory r^HUli, hui 
supporters of the measure insisted that 
there no batiks for rvudi concr-m 



NEW SERVICES 



Phone Lines For Updating 
And Surveying Business 

Telephone services provided by the US- 
Chamber of Commerce enable busine** 
pntplt- to stay abreast of buaineaa-reJa^ 
ed developments in Congress, the eiceo- 
utive branch, and the bupreirio Court 
and to express their viewa on the *** 
involved. 

The numbers, with the cost of the 
first/additional minutes of telephone 
culls, are: 

The Washington l>iul, a daily update 

90 key business Lesuea, 1-000428^°^ 
8i P 0O/5() carta, 

Opinion Line, a polt of viewers of the 
weekly Chamber television progri^ 
"It's Vour Bufiinesft. 0 l-HW^Mi«® 
SI -00/50 cent*. 

Cheek your loci] tckviitoti listing 
for the dates and times that the P^ 
imim is broadray.1 H 



STRAIGHTGAME LTD 

2 Slones Bank. Stead Lane, Ripponden, Sowarby Bridge. 
Nr. Halifax. West Yorkshire, HX6 4ET England U K 
Telephone 0432 624579 Fax: Q422B24584 



WOULD YOU LIKE TO TRADE IN EUROPE? 
OR DO YOU HAVE CLIENTS OR MEMBERS WHO WANT TO 

TRADE IN EUROPE? 



We offer the following services to overseas 
companies wanting to set up a base m the U.K. 
mainland to trade in the U.K. and other European 
countries - at low cost. 

SERVICES OFFERED: 

FORMATION OF PUBLIC & PRIVATE LIMITED 
COMPANIES. DIRECTOR SERVICES. COMPANY 
SECRETARY SERVICES REGISTERED OFFICE 
SERVICES. U.K. OFFICE BASE. WE CAN RUN 
YOUR U.K. OPERATIONS AS PER YOUR 
INSTRUCTIONS 

PRIVATE LIMITED COMPANIES (Ltd) 

We can form a Private Limited Company, supply 
a director and company secretary and registered 
Office service. You will have and hold full ownership 
and control of Ihe company but noi be seen. We 
will open a bank account in the company's name 
where you can have sole signatory rights it 
required. We charge £ 495,00 per annum sterling 

PUBLIC LIMITED COMPANIES (Pic) 

We can form a Pubfic Limited Company which 
^ould give your European business enormous 
prestige, supply full director service and company 
secretary service as weil as the registered office 
service. Again, you will have full control and 
ownership of Ihe company but not be seen. We 
WB open a bank account in the company's name 
where you can have sole signatory if required. We 
charge £ 3.750 00 per annum - sterling 



BUSINESS SERVICES - BACK UP 

We can supply you with a telephone number 
together with a fax number for you to put on your 
stationery together with our address for your 
business matl to be sent On your instructions we 
can open all of your mail, inform you of its 
contents by telephone or fax. We can then take 
your instructions on how you wish us to reply to 
it. The telephone is answered by number onty. 
You will be given a code which is to be used at 
the beginning of your reference. For this service 
we charge £1.155.00 per quarter - sterling, 

PRESTIGE SERVICE - BACK UP 

We can arrange lor a private line to be installed 
for the sole use by your company, This means, 
when someone calls your telephone number, the 
telephone is answered in your company's name. 
For this serv«ce. which includes dealing with the 
running of your U.K operation, we charge 
£1 ,905 00 per quarter sterling plus fine installation 
costs and tine rental at British Telecom Rates. 

For further Information call 0422 824579 or 
FAX 0422 824584 - 

International calis + 44 422 824579 and 
FAX + 44 422 824584 



Our aim is to encourage overseas companies to 
consider the opportunities in trading in Europe 
and the importance ol considering it now to allow 
your company to establish rtself before 1992 . 



M ost European cities are very expensive with regards to office rents and residential accommodaiions. 
s o we are a great idea to those companies wanting to test the European markets for trade in a cost 
Effective way before considering a major move into Europe where there are no guarantees of success 
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Growing businesses share their experiences in crea ting 
and marketing new products and services. 



How A Computer Program 
Put The World At His Feet 



Roy Kesaler seemed destined for 
scholarly pursuits,, but he ended 
tip pursuing buitnefls. 
Kessler, 33, studied compara- 
tive literature at Princeton University, 
mnrenlraLiritf ,in the French and Rus- 
sian languages, Hp worked briefly as 
an interpreter for the Stat*? Depart- 
ment, before continuing his studies of 
Rttftfiian in Mnmcnw, In 1980 he retimed 
to the U.S. and spent two years naming 
an MBA from Columbia University, 
Thru it waa back Ui Europe, thfes time 
aa a financial controller for the Renault 
Corp. in Paris, 

In hh apart tiin«, Keasler taught an 
EftglLnh-Jiinfruage course that prepared 
French student* for the Graduate Man- 
agement Admissions Teat, the stan- 
dardised lest for gaining admission to 
American MBA programs. The propri- 
etor of the school where he taught had 



a brother who was a computer retailer 
in Phoenbt t Arte., and she *ufrgestfcd 
thai Keller might tfet together with 
her brother to construct a computer 
course for the GMAT. 

KeHtder thought thai, was a greal 
Idea, §o the two men formed a new 
company to devifte the necessary soft- 
ware, even though neither of them was 
a programmer K easier, in faci, had be- 
come well ttcu,uiiinL'-(i with mmputjijrK 
only while working ai Ren m ill- He had 
been the sole Eiigliuh-fipeuking person 
in Ins ulTice, so W had. been up to him to 
become proficient on the IBM PC. 

Everything about the GMAT soft- 
ware proved dir^troua. 



Arizona Bfitiayir k**if /Kwffor 
mmpuhtrii&t geography through His 
PC Globe software. 



"I thought," Keasler ftajre, "that af- 
ter starling a company, you automati- 
cally become rich and can live any- 
where you want in the world, f win 
*rvi\\i mi nil counts, I'm still in J'hue- 
taiL and for 2 1/2 years J starved." 

When Kessler started work on the 
course, there were no compel i tors in 
flight By the time he finished, three 
major companies had similar course* on 
the markeL ' We made l,0GO unite," 
Kessler recall, "and sold about half/ 1 

While working on the flMAT course, 
K- -s3er tinkered with an idea he had 
mrnf up with while he wia in Parte. 
Since Renault was u worldwide ur^uni 
antion, Keller i:ont inuully found him 
mffl rnhfluliinif various reference book* 
to find information ubout countries. He 
wished someone would consolidate ail 
that information and put it on a di*k- 

EventuaHv, he did the job himself. 

Eeawler bought out hie old partner, 
moved what was left of their company 
i n jn i Pin ui nix in?arijy Tempe. An*., 
and began PC Globe Inc., which ptfr 
ducpd a etoftwarf package ftf tJif samp 
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If Vbu've Ever Wondered Whether 

You Should Buy A Franchise, 
This New Videotape Is For You! 



Ik 



HEAR DIRECTLY FROM 
THE EXPERTS: 

■ How Iranchiaing works 

■ Who should buy a franchis* 

■ How to cflo&se the right 
Franchise 

■ Biggest opportunities 

■ What [q fl$k the framttisor 

■ What Id ask your lawyer 

■ Whai lo ask your accountant 

■ How 10 evaluate the offerings 
Jo find franchising 

■ Wh^! fenders want Lo know 

■ How franchisors evaluate you 

■ Pitfa-is to avoid 

■ How lo get off to a quick ssart 
And much, mucn more' 
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IT TOOK YEARS TO GET 
THE DEFINITIVE 
ANSWERS FROM: 

m Tfre U.s Department of 
Commercs 

■ The I rrterrtaiional Fran** ise 
Assooation 

■ The most successful franchisors 

■ Successful francrugees 

■ Uwyar$ 

■ Accountants 

■ The Federal Trade Commission 

■ The Small Business 
Administration 

■ Educators 

■ Barkers 

■ fop coosLittarts in Franchising 

and pull ail together in a 58-mjrnjte videotape 
Save yourself (he agony d a wrong dfldskifi 
ihat could lose your life savings, Buy 
Franchising How To be w Business for 
Vbu/setf Not itry You&&? at the incredibty tow 
price o< $4995 St wi« be tt» most imnonann 
oecfson bccut tranchisnQ you will ever mak* 



FOR FASTER SERVICE CALL TOLL-FREE 1 800 547 9797 



NATION S BUSINESS 

ANCILLARY PRODUCTS DrV. 

l&l&MSlfeel.N.W 
Waahington, DC. 20082 

Alt orders must be prepaid 
M 3ke checks payable (a Nation s 
Business. California and D,& 
R^stdente, add sates sax 

^1 Check enclosed 

^ BHI my cr&rtil card 

^ VISA □ MC 



FRANCHISING - How To Be in Business for Yourself - Not by Yourself 

ORDEfi TODAY CALL TOLL- 
FREE t-fl00S47-9797 



Card No 




Exp, Dale 


Signature 
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Name 




Company 


Adorers 




State 
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VMS $49.95. 
Beta $49.95. 
Sales Tax 



Poster}* & Handling 
eacn $3.95 



TOTALS. 



MAKING IT 
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name — a versatiie T computerized atlas 
at urt alTordatue price Uhe lint pnce is 
$mM, but it often sells for under <5n}. 

The program, for T Bit-compatible 
computers* offers an integrated pack- 
ape of maps &ad graphics givhng in- 
>L.U]1, detailed |hrxii jjt-^ uf 377 countries. 
An extensive database for every cnun- 
try includes demographic, health,, in- 
dustrial, agricultural., and economic sta- 
tistics, plu* Information on major cities, 
including their populations, time zones, 
and tourist attractions. 

The original PC Globe was intro- 
duced in June I GST. Kessler admits it 
survived "because it was the only one 
around" It sold about 5,000 copies* 

In November 1988, the company pro- 
duced an enhanced version of the pro 
gram, called PC Globe Piu*. Roaster 
took the product to a Las Vegas trade 
show. "It waan f t quite finished yet/* he 



says, fc "but a lot of people saw it r and it 
m spired a lot of interest 1 ' 

In January 1989. PC Globe lnc, sold 
m*M\ worth of its piroduct; by thf 
summer, the monthly total hud risen to 
$7fi,00A. la August, the company intro- 
duced a second prtrfiuct, railed PC USA P 
and in September, total sales reached 
$275,000. 

Since October ISJtfJ, shipments have 
not fallen hebw $400,000 a month, urn I 
frequently th>.-v exceed $W>,ftiX). Total 
sales rose from SJW.EKX) in L!*8S to Ul 
million last year: when the 1990 fiscal 
year ends in September, sales will have 
reached about $1 million. 'The company 
is extremely profitable/ Kessler says, 

PC Globe has a staff of 21, but it 
hires, on a free-lance hnsis, stu dents 
and professors- from nearby Arizona 
State University to do the rest- arch and 
I verify statistics, The data are updated 



annually; Once someone becomes a reg- 
istered owner, updates can be acquired 
for about 820, PC Globe adds other en- 
hancements to the program, too- 

Atthough well ever 6(> percent of buy- 
era are parents with children, the soft- 
ware can be found in i host of large 
corporation. Keller's company is now 
working on a professional version of 
PC Globe that will allow users to inte- 
pmU> "hnir »wn files iiuu the suftwure 
as if it were a spreadsheet 

PC Globe and PC LISA are available 
in Spanish, German H and French, aiwi 
they are sold in 15 countries. Also in the 
works is t*C Europe. Coming oui tbfa 
Hunurarr wiH ht* ■■! - I' 1 1 r. hU- 
and W. l:SA for Macintosh, Apple Ilgs, 
Atari ST, and Amiga. PC Globe still 
doesn't have any competition in its 
niche; Kessler got to the market first. 

— SttfVi* BergXTFiarl 



Helping U.S. Business Speak 
In Foreign Languages 
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t Bmffut'knAedfirm specialist* t u rfthmwt traiMlfition*. 



Oure es an age when technology 
leap* acroHs border*, while 
words come panting along be- 
hind- That truth fe felt by every- 
one who opens the instruction booklet 
for some new foreign-made gadget, 
only [o Had it written in a language 
that bear* but a fleeting resemblance 
to English- If» safe to aasurne that peo- 
ple in other countries have suffered the 
same frustration in reverse. 

One man'* frustration is another 
m Ji n p s opportunity, as Robert C. Sprung 
is proving. Sprung, 28. has founded two 



Boston-based companies, Harvard 
Translations* and Marketscan Publica- 
tions; both address the need for soph is- 
ticatL-ij translations of highly technical 
material '* We're in the business/ 1 he 
-iavh, of prrji hiring French legal docu- 
meats and German user manuals." 

His pricea may seem high — ranging 
f nun iilfl to $15<i a page, depending on 
the complexity of the project— but the 
work is intensely specialized. For exam- 
ple, for one recenr project, Sprung had 
to come up with a translator who wa#, 
alio "a practicing German attorney 



who was familiar with software." 

Sprung graduated gumma mm lau- 
nV from Harvard University , where he 
majored in Litin, Greek, and German. 
Then be went on it} Cambridge Univer- 
sity in England For a master's degree in 
French and German. He also knows He- 
brew and Aramaic, the ancient lan- 
guage of the Jewish Talmad and he \s 
studying Japanese. 

When he returned from England, 
Sprung became a financial analyst fof 
Fidelity Investments, a big mutual- 
fund company, "Two things struck 
me," ho say* of that experience. ,fc First, 
thai my res3 inU-resl was m language, 
and a*eimd, that I was not cut out for a 
white-collar job in corporate America." 

Sprutifr. who had ls?en a frte-lunfe 
trans lator in ml lege, started Harvard 
Translations in January he was its 
Hole employee. Now he bins six employ- 
ees in his office (including a newly ar- 
rived Rttttbtf ^peeiatist), five tranRbi- 
tors wurkiiig for hirn full time out^id'?^ 
;u;.| a global network of highly special- 
iay&A contract ImnHbtorH. 

I.jioii'-hin^ In-h comjpany 1 wasn't dsffi 
cult at all," Sprung says. "I took a fc* 
ads, and I diil a lot of networking. ^ 
wanted people to view un sa a consult 
big firm that understand tho tecJinical 
issues and the company'* concerns/" 

To enhance I IiliI image^»nd h> ketrp 
hw atafTfi tranalation skills honed — 
S pining :Uarteij a second company W 
publish Mnrkctsem Bumpe, a new*!*^ 
ter bailed on translations of European 
high-lecli fiablications. 

Sprung knows well tiuit few Amei+ 
uiHH -ihsire Ins piil.huhia.Hrri for studying 
foreign langtiagtrs. But withoul more 
attention to languages, he warn*, U-p 
btisirtetu could find itself CrippW ,n 
denting with ffireigu corniH'Ulons. 



XEROX 




No other copier can copy this document. 



in fact, none even try, 

Because where Xenix offers a 
^rce-year warranly i>n nil our 
cartridge desktop copiers, oiher 
Manufacturers offer .1 mere 
**0days. 

You se L \ Xerox understands how 
lfl iponanl your copiers are to 
y^ur business* Thai!* why we do 
Cv *ry thing we can 10 make sun: 
0lJ r copiers produce quality 



documents— time alter lime 

But then, quality is something of 
a habit around Xerox Thitis why 
The U.S. Commerce Department 
recently honored us with the 
prestigious Malcolm Baldrige 
National Quality Award 

All of which means it s not our 
copiers that are backed by a 
greai warranty. It's our warranty 
rhiit s backed by great copiers 



For more information. call 
1-8(K)-TEAMXRX + EXL 
260A. 
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Tapping The 
Education Market 



Woodland Public School sits 
am ring golden wheat fields 
and grazing cattle in north- 
east Colorado. Its IDE atfr 
dents come from the 50 families who 
h?e in the area around Wnodrow, and 
the grades run from kindergarten 
through high school. 

Meeting the needs of such a small 
but widely varied student body has 
poaed problems. Ono example: The 
school cannot afford to hire full-time 
teacher* for the handful of older stu- 
dent* who asked for classes in foreign 
EanguEttfes. 

In the post, that meant that those 
students went without the instruction 



they sought. Now. however, foreitfn- 
lang-uage courses, including Japanese, 
lltl- available :lL W^xJlsmd. The school 
bti become a client of T1-1N Network 
Inc., a private satellite company that 
pr<iVi<1eH ^durational eour^hs to Kernels 
that want to expand tht-ir curricula to 
moot the needs of today's students. 
Based in Kan Antonio. Te*as, the com- 
pany serves more than 6,000 students 
ta nearly l.Oftfi school districts in 29 
states. Distant learning systems are 
used predominantly in rural and small 
communities, 

Tl-IN Network Ls just one firm amid 
a ftot-growing number of enterprising 
ivmij.MJiif 1 - l j i : l l ure d^lnprng Blld mar- 



keLmp innovative products and sendees 
for the education market. 

Opportunities in this area are ex- 
panding in line with concern about the 
quality of American education and the 
nece^&ity fur major reforms if U.S. 
uchoul:, nrv to me*?t ihu ritheuV of individ- 
ual students and the nation at a time of 
increasing glohal competitiveness* 

The reform effort is taking many 
routes toward th* ^onl i>f etiuLppjnjj 
young people to meet the challenges of 
an increasingly complex work world , 
Thus* p-ilU'S include attempts to re- 
duce dropout rates, stimulate student 
interest in math and science, increase 
pareutf involvement in their children's 




Amid growing demands for education 
reform, enterprising companies are 
developing and marketing innovative 
products and sendees for the 
education market — and 
opportunities in this area aw 
mpanding. 





Educator Jwrfti Bnueh p * rompuUprwd r&Mrdinp* Hnk tmchrrs and parent* 



education, ^nsur** that achoola hav*- 
sufficient resources, and overhaul sys- 
tem structures, including management 
and administrative procedtin»s. 

In the field of resource, one of the 
efforts aimed at upgrading student per 
formante ia local-level purchase of 
ijrudiKl--; i m- 1 H+rn'MH's geared I.ji educa- 
tional improvement. Such purchase* 
typically include computers and related 
ftqftware, -erbalj-vv textbooks, and Lhe 
services of cnnsultatfj with special 
QbiLitieiH to help schools meet their ex- 
panded goals* 

Many eritreprvri*'iirs have, sputted the 
niche market for educational materials 
Hiui supplies, dow estimated at t£ bil- 
lion and e:rpected to grow a* education- 
reform eiforfa take hold and the stu- 
dent population increases. Those 
entrepreneur* an; kuniifiH. however, 
thsit although the market offers oppor- 
tunitieSp It also presents challenges that 
differ from thrisu thnL arise m Gelling to 
traditional consumer markets, 

To market moQWwfnBy to todays 
educators, experts say, entre- 
preneur* must be well-versed in 
rhp field of education and be 
able to address the need* of teachers 
«id children. Even then, "educators are 
*oluctnnl u> push into a new area or 
a Uy si new product until some wchwol 
district somewhere has piloted it and 
P*H it fn place," says Stefferi Palko. a 
^'jy-ini-syman who tft a school-board 
We mber in Port Worth, Texas* The 
Product or service muHl achieve some 
Measure of w access before school dis- 
^eta will buy it, he says. 

The education market can be viewed 
< Ls ii -..■[>■;- „f individual markets that 
J**n are built tin mm I rhi- availability 
2 Kovemment funding sources, saya 
Wtitot, Jl L .Uor of Northbrook, III., p*ib- 
JL *W of j^r /Ar/fcv KfjMrt. a monthly 



,^ *^^r■l^i■rl , approacha* include 

h TV from Lloyd O 
^«ftflj TMNNfliwork. Insfit: 



newsletter on educational technology 
stud telecommun [cations markets. As an 
example, he cites the federal govetn- 
munts program for disadvantaged chil- 
dren. This program ha* Jidped spawn 
several $J50^million raalrucrUon&l-tech- 
nology companies , he says. 

The financial strain* on the nation's 
school budgets also pose special chal- 
lenges for those trying to lap the edu- 
cation market, School* often can't af- 
ford innovative products and serv ices. 

Nevertheless, interest in new re* 
sources U expected to spur creative 
ways to finance them. For example, 
Palko suggests the possMity of "tech- 
nology" tw>nd issue* to hrdp Fori Wnrlh 
school* buy computers, video equip- 
ment, and other products that can im- 
prove academic achievement. 



I'alko, an executive vice president of 
Crow Tiral* rs Oil Co., in Fort Worth, 
helped launch an education reform ef- 
fort ill his school district in conjunct hp 
with the city's chamber of committm 
The aim is to tailor Fort Wort h i •■hool- 
reform effort to the s kills and require 
mnnts needed in mi- world John. 

School reform also is encouraging 
schools <o search for grants and corpo- 
rate donations or to ftpearhead fund- 
raising effort* limt lu-lp hrin^ new 
^orids and ^p.-r.-jces to the children. Gen- 
ersJIy, the nation's school board* ap- 
prove school budgets, but the sdboo) 
districts' administraiors actually select 
the vendors and specific products. 
Teachers ahto make sotne spending de- 
cisions for purchases that generally 
h»h! less rJuiri $100 tn addirirm to school 
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expenditure, parent are purchasing ^ 
vast amy of products and services to 
help their children Jeurn. 

In thf future, enrollment in public 
education is expected to increise sub- 
stantially, The U.S. Department of Edu* 
mlmh i^tirjiutr^ thai frtim 1SJH9 to L95J& 
enrollment for the six years of public 
elementary school will rise by 7 per- 
cent, while enrollment for the six years 
of public secondary school will increase 
by 10 percent. 

In Lhe technology area, annual school 
expenditures for computers, software, 
vrdijo equipment, arid tapes t.uTJiJ ujr 
proximate] j $1.3 billion, nays Anne 
Wujcik. a senior consultant who special- 
izes in the educational-techiioJDjry mar- 
ket for Link Resources, a New Yttk 
market-reseaxcb company. She expect* 
stales to reach SLS billion by 1995, That 
figure, ghe says, eoufd reach about $2.7 
bulion by the middle of the lSKMu if 
public schools 
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expected til grow . 



start to make 
greater use of 
tefhnolo^i^Eil re- 
sourer. 

Education re- 
form era believe 
the new technolo- 
gies will gain 
greater appeal w- 
-hrir potential Is 
understood more 
fully. Lewis J. Per- 
elm an, a senior re- 
search fellow at 
the Hudson Insti- 
tute in Alexandria, Va*, »ya that **ial- 
uijf technology, such a* computer-as- 
■tisted instruction, can at least double 
the productivity of t ft ar hfng . The Hud* 
m Institute h a nonprofit policy re- 
search center headquartered in India- 
napolU. 

Ferelman believes actum! restructur- 
ing ultimately will require ^ different 
set esf budget priorities to provide for 
the purchase of more technology and 
innovative product** He argues, that re- 
pEadnjJi the governmental framework 
that drives the public schools with a 
jiystem driven by markets, coupled with 
the ability of parent* to choose the 
school* their children attend, would nf- 
tVr v\\\.riw*-ny-ur=. even greater busi- 
ness opportunities in the future. 

Innovative entrepreneurs will devel- 
op ways to $eb;e these opportunities as 
the TMN Network ha* done for schools 
like Woodland Public in Colorado. With 
Tt-IN. a school can add to its curricu- 
lum as many as j*5 hi^h-nchooj courses. 
Certified teacher* conduct the classes 




Coniyltwtf tec Canter, left* research c 
drwfopnt » ttiw\ptinr prut/ram that, in 



wm-ma n tigemmt technique* a.*id 
t popular amang tmshtir* 



from two broadcast sty dins in the U.S., 
and batellites ln-.uii fhe instruction to 
students across the country. The stu- 
dios are located in San Antonio, Texas, 
and Macomb, III. Next year. T\-\S will 
be available via cable television. 

Lloyd 0, Ottoman, TMN a chairman 
and chief executive nm"cer p says the 
network wa* launcht-d in liWft to help 
support the nationwide* pdu annul n- 
form dnve. Reform has boosted de- ■ 



tOn AlimbFurOif baling Skills 



mmd for more math, science, and for- 
eign-language course*, hul there are 
too few trained teachers to staff class* 
ea in these subjects at individual 
ononis, particularly in rural areas, h>- 
says. 

With TMN, .students in a number of 
different locations lake the c ins sea at 
the name time. A cordis telephone, 
which can easily he passed around the 
class, enables students to a^k question 







Pupils mastir skill* with Jmtem lemming Corp. W GomfntterJxt&mi ir^/nip- 




An "Educational" Preschool Franchise 



| of the teachers in remote locations. 
Each class has an assistant, called a 
farilitator. who worta for the school. 
He or sh* administers exams, maintains 
discipline, and keeps the equipment 
fuoctkming properly. 

The cost of enrolling one student per 
course per semester is $21 <i or SEW, 
depending on the course selected- The 

I one-time cash outlay for the satellite 
diah, the phone, and other equipment is 
& good deal more. David Coekerham, 
superintendent of the Woodland Public 
School, says the initial equipment in- 
vestment for hi* school was a bunt 
$25,(N)0 — substantially Lefts than hiring 
a full-time teacher, TWN says that the 
initial equipment costs with cable will 
be dramatically lower than those for 
satellite technology. 

Tt-JK now employs yO people, and 
revenue has nieieaaed from $500,000 in 
1966 to over SI 2 million la 1930- Ven 
tare-capital funds have provided the 
cash needed for creation of the network 
and for equipment! says Ottcmian. 

■K Mother entrepreneur ha^ 
MM plied tochnnlo^y to the ulTort 
Jgft fur greater parental inwlTO* 

^^^B i ii i_- r 1 1 in rdui'Jitifttti wbidk many 
educators believe ta critictd to improv* 
Ing student performance. Jerold P_ 
Bflueh developed the Transparent 
School, a computer-baaed telephone-re- 
cording Nvsiem thai allows ? ear- hens to 
oo ni mu ideate daily with parents The 
teacher record* a message describing 
the hitfhiitfhUi of the aehnol day, phww 
fur thr next day, and the detail* of the 
homework assignment Parent* can lis- 
ten to the me&sage by dialing from a 
loach-tone telephone. The system also 
ttt%W8 parents to leave messages for 
'eftchers. 

Bauch, director of the Center for Par- 
enthood Education at Vancferbitt Uni- 
v ^rHity r in Nashville, Tenn„ says thai 
Tmnftparent not i>nry encourage* prttfr 
°r parental involvement in a child's edu- 
cation but also helps teachers communis 
fc&Le more effectively with a larger 
^wfcooa ■ p r parent*,. 

Baueh developed and researched the 
^incept in 1087,. using "off-the-shelf" 
^hnology. Nov four or five vendors 
■**v* modified their own voice-mail 
technology to fit his model and are mar- 
"feting the system to sehoub. Aa a re- 
fiy lt, about 27 school* frum New Jersey 
* Florida in Colorado are using the 
'node I r sim Kuu^ri. The m tort- up cost 
**gi«a from $5,W to $10,000. 

Waueh'y research sdiuw* that in rmi.s1 
Qf the schools using the system, about 



"I !•■. 3' m arose Schools had been booked 
up almost lince Marcy and Haul fcrw in 
n^ened their first ' 'educational ehild- 
car*" sdwr>l in Marietta, Ga M in 1983. 
More than percent of mothers with 
children under the ape of 2i were work- 
ing uuLsidtf thw home, *u Live Erwins 
projected that business could only get 



But as entrepreneurs in an education 
market, the Erwirja had no solid exam- 
pies of success to follow. Their puzrJe 
waii how to expand their enterprise and 
preserve it* httfh quality and client sat- 
isfaction. 

Child care franchiftep operate nation- 
ally, but f*w if any include a curricu- 
lum of Spanish and computer education 
for preschon!-&tfe children Not many 
copy th* formal elumunlary-^ehotjl set- 
ting tit grouping children by age H and 
almost none promises low turnover 
union p teachers. 

With these Primrose Schools offer- 
ings, the Erwins were supplying some- 
thing new that working parent* want 
more and more for their children — 
something beyond idle, supervised play- 
time. But Marcy and Paul Erwin were 
fjn their own in looking for ways to 
expand Primrose, 

Ttwy didn't wantuurtnerfi, inventors, 
or even managers. They mostly wanted 
"couples ur mdividuals who have the 
ambition to own their own business/' 
says- Marcy Erwin, couples who would 
"'offer the same protective measure* 
cltat Paul ami I have invested in cur 
company." 

FmnehLsintf, though unproven in 
their market niche, soenutd the only Op- 
tion. After a "Ittrjr^ flnancing: enTart p ,r 
Prinirote Schools' firet franchise 
opentH.1 in 1988 in Alpharetta. Ga. Chris- 
tine and Richard Goad, who both left 
careers in r*! tailing and marketing to 
open the first franchise, recently have 
broken ground to ojien another Prim- 
nrto* s«:hool because they Bud the fran- 
chise fomiat agreeable to tbe education 
market * J It*« very workable," Christine 
Cmi sap, "You juat concenirate on 
building ynur luwifti'hH." 

The company, basted hi Marietta^ now 
has U franchisee the Erwin» own 
three ttchool*. About 1,4'Xi children, 
sitfes C WLH^kft to £> years, are enrolled in 
Primnwe Schools each year, Tuition at 
F 5 rimrt>Ae Ls U> iW a week for m- 
rant* and SSO to i85 for toddiew and 
preschoolers. M4'«y Krwin ftays *ome 
children are enrol knj, cm jmiw-r, heferw 
they art* born. 

Marcy Krwin developed the Primroae 
cumculum from a preschool formula 



developed by her family 1 * chlldeare 
bujrineas 30 years a^o, in the Chicago 
aiea_ She says the formula urnpliasize* 
"Lire stren^tli in each child" sad doe* 
not "bos up rr generic Iphsofis that each 
dhild rnuM digest. 

At &oitic point, though, for the fran- 
chise to grow, Warey Erwin had to un- 
trust her [lersonal formula to others. 

Ddetf&Oon ui the hardest learning 
curve T she sayn. She and her husband 
assembled an S0*>pag:e trairunfr manual 
10 which school owners are required to 
con/firm. Each month, owner* ^et a 
pack Age of sftecific lessee plana, rele- 
vant newfl articles, und a forum ' fran 
ehiftee newsletter. Keeping all the 
school running alike— the stamp of 
most f ranch i Be H—j*eemrJ a realistic 
goaL Marcy Erwin says, "ItV all 
there/' she says of the support materi- 
als "Why wouldn't you do it; M 

Start-up cOHt> for a Prirnrfis* fran- 
chise sin^ about 489, JjW), including the 
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J4H.ri0ft frflnchise fee, which is collected 
up front The royalty Is 7 percent of 
anaual fc r roas revenues, whtch average 
$500,000 to flvOOpOQO at each franchise. 
After paying the royalty, the franchise 
c>wner nel5 2JL) to 2ft |wrrent of the rev^ 
tiue. th^ Krwini say. They expect the 
whole Primrose operation la gro*yj |7 
million this fear, 

"We feel the poB&ibiltty that Prim 
rose could \hi nationwide/' Marcy Kr- 
win *&yn, "But itV not wnetlunjc we 
have a calendar Ui do/' 

However bij? the bu»meas ffew, with 
more than half of nwthers wnrkinj(» 
Primru^f probably won't have trouble 
*tayintf booked. 

—Hmd/brd A McKer 
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one-third to onc4ialf of the parents use 
it every day. 4J Chiidren f !i grades go up, 
their attendance Improves, and parent 
satisfaction k much higher," he days. 

Advance Voice Technologies of Nash* 
vfll& is otic of the vendor* marketing 
the system. Tt is & small firm with sates 
of jast under $5 million a year The 
company' i» president, Michael Frank, 
says that in the next 10 yean, he ex- 
pects 80 percent of alt school* to use a 
system similar to the Transparent 
School model to help improve communi- 
cation be twee a home and school. 

Prank says that schools are finding it 
difficult to wme up with th^ funds 
needed to purchase the system, hut he 
points to two routes that are making it 
possible. SASCO 21 , & Springfield, 
Tenn., company thai helps educational 
institutions launch fund rasing efforts, 
has established a urogrjum thai htflpK 
Achook and parents raise money to buy 



currently employs IDA fuJl-tniie as well 
;l^ [j:ir:-iiri^ (fhi»[iU- 

A brainud family counselor. Canter 
>L;ir:ed Lee ( nnter & Associates in 1D7B 
with his wife, Martens?, Having done 
extensive research On successful class* 
rcorn-marmgement skills, he urged his 
wife, a special-education teacher, to try 
them in her class. She did, and word of 
her Recess spread throughout the 
school. Teachers began an king he r 
what she was doing in her class, Canter 
says, and hv unVred to MxpJuiii the tech- 
niques to them. Soon teachers at neigh- 
boring schooJs began asking him to dis- 
cuss his "Bssertiv^-discipline" program, 
and the business was horn. 

The company now conduit* l r 0QQ 
seminars a year for educators and par- 
en tn. A one-day training seminar in as- 
sertive discipline coats ?28 per teacher. 

Canter says assertive discipline is a 
cotnpetency-hn^ed approach to class- 
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the Transparent School model Frank 
alio is trying to generate support for 
Ranch 'a model among corporate spon- 
sors that would donate the money to 
put the system into scbocb* 

Haurh says that his ay stem often 
gains enthusiastic converts by word-of- 
mouth from one local school to another. 

WornVaf- mouth and a solid reputation 
are two factors that educational consul- 
tant and publisher Leer Canter says 
have helped make hi* Santa Monica, 
Calif. j hunine&t grow from a twi>per- 
sou company I ft years ago to une that 



room management . ""The teacher 
knows at all times the type of behavior 
he or she wants from the students." 
This involves teaching the students the 
desired behavior and taking positive ac- 
tion to reinforce and motivate students 
to engage in the appropriate behavior. 
Per example: Jl I see that Jason went 
back to lib seat and got right to work. 
Good work, Jason." 

If teaching and reinforcing are not 
effective, the teacher must have a sys- 
tematic plan of disciplinary conse- 
quent** that students must follow. For 
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shtinji m :\ MM'Ih hInilm. l-t'inu ku-4 in 
line, or going to the principal's office, 

The recent achool-refqrm movement 
has dramatically affected his company, 
Center says. "There Is u renewed inter' 
est in how we can help hc hinds help 
children succeed/ 1 In the past three or 
Four years, hi says, this firm haw dou- 
bled the number of workshops it offer*, 



Lessons From The 
Teachers' Room 



The Teachers' Room ts not the *tore 
that owner Joan Lamport had imag- 
ined. She dreamed of twning "n San 
Praucwco booScsUirv with Mozart on the 
tiape deck/' she says. 

Instead The Teachers' Room, in 
White Plains, N\Y., resound* with the 
voices of children, narenLs r and toucher*. 
And when there is music, Lamport says, 
M it will turn out to Ik? [the *ing* L r] Ram" 
"r sunn kid-oriented song/' 

Thf decor, tmi. is a far cry fmm the 
fsoher atmosphere of a San Francisco 
book mart. The "cluttered chaos" Lam 
port points to is a colorful blend of a 
schools supply room, u toy store, and a 
children's books Lofe h crowded inli> U.LHH) 
square fett. 

Lamport spent 10 years as a teacher 
and consultant in reading before open- 
ing the store in 1078, It then sold tench 
t?rs" aupplit*, but soon slit: added top 
ui'd fcioukss as her dkmtete expanded to 
iriLihidfr parent* and grandpa re ntK, 

Today Lamport stocks about 7.500 
teacher supplies, such as resource 
honks, bill ton in boards, and iJiipiicatiiitf 
maRterh. These products account ft> r 
about two-thirds of the store's bu*^ 
neas. The turnover of hooks and toys t& 
so frequent that she doean'l bolher 
counting them. 

Lamport Ls particular about whal ?bc 
stocks Sln j will Tim l sell popular hook* 
thai she thinks have inferior education- 
al \jl|ui: mi- li.vi.^-d it. in.; c'apitatf** 
on wc^ known characters hut do not 
uhnllenge children. 

Teachers' $Uirw hr<w heoji. ^rowmi? 
jn [inpnlnrity for the past or ^ 
years, partly in Hfsp£>ns.e Ui the hun^ 
cracy of school sy&tomH. e4 The whevfe ^ 
the schfHd system run vcr>' slowly. 
Lamport says, and "when a W*K 
wnnta to do e twwk with n kid. 
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and it also has doubled its staff size, 

His njmpany f » growth in the educa- 
tion market \& a classic example of how 
hji enterprise can succeed by offering a 
service or product targeted Lo s | m : . m : i . 
need* of schoolchildren and their par- 
entfl r Canter Rays. 

The liame fundamental approach 
helped Computer Curriculum Corp, 
(CCC), In Sunnyvale^ Calif,, grow from 



a small, computer-based learning com- 
pany to one that recently wa* par* 
chased by Paramount Communkatiotus 
be. CCC now is pan of the education 
group of SiinoTi A Schuster, the pub- 
lishing arm of Paramount 

CCC was Launched in 19CT by Patrick 
Suppes ? a professor at Stanford Univer^ 
I ifoi and a pioneer in the development of 
softwLLj«*baiH?d curriculum^. ^'i.|. r witb 



teacher wants to do it very quickly." 

Teacher-supply atores enable tetgfy 
urn to get book* and other male hah 
sooner than their aehoob can buy them, 
The teacher* often spend their own mon- 
ey arid niay or may not l>e reimbursed by 
the schools. The Teachers' Room itf flexi- 
ble in working with teacher*. Says Lam- 
port; "If you understand how achools 
operate . . . you roll with It/' 
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Lamport acid her sole* staff— two 
* u ll-time arid two part-tisnc employ- 
'^s— have sill been teach+r* Lamport 
"^ys their experience enables them to 
tt^e the customer* the kind of help 
ffosy iineti. Wlum pareisuu come in look' 
for some thing tii help their children 
u *HlerftuiTKi what they're rending, Ij*m 
i^n aavfi. tho * a Unpeople nront ank the 
■^ht orations to get £ hi' kind of mate- 



ria! that will help those children. 

Because of the recent emphasis of 
school curricula ors teaching literature 
iii the early grttdus. The Te acfters' 
Room has mcreitsed its book inventory. 
The customers for these book* Include 
parents, teachers, mid schools, At iJse 
stame time, a side industry Jut* grown in 
material* to show teacher* how to ukk 
the books, what questions to a*fe P and 
what fral law- up activities to do. 

The national focus on science and 
mathematics ha* aparml a erajie for 
teaching math uaing go o metrical |y 
shaped block*, coin*, ijradualed bea- 
kers, and other hantia-ors products. 
Lamport is looking into * tucking can> 
puter software. 

Th^ nonMihoo lamented material ha* 
changed, too. Parents now buy materi- 
als, to supplement their children's 
M-huotwork as well as education materi 
uIf. for preschool children. Tap** anil 
book combination!* arc also popsilur, 
though Lamport cautions that they 
may m\ teach. She nays the idea ib 
M thnt if the kid's following* he's, learn- 
ing the who If words as ho'ft hearing 
them/' but, Lamport says, "the kid siuLy 
ht> on the wrong puge." 

With the changed happening in edu- 
cation. Lamport Hees opportumtir-s for 
the development of businesses Ut ,",u]> 
piemen t scihoots. She speaks of th& 
growing nomh^r of at-home Hchooitf r 
tlw expecwd influx of drug-affected 
children in public schools, and th^ likely 
n<j«i for coMuhinfl and tuUirin^. 

But Lanijwrt twlievifs th^ buKmtsiise^ 
should be run by pt^ple who >sav* & 
background in education, something 
she feeln has l>een esRential in her 
stort? And it must have worked, be- 
cause fthe intends to open another 
store. The new store will be closer U> 
New York City and will follow th* ajutw 
concept— a store for teachers arid par^ 
entn, with books, ifftmw, and teacher 
oriental products. And presusnabl). il^ 
Ui\n r d^nik wiU not play Mo'jfoirt. either. 



Richard Ch Atkin&oa, aow chancellor of 
the University of California in San Die- 
go. Suppes developed a compuu-r 
eistud ine traction program that individ- 
utiliEea kamiuif for each child. 

Approximately 3,000 schools across 
the country u&e the system, which de- 
livers rnntruction in mathematics, sci- 
ence, reading, lanKun^e art*, and com- 
puter science. The system keep* track 
□f each chiEd's mastery, focuses on the 
student 1 !! weak areas t mi rakes in- 
structional levete u the student learna. 
It also gives student immediate feed- 
back and Mffers teachers a readout of 
wch nlndt'iil't ^alus ami pnjtfres* Hv- 
ceriL advancea enable a a land alone 
computer to operate CCCs complete 
fiyiteov which includes graphics and an 
audio system. The computer talk* to 
the children through the use of head- 
xebi, 

Another company in the field of com- 
puter-based learn- ; " 
W$ ih Jostens » 

Laming Corp . fls the natkmal 

idiarv of .la-- i . , * ■ 
teos Inc., thi hir K ^ lD inVWi 

est clans ring man- 
ufacturer and 
yearbook producer 
in the country. The 
San Dj ego- based 
i -J anting sub* id 
mry was formed in 
198ttt when the 
parent company 
merged two small- 
er firm* it had at 1 - 

quired, These two amali firms prr»vided 
Jpfltens with the hardwire and toft- 
ware needed to market its computer- 
basiKl learning *ys.ti?m r 

tL William Lurton, chairman and 
chief executive officer of Jostena, aaya 
that sale* for Jostenii Learning will to* 
Ukl $100 million this year, Jostens 
l^earning, says Lofton, tuts been (grow- 
ing at u rate of about 30 percent a 
ycfix— ranch faster than the re*t of the 
company, which has been selling to 
school* for T(l yearn. 

The sub*Jdiary olTers a number of 
different computer-based learning tyt* 
U'lUh, indiifsin^ *ir»e for KUidenlh who 
are at risk of dropping out of school 
TSic fjn^rarn allows riuidem>i to master 
nine essential life Kkilhs: listening, 
rnii thematic*, managing money, read- 
ing for information, finding and uaing 
information > interpretini? graphic in for 
riKiijiiii, organizJnK and presenting in^ 
f<irmatsoa t evaluating informatiou and 
making det-iftions, and filling out forma. 

J oaten* alto hat developed a take- 
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home computer propram so that stu- 
dents can work with parents on com- 
puter-assisted learning activities* 

Former reading teacher Lynn Bo* 
meneeh says she began developing 
computer programs for students with 
reading problems when she found there 
were few such programs available to 
use with her Own students, 

Now Domenech runs her own compa- 
ny. Teacher Support Software, with her 
husband* Tony, aiao a farmer teacher 
Launched in 1981, the Gainesville, Flu,, 
company develop* and markets reading 
ami hmgu age-arts software geared 10 
elementary and high-school students , 
espec tally those with reading prablenm. 
The cos l of the company p a individual 
software programs starts at 160. 

Conscious of the challenges teachers 
face with students who have trouble 
reading , Domenech recently developed 
an innovative software program for 
students in danger 



Education i stain is 
rwqr routes 
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of failing. FErst 
she interviewed 
them to find out 
what th*fy would 
like to read,, and 
then she set out to 
put together their 
wish list — stories 
that depict real-life 
expciriencefiu 

Her series. 
Reading Realities, 
is designed for stu- 
dents in grade* 
Hfcu through L2 
who are reading at second- through 
■dxr.h- grade levels. The program pre- 
sent* issues such as drugs, alcohol, 
cheating, pregnancy, and dropping out 
of high school. 
Domenech says the company has 
grown tremendously ° since its first 
year T when it registered just £30,000 In 
sales. She will not disclose the compa- 
ny's current annual sales r but she Bays 
that it now employs 18 people. 

Domenech attributes the company* 
success partly to the fact thai she and 
her husband, former teachers, "ttnv 
mare about the kids we are trying to 
reach than anything else." In addition, 
she 1b in touch with teachers constantly 
to loam their reactions to software pro* 
gramtt. 

U Wayne Mavor, president of Alpha 
Publishing Co., in Annapolis, Md,, says 
he has found attending annual educa- 
tional conventions a good way to make 
teachers familiar with his publication*, 
The four-person company, which Mavor 
runs from his home, began marketing 



and distributing hands-on supplemen- 
tary science books for high-school 
teachers and students two years sgti, 

Mavor says be started with four sci- 
ence-activity books for high-achoal stu- 
dents. He then discovered that elemen- 
tary and middle-school teacher* also 
were interested in having similar hooka 
for their classes. So he developed a se- 
ries of publications for those two grade 
levels, bringing the total number of 
books he markets to 16. 

He say*; thore is string demand for 
the books because more and more 
leathers are trying to get students in- 
volved in hands-on science activities. 
Written hy ^xperieoced science teach- 
era and professors, the books cover bi- 
ology, chemistry, earth science, phys- 
ics, and marine biology, They include 
ready 40-use research atftivitie* and i-v 
perimcnts and are self-contained su the 
students have all the information need- 
ed to work through an activity. 

Despite the demand for the publica- 
tions, the rornpany Jlmis that teachers 
often don't have the funds to pay tor 
them, A teacher generally needs only 
one copy of the bouk because Alpha 
gives teachers permission to reproduce 
the, student-activity pages and illustra- 
tions for home and classroom use, 

Most of the publications cost less 
titan $40, and Mavor estimates that 
about 20 percent of the material the 
company sella is purchased with a 
teacher's own money, 

Science uftun is ignored in elemen- 
tary schools, Mavor says, because cot- 
l^tinu ;n!'l LL-scnr.iL'itinpr information on 
the subject is time-consuming. He says 
ht.q publications eliminate that problem. 

Alpha also is branching out wilh a 
new series of thinking skill* publica- 
tions for use in elementary schools, 

■K s the national drive bo improve 
Mm education quality gains moirwn- 
turn, opportunities for creative 
^i^^fc entrepreneurs Will grow ftC- 
ciirdiiigly Says businessman Stt'ffVm 
PaJko of Fort Worth: "U is an explosive 
area for the future in terms of opportu- 
nity," 

"But you just can't come running wil- 
ly-nilly and say f have an idea 1 am 
going to throw at educators," says edu- 
cational consultant Lee Canter. 

The true test, he sap, is the ability of 
the products and services to contribute 
to the ultimate goal— raising the na- 
tion' p educational standards IB 
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How To Reach The 
Education Market 



MusineHS people who are successfully 
selling innovative educuLioiia] products 
and semces lo l.he nation V schools, 
teachers, and parents say the education 
market is a challenging one to reach. 
They offer fhtijM marketing tips: 

* Make sure that what you are mar- 
keting truly addresses teachers" and 
children's needs. Educators prefer to 
have a product recommended to them 
by another teacher or school or to be 
shown evidence of itH effectiveness 
through reports of pilot programs. 

• Involve educators hi the develop- 
ment, design, and s*3e nf your product 
or service, Many entrepreneurs whn 
are successfully reaching the education 
market aiv former teacher* and princi- 
pals or they employ former educators 
in their buwnesse^ often liaving them 
serve as consultants. 

# Establish a reputation that prove* 
the soundness and effectiveness of 
your product or service. Much business 
is generated by conversations among 
teachers, parents, principal, and super- 
intendents. 

• Identify government funding 
sources for specific entitlement pro- 
grams, f Chapter I of the Elementary 
and Secondary Education Act of tSKBi 
for example, is a program that provides 
federal funds for disadvantaged stu- 
dent* who are having trouble with tomI- 
ing and math, 

* Find alternative sour cess of fin&nc- 
itij? fur your product or service. Many 
corporations are wiHintf to provide the 
nation's public schools with funds tt» 
purchase new technology and innova- 
tive programs, 

Keep in mind, huwever« that "corpo- 
rate grunt funds are n pretty hard way 
Ui build a buaineHK because they nrfl 
erratic/' says Nelson Heller, publisher 
of the Thv Heller Report, a monthly 
newsletter on fducatiousj technology 
anil teltvoinmunlcutlmiM markets. H** 
erthetess, he says* these funds are good 
for launching pilot tests of your prod- 
uct or service and for gaining visibility 

• Attend iMjucadon-aicsociaiJun « ,Tr 
vrntians to make your product known 
and to talk with educator*. This ttlrio »* 
a good way to find out nbutii edueat^r* 
changing ni^d.^ 

^/ortw f : St*** 



HEALTH CARE 
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Mandates 
Reduced 



Seiwnl state legislatures 
ha re waled back costly 

for small companies. 
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Five ftUUee ha vu taken step* Lhis 
year to cut the cost* of group 
health lrj.sLtniJu^t- for ^muJl compa- 
nie& that have been prieed out of 
the market 

Laws, parsed in four of th*J five 
^IdiltMA — Virginia, Mbwauri, Washing 
ton* and Florida — exempt small firms 
from moat state requirements to pro 
vide certain types of costly jtn^iiraJ, *er- 
vices, such a* chiropractic cure or alct^ 
holisTii rehabilitation. 

In thene states* insurer* may iww of- 
fer reducwJ-mnndnU' or mandate- free 
basic heallh-irisuranct- J iIjims. whu-h !i r-« 
expected to cost 111 to 40 percent lee* 
than conventional health plana. 

Taking a different approach, Con- 
tractile at Lb'fi all of its S£l mandates on 
the [sinks but capped the iitnount thai 
insareri* muat J»y f*>r aerviees ren- 
dered by health-caw providers. 

The states' action* demonstrate a 
new sensitivity anionic lawmakers to 
thf« impact of mundane 'l«e cost of 
k-alth plans, owrneularh [nr small 
companies. Because mandates apply 
only to policies sold by insurance com- 
panies, most large and midsized mtii* 
hetitttf tridestep manual mk hy o invert- 
ing to self-insurance — essentially 
paying tbeir own health claims. But 
few small corn pan Ire can alFnrH :^!F- 
tamire. As a result* those, who can lewt 
afford mandate*) are expected to bear 
I'hrir hill expeteu- 

The (tavntlj ■ nacU'd legislation re- 
ducing mandates also marks a turning 
Point in the- proliferation of hejilth-benF- 
til mandates imputed by the *UiU*&. 
Thruujrhuut the lSWt, leirklaLurs *W 
more concerned about expanding 
[nmlth -rare coverage lhan ahnur rr- 
fe|£ <st»t* of *ach coverage 

^ a result, state; mandates pnacrib* 
ln t specific health benefits more than 
doubled, and they now number BI& ac- 
cording to the Health Insurance Aswri- 
*tifrti of America IH1AA}, Bach *t*t* 
topically has 10 to 15 mandates* and 
*oriie h UV|1 mopt1 than ;t[L |See the 
c Han. | 

_ Whit must common mandates require 

^^J^T aliuse. psych iatrie hrwpitu ligation, 
P^ycliulojfints 1 vmitH, routine denial 
arid treat ment hy ehinipr.Li".nr-. 
*N podintrlfltx. Some oovtT aca|juia u 
Mr *\ hair trafiH|jlaiiLn. ami tmiimentby 



ittturoijaths <s|M'C]aliKt£i in hwbiil medi- 
cine). 

All these mandated aervictis drive up 
coats, putting health insuraoce beyond 
Lhe finiifKml reach of many ^maN n>nv 
panitfa 'The bj^g-^lL cnu&e nf Jatk of 
ai^araiiec for employ eit tropic is tliat it 
eotitfi too much," says fireg Scmndlenn 
director of ct»tr a^rvta^ rvstearch far 
the Blue Cru*-i siml Blue Shield A^ucia 
lion in Wsishinuton. O-C. 



Virginia The reiiucefJ mandate lanv, 
eifecLiii- July I. applied u* ^ unpjinie* 
Hial hji\'4' J'evLP.-r Li ill i : .".i" ■•iiipluyiM . ; l i < • J 
have not offered health insurance in tfip 
|iast yesir. Eligible wmpankis are ex- 
ompt l mm the fttete'a 24 mandatea, in 
eluding coverage for the atirvkes of chi- 
ropr&c to m. op tom*tpl< tst , \ \hy s ica I 
therapists „ podiatrti(4 P profeaftjaiial 
couiJHc- liars, and ptiycbolo^i?ui. The law 
al»i> waives coveru£L' fur Lrtaiment of 



Now, however, "there in a jrrrm'jiijf 
awaren^ among wtatr- lawmakers that 
mandated l^nefiu are not a free 
lunch " fiayfl Jon Gabel, HlAA's re- 
fiearch director. Nearly half of the 
mi l imn working uninsured ure em- 
ployed by companie* with few**r than 
25 workers. 

Tht> smaller the company, the greater 
the chtmce that, ii priwulea no irmployMr- 
^ponsortfd health plan. 

CuttiiVK oaek on mandate- however, 
u no paaarea Tor small employ ers or 
their workers 11 Our research hidktttm 
that only one in six employers wt» 
tli. n't miw have health ir^uranire would 
purchase it In the absejiw of niau- 
datcft/ 1 Miy* QnbeV ""But eliminating 
mandates U a step in the right direc- 
ijon/* 

lUm is a «ummur\' erf what tfie states 
have done thia year concerning mnn- 
date*; 




mentaJ or emoMonai dls«:irderH alid afco- 
hol or drug abuse These mandates ni- 
d^ttM. 1 heakh-msaraiMv i^ts iti VLr^in- 
ia by an e^timatud I - to If! percent 

Bnt tlie riew law does not exempt 
fitnnU em piny er* from all mandates [t 
mtuhw thai they offer a minimum of 

m" -Lfcyb of hoFcpiiuliin >w anmiaHy; 

comprehensive prenatal. c^bsteLrk, arnl 
Well-lKiby care: and a! i-a- i-liy-i- 

eirto vis f is a year. 

Under the. law, Blue t'foss and Blue 
Shield of Virginia ha* d*aigned a new 
hi^aStbon.Hurance )Mtktige for smalt en> 

pkpyery rh:i1 vvlll i k\ iiJm.mI |... r 
aH'iiSh IVir >]nKh' ^'Verap- ri-Tui fnr 
family orAem^e, eonipiired with $140 
arid Sirrfi naspeetivety for staiidurrl e«m- 
prehetinive coverage. 

Missouri. UaitiK the Virginia leirkfair 
lion as a modd. the le^lnture exempt- 
vii lirniR with fiU or fewer empbyei^ 
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fmm all state mandates effective Jan, 
1. l&ftl. It also exempted insurers from 
a state requirement that they pay 
claims from all "duly licensed provid- 
er*. 1 1 This means that insurance compa- 
nies writing policies in the smajl-group 
market may refuse to cover the ser- 
vices of psychologists, optometrists, 
physical therapists, chiropractors, so- 
cial workers, or any other "duly li- 
censed" health-care provider. The re- 
duced- man date pro vie ions were 
attached to & major bj[] creating a state- 
wide niedical hi#h-risk pool, Insurers 
have not yet calculated the legislation's 
likely impact on premium casta, 

Wftuhingtoft, The legislature exempt- 
ed employers with fewer than 25 work- 
ers from the stale'? lb health-insurance 
mandates. Small employers are simply 
required to offer unspecified levels of 
hospitalization am J physician rare, plus 
coverage for dependent children. Thus, 
insurance companies have maximum 
flexibility to tailor health plans to meet 
employers' individual needs. The law 
took effect June 7. 

Under the law, Blue Cross and Blue 
Shield in Washington has indicated that 
it intends to offer a prototype bask 
health-care package for a monthly pre- 



Our research indicates 
that only one in six 
employers who don *t raw 
have health insurance 
uxmld purchase it in the 
absence of mandates. But 
eliminating mandates is 
a step in the righ t 
direction* 

—Jon Gab&L 
Hi'aitk l-nxurantt Asxccmtion 
tif America 



mium of alioiil Wti jw?r worker, com- 
pared with a typical cost uf JSC*, The* 
plan would include coverage of aur- 
gery, chemotherapy, and Other profes- 
sional services; hospitalizations materni- 
ty care; inpatient ami outpatient 
chemical-dependency treatment up to a 
$10,000 lifetime maximum; and heme 
health care. 



No deposit, 
great returns. 



Management Recruiters. 

Mo excuses, no alibis. 
Just maximum recruiting 
performance* 
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Florida. The legislature exempted 
employers with 25 or fewer workers 
from moat of l.hf state's I* hmilth-care 
mandates. However, five mandates re- 
mained iu force, even for email compa- 
nies; they include mammography 
screening, services, uf chir^pracinrs 
routine newborn and infant rare, and ;i 
provision that forbids insurers from 
dropping handicapped children from 
coverage after ape 21, provided the 
child remains a dependent. The law 
takes effect Oct I, VMl Insurers have 
not yet. calculated the law's probable 
impact on premiums. 

Connecticut Rather than prune the 
.state's numerous mandates, the legisla- 
lure enacted a bill that permits insurers 
le pay doctors and hospitals at To per- 
cent of the Medicare reimbursement 
rate for specific procedures. That 
amounts to about fi8 percent of the 
"usual and customary' r fee level. This 
provision applies only tu i-mployt-rs who 
have 25 or fewer workers and have 
been without health coverage for the 
previous two years. Doctors, however 
will l*e penult Led lo bill for the differ- 
ence between the Medicare reimburse- 
ment and the doctor's charge if the pa- 
tient's income exceeds 200 percent of 
the federal poverty level. Kiltcips writ- 
ten under the law are considered ex- 
perimental, and ihwy may last for no 
more than three years.. 

Another key provision establishes a 
reinsurance pool funded by health in- 
surers of small groups. The pool will 
spread the cost af claims from high-risk 
employees. The law also prohibits in- 
surers from t*a nee ling coverage be 
cause of poor claims experience or ex- 
eluding workers who are consid^r^! 
high risks. 

The law took effect July 1« but it mftV 
be sometime in the fall bef ore insurers 
and the state agree on how to price 
group health care under its pro visions, 

A h of early June, three other 
slates— Illinois, Michigan, ami 
New Je racy —were considering 
laws to cut back on slate 
health-benefit mandates for small em- 
pli>yi rs Ai:-I .VI inntsaUt, with ;ttj man- 
dates, enacted a law allowing insurers 
lo write mandate- Tree policies for small 
h Lionesses, but only after the policies 
are approved by the legislature. It wi* 
no! immediately clear how, nr whether, 
the law could be implemented, »w 
Woody I'luo, ii spokesman for HI A-A 

Eno expects more states will TOl 
hack health mandates for small firm* |n 
coming years. u State budget are tigW 
right now, and this i* one thing thai 
they [lawmaker*] caa do to f*P*J^ 
health-can* coverage to the Lirarisun.^ 
without having tu spend any n»mey," » 
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Environmental 

Activists Inc. 



Mmy U.& companies 
carry out ambitious 
programs of 
environmental 
stewardship. Here are 
some of their successes. 



By Brntifart) A. .VfrA'tr 



At its breweries in Port Collins, 
Colo., and Jacksonville, FTa. + 
Anheuser-Busch Companies 
Inc, employs u waste-treatment 
process that lent It reu*e apriculiurckl 
byproducts cheated in the brewing pro- 
cess. KathcT than Uicklc the leftover 
ho Stance tgj a ''waste- problem." the 
company turns the material into a 11 nu- 
trient liquid" that tan be upplacd direct- 
ly Uh farmland. The nutrient us especSal- 
ly ^u<Kii fur ^n>wmg hay ami alfalfa, 
says John L. Stein, director of Gnvinui- 
rnentat engineering at Anheueer 
Btfach'a headquarters, in Sl U>uls< 
nil organic, rich in carbon, nitro- 
gen, and trace nutrient*/" 

At the end of the brewing proeo*R r 
the waste sludge tliat ttrmains ii tid 
I«miu>t Uikr-11 to -i landfill. Stein *jsyx. 
but instead is mixed with sawdust tc 
create a nutrient-rich fertiliser. Th« 
eoinuHtij n-'iisf* ahouL CpJN Urn* '.hi* 
waste material each day and sella fhfl 
ci iTnfu ipti.'rj material to another compa- 
ny. The sludge w "excellent for land- 
reaping/' Stein saytL 

That program ig juat on© «amjile of 
bow U.S. businesses an* pro- 
viding solutions amidst fast- 
growing public concern VWC 
environmental problems-. 

Many companies are going 
beyond minimum compliance 
with federal, state, and local 
iron mental iv^njlui.npris and 
undertaking irnajfi native, 
ambition* programs of environ- 
DMttvtil stewardship. Officials 
ft! companies larfte and small 
that environmental concern 
*HVe& their firm* money, pre- 
Nftttl natural rcnources, and 
■mpmve* consumer perception 
rj f a business. 

Hiehard L. Usher, prenfcdi-nr 
<tf the U.$, Chamber of Com- 
merce,, nptes thai compantea 
*ith strong env in omenta I nro- 
^ rSi nij( are underntunduhlv 
P^ud of them: 4 They £Gt their 
tae,g sa g (1 fJ „t because the) 
r Mnk , t t . rk | ism cc th*-tr 
^mpetitive advantage. It's «o 
JJiUch hotter to take the initia 
Jjy*' ami flit a whole trie more 

what's mtairoc) by law, 
limn wait h.r in u laws 
oveirejarulati' thrng*." 



Prior to assuming his Chamber poet. 
Lew her was founding president of the 
National Center for Resource Recov- 
ery, which was formed by brewing 
»oft-drink, plastics, packaging and oth- 
er companies to stimulate recycling: or 
energy convenka of solid waste. 

At the very teant, companies should 
en^ape in environ iru-nlal rwlf-^rnitiny. 
«ayjs Mary Bernhardt manager of em i 
mnmentiil policy m Ui'- I .S. r hum tier 

An an example of L nvirunm^iilal wt* 
sponsibllity, gfcj& cite* the 11 Ri«^|Hni>il 
Care" program of the Washington, 
D.C, -baaed Chemical Matiufaeturert* 
Asiodatioa T Member companie* agree 
toeonfnrm to industry -efliablii^hvd safi^ 
1 v H:<.Kh j f4. TonipEkniea that won't Hign thi. 1 
egreeinenl cannot join the association. 
"Keeping members nut — that a a big 
step for a trade association to take," 
Hernhnrd aap. 

Heris wr^ ju*t a few of the success 



tacjcltag ilurnlnom h f>nt tfm 
Mvii/s {fiat Anhtiustr-Bu&ch shown 
rn } j nm m cn tat torn m itrn W t 




.4turii A H frolri the environ menial-stew- 
ard* hip move nw m \ in ^^LJ^^ln^as: 

Anheuser'Hu»ch; A Broad AppruH< h 

tn its brewing, baking, jumJ ^lUirtain- 
menl huwmesRes, Anheuser-fiosch dem- 
onstrates its environmental commit 
mint. )n addition to reusing raw 
njLiU-rials and bjp T O l liicU , tike cmnpnny 
recg^pl aluminum imckagrn^ and helps 
[irotect wildt>rnesoj areas "A commit- 
Nh iit to COUMlvatibtl, the environment. 
Aid the pre^rvation of wildEif^ Ls an 
imfn-irtanc jnin of the history of An- 
lieu^f-r-Buachp 11 iiji the campany r « 
i.'l.;iirmarj and ^:>residmt, August A. 
BiiM-h III He tiet his company s ^ iiVi- 
ronm^ntat commitmetn to the irnpar- 
UiJLce uf ipmhlv in a business. He saya 
thai a "concern for quality must in- 
clude safeguarding the environment" 
Alibi"; - r-EiUM'ii jiaiHi ; L I i 

milium- tins year it expects to bale 
ahoin it;, -i Hilton pounote of uaed alum> 
nuin cans. At humin-ds of uluminun> 
Collection eentefs around the country, 
Anht*u^.r-BuTSch buya back aluminum 
from ennftumem at 35 ct?nts a pound 
and n^.:\\i- tin- niHuJ alujui 
num fabricators: at a London 
Metals Exchange price of 
about 60 cent* a pound, 
4 'It taken Sevan kilowatt- 
hours of elertricity to make u 
pound of new aluminum," nay* 
Joseph L GolUmun, president 
of Container Tlecovery Corp., 
Anheuser-Busch'fi wholly 
owned «uhaidlary devoted to 
recycling aluminum. He says 
recycling "is a cheaper replace- 
ment for new [aluminum] in* 

The world's hrgGBt hrewer 
alio hat actively supported 
wildlife couservatkin. In 155-17 r 
the? Busch family ilormted 
S7tji 9 0OO to the Htfttr of Muftsouri 
to hdp purciiase the T^Kfracn? 
August A Busch Wildlife 
Area AolieuH^r-Rusch i» a 
lougtinM! supporter of liufka 
UaUmitL-d, helping raise mil- 
Ikma of dt^larN fur the organ t- 
Rttlluii''ft efforts to {itirchaM 
and pr"UH'[ \%*-\ \uu\\- 

The company ha* joined the 
state ipf Maryland m it^ "Saw 
the Boy P< camp 
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eliminate pollution from Chesapeake 
Bay. AnheuBer-Rusch is tying the cam- 
jsaitfn to its Budweiser beer advertise- 
rneat& that air in l he Chesapeake Bay 
region, eays Michael M. Wolfe director 
of industry and consumer affairs for 
ih-e company. 

Recently, Anheuser-Busch purchased 
Sea World, a chain of four theme parks 
dedicated to the preaervatioii of aquatic 
lift. 1 , from Harcnurt Brace 
Jovanovich, an Orlando. 
Ki.i I 'J.-- ■ fubJ ishing com- 
pany. 

At iu» Orlando location. 
Sea World's marine ficien- 
lists rescue turtle* and man- 
atees— lars^, docile, fresh- 
water mammals related ia 
elephants — that have been 
injured by boat propeller*. 
Sea Wi:irld lahoratorics abut 
are playing an important 
rote m tfie preservation of 
the Guam kingfisher, a 
'Very endangered" bird spe- 
del- According to Sea 
World's general curalor. 
Frank Murru, the kingfish- 
er has been endangered on 
its home Island of Guam by cm ch- 
eating snake. Only 60 pairs of the kui£- 
fishers survive. 

For a facility to carry out costly pres- 
ervation projects such as these, owner- 
ship bv a major, environmentally con- 
cerned corporation often is crucial. 
"Anheuacr-BuacVE support makes 
these capital project* for cxmsttrvatuui 
possible/' says Nicholas GnlfcitLscheck, 
a Sea Work! spokesman. 

Minnesota's 3M: The Program 

3M Corp,, based in Sk Paul, Minn,, be- 
g&n a comprehensive environmental ini- 
tiative la years aj£o T The company calls 
it the Pollution Prevention Pays pn> 
gram, or SP. The program involves ev- 
ery member of 3M in the corporation * 
effort to build an ecologically aware 
company. Employee* from the top 
down suggest actions chat can lukt. 1 
to eliminate or reduce emtsflwns. The 
company seeks lo meet, if not surpass, 
federal pollution cuntrol requirements 
by revamping products, chancjintf pm 
duction proci&sea, redesigning equip- 
ment, and rettabg material*. Since the 
3P program was begun, the company 
has undertaken more than 2.500 proj- 
ects to reduce pollution. 

For 3M lo consider an employee's 
idea, the kiea most meet specific crite- 
ria. It must eliminate or reduce <i prob- 
lem |h II mi nut; it should involve mare 
efficient use of energy and ran hklI. ri- 
als; it must introduce a technical inno- 
vation of some kind; and it must pre- 
-^m !i financial incentive forSM- 

One 3P initiative at a 3M plant in 



Alabama -itv-'d ihi- r..inpii:iy >sjhp,i irn,i in 
construction coat* for a facility to treat 
waste water. A new process for reusing 
the water to he treated allowed the 
company to scale hack the scope of the 
construction i 

Another 3P project eliminated much 
of the excessive resin spray that arose 
from u particular manufacturing pro- 
cess; the excesa rearin required speruii 




&vt1flnr-powar»d cart fib this 

experimental General Motors modi I 
sonwday roulff cut wit t-itwutioirs. 



incineration. The modification of the 
process has staved the company 
a year. 

"Air pollution la u particular chal- 
lenge to IJM because of the kinds of 
products [the company) makes," say* 
Rtiberl II Bringef , 3M r s vice president 
for environmental eujrineftrinjr. Goods 
such a* adhesive tape and sandpaper 
require the use (if solvent*, which can 
become airborne in the manufacturing 
]»r'ich-ss if they are mri i-upum/d. 

In addition , 8 ringer says, any emis- 
sion-red uc tie n credits received by 3M 
will nut be traded or sold to other com- 
panies., a* allowed uwkjr law. Rather, 
the company will return any unneuded 
ernisaiona credits to state or local agen- 
cies that look after air quality. (Compa- 
nies earn *uch credits by foiling below 
federal emissions ceilings. Any "extra fr 
emission* allowances not "used" can be 
tradt'i'l 'ir -.nld to m.li.T mrnpaiiie.^ ir ■ llie 
same air "shed/ or air^quality-attain- 
ment cone.) 

In New Jersey, !iM has reduced its 
emission h by L,000 tons u year. In lm 
AngeloB, emissions totaling 1.05(1 
pounds a day are prevented from reach- 
inu l In- amn-isj^iere 

Ihj* And IhintflMULU: < tcnii I'jirk- 

Two chemical companies nave joined 

force* with the National JVk 

t-^ hr-lp prewsnre natural ureas. In April, 



H units man Chemical Corp., based in 
Salt Lake City, and ibe Dow Chemical 
Co.* based in Midland, Mich,, announced 
their ^partnership with the parW* lu 
cooperation with the U.S. Department 
of the Interior the comnames 1 initiative 
*it] i-riablt vki(ih> in ivrirun riiitioual 
parfes to r«»!ycle the disposable glass, 
plastic, and aluminum that they hrinc{ 
inr-i Lin- pytrkh. 

The prognun will be tried 
out in Maine's Acadia Na* 
tional Park, the Great 
^moky Mountains Naljomil 
Park in Tenii^taee and 
— North Carolinot and Granti 
Cimynji National Park in Ar- 
izurm 

The two compani^ have 
put recyclinc; bins in the 
nark*, ami tKey will »,Li[ier- 
vise ct>llectif»i. trn ns porta- 
tion, and recycline; of the 
materials, 

Dow and Huntsman ajao 
have developed ex hibi lions > 
publicatbrw, and park pro- 
frrams to promote recycling. 
Jon H. Huntiiman. chairman 
and CEO of Huntsman 
£ -h-niical, says the initiative should 
bridge the public's if up between 
thought and action in recycling l, Many 
AmencaiLK know that recycling i» a ho- 
i n tion to the nation's solid* waste prob- 
lem ," Huntsman says. "Thw program 
wit] five them incentive to participate 
in it." Dow'^ prt'HPiient and t'fcld. Frank 
Popoff, concurs: 'TJetnonstraUn^ the 
importance and feasibility of recycling 
I is the beat way we know to encourage a 
recycling ethk." 

I California' b Unocal: Cash For Cars 

In an unusual and expensAive recycling 
program T Unocal Corp.. a petroleum 
company baaed in Li>» Angeles has be- 
iron a program to scrap and recycle 
7 r (W0 pre-ia71 automobile* registered 
in the Los Angeles area; the Lots Ange- 
les Bawln h:\y. hup of Mil- worst air nualt- 
ty problems in the I..H. by paytue; (Wfl 
apiece for the old cars, which emit If? 
30 times the exhaust of 11*90 mod*la> 
r'noeal l-.*>uis to "variki' ui the heart'" ■ -■ ! 
air pollution in Los An^eJes, says Rich- 
ard J. 5tegemeier R president and CEO 
of Unocai. 

The program, called tin? fkiuth Const 
Recycled Auto Proifram, or SCRAP* 
will cost l'nocal mnre than 3Tp mtllio"- 
A\v wara rn rJ^nKituitrttte ways of rt k 
dudng smojc that are efficient and ro^" 
efTeetive," iSk+Bemeier says. The aid 
rar-L ^ ill 1^ inniPil over in a sltu]> yard 
far dtamamliMK, .sunn- nf their pjiru* 
will be recycled. 

fienernl MolorN Makina An Intpad 

Tin- Of H -ml Motors Technical CenU-r, 
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3ii i iiutmuntive rf^nsiP'C'fi Lkl'i" , ir.Ltur> in 
Warren. Mich., announced its tentative 
plnim to Uike h different appmuen tu 
reducing auto enniAstons: Indent J "f 
eti miruitinp old ear*, GM i* develo-pinji 
an electric air called Impact According 
'■i r F M nflida!*. Impact"*, acceleration 
perfortnani^-zeru to 60 mph in eight 
seconds— "rivals cars powetid by inter- 
thai-cam biLstioFi engines" &ttd would Ntiit 
ran:.^i urban driven*. 

'The public generally; perceives elec~ 
trin: vehicle* as skiw-moriti£, similar lo 
golf carts/' §&jf£ John S. Zwerner, exec- 
utive iliivnor of ar1v:tiii"i'i| ^miliicE* Cur 

tion/' 

Impact hus a nuige of 1 20 miles at 
average highway &peed& of 55 miles an 
hoar, 

With current battery technology, op- 
e rating costs of the ImpriCL in an urban 
area would be double thnse of a gium- 
hne*pawcrcd vehicle,, the eunipjiny re> 
port*. Bui extensions of battery life 
would make Impact more cnrnpetith/e* 
ami a substantial increase in ^usnlim.- 
priced could make the electric car more 
eccm.omicaJJy attractive than one usin^ 
gastnine. GM sayR, 

If Ui- ^k-ftric car is to Kelp improve 
the environment, addn IjM Owiiruuui 
Rosier B. Smith, the subfitantially iii- 
creaFuid supply of tflwtrieity needed iu 
[Ktwrr a simbk? fleet of electric vehicles 
n 1 1 1 - 1 rfniit from an efficient, clean 
.tourer i*f allergy. "If "A* 1 trv U> iio rl all 
just by burning more fossil fueta, we'll 
he right tkaek at square one/ 1 )ie mid. 

Ksfzinit Inc.: Tackliai: Trash 

A h to ul I company in Chicago has adopt- 
ed an alternative to tjossmg trash into 
lundftlk. Itr- nirw move cut the compa- 
ny's waste- hauling easts And even 
turned a profit for thtr firm. 

KiiKienr Inc.. a trauWlmw in;irkt-ling 
firm with abmil «mployi»e*, jitst f*- 
'■oiviHEl us rirci cheek for fVir the 
M6U pounds of recyclable paper il 
*aved over three months. Kitidng i* typ- 
'Cftl of many small cum panted thai ran t 
Undertake major environ mental actions 
but show their concern with the ctttr 
^nment by recycling php&r* 

^iK-iii'ViL Ciirriri, :ni a*-sirOjii' [mrrha* 
^ for the company, flays she and a few 
^worker* had bet-u dinrusamg envi- 
^n mental matter* when it dawned on 
™*t1 to start a recycling program for 
^ eompnoy fibrin called a local ms • 
' ''"tr company, which provided th+? 
J* 1 ^ hins for cqI letting the paper. 
&ui aj(e r cnntidneTB are plared Inside 
^raployeW ifrnkib, rn-M >" "l-.-'M.- u-.i.--' 

7 lr1,1 . fur ^nvinjj u[i -lLj.il>. jvi.i-.,ihlr rr 

fUne, 

A « easy and immcdiaU? a* thu ar- 
^jTotiMfHt was, it met aome restetsnet, 
y n-Jn way a. "At firwt* 1 had to twist 




DJJCirdtri piptf faokwi prtifiiabir ft* 
G&nemCurrin of Kitting /put* 



lieoplf A arma " she »ay«. *1 would walk 
by their oflkea P «nd rf I saw recyclable 
pap+'r in tlw tnwh am H I'd either take it 
nut, or tisk them to take it out tr and put. 



it in the recycling bin. 

The cooipariy'* president, Uona Kitsc- 
inK p . admits thai ahe hadn't been hi the 
habit of recycling, but sthe'& trying. 
"Sometime* some \ recyclable ] thinga 
slip through, hut it'll a behavioral 
chatty/' Kitzinp sayB. If we do it for 
a while, we'll tfet uaed tfs 

CurHn wtys som^ co-workers didn't 
instantly see the benefit of the reey- 
clinK efTort. But now. ah* snyw, tlw 
company aaves the cost of hauling 
away tht> wa^te. 

Environmental conscious new 
floean's hnppen all at once, not 
Wtth irkdividulUR or hu.Hinea&es of 
any sijjje. Anheufter-Buwch began 
its fir«t initiatives niore than 0) yeara 
ajfo, for ^vamplc 

Now the company see* that it has the 
influence tn inspire the unifummd, by 
talking to ft* crjnsomerH about the tt- 
fecLn of polktiiDn arid the Unieriu of 
□ain^ material* ajfwin and a^ukir Evert 
wlu-Ji -laur.l Ui make some 

money, such ha gtfUitt£ cash for old 
ulnriniLiirti i'j,ns. ih<-\ niiis? In- re!iurii(e«L 
In trying to motivate people to become 
recy c lera , says A nh e use r-B u sc h r s 
Golt^man, "you've got to pot different 
people with different hooks ' n 



Design that makes 
sense. 

I ndrrm ritb tin 1 ^'<>d ltn>ks of 
r-vrry St ran systems builrlin^ \s 
eosl^aving dusiffn that ^Ivpn 

nation you rn-nd. Nn mnrf\ m» 
less, You ran *»p4irtr> fpvve*r 
in t#Tltir frarnrs, Wider Iki\ 
spa< tns — wilhnul waiting for 
hi-Lr joists. 

Interested? Then youll wum uq 
kiuiw ibouf all ynur olhrr t»n©f 
willj SI ran Send in tin - nmpfn 
ur fall Sl.rjtn M;irkf fc lin^ al 
1-800^526-9488. ^ 
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Women In Business 



Ideas, insights, and information to kelp women 
compete and succeed in the marketplace. 



RIEDGNITW* 



Courting Women By Honoring Tliem 

By A n nt Merick 



In a VB6Z telephone survey of compa- 
nies in the Lin-sing. Mich., area. busi- 
ness leaders were surprised Co discover 
that mure firm* than they had expected 
were run by women. 

But it's, no surprise that today, juwt 
eight years later, the percentage of 
women members in the Lansing Re- 
gional Chamber of Commerce has more 
than doubled— f mm 9 percent to more 
than 20 percent— and the number »f 
hitsinesswomen on its 28-member hoard 
of director* has risen to eight 
from one. The credit for this in- 
crease in female involvement 
goen in no small part to Lansing*! 
Ji Atheria" prugram, an awards 
project designed to recognise out- 
standing businesswomen in the 
community. 

The Athfina award, jidw par! of 
a national program, was con- 
ceived by Martha Mem, an Oke- 
tno* t Mich., reaUestate developer 
who in 1982 was the sole busi- 
nesswoman on the chamber's 
board. She discovered that in the 
70-year history of the Lansing 
chamber, wily om woman hud 
ever been honored for hur busi- 
ness leadership- 'T felt most 
women didn't have time to wait 
that Jong again/" say a Mertz, 

She aha felt that her organzxa- 
tion was not a network only for 
buameaamMi* The world was 
changing 1 , a he reasoned, and if 
women who owned businesses 
were not involved both as mem- 
ber* and leader* in the chamber 
of commerce, they were matting 
out 

In LL$o Mertz was elected pres- 
ident of the Lansing Regional Cham 
ber, and the following yfiar sh« herself 
won the uwurd she had created. 

Mcrlx looked to Mount Olympus for 
her inspiration and chose the Greek 
goddess Athena as her model. The 
daughter of Zeus. Athena embodies the 

A tint Mtritk is a frethmcc writer 
uttd media cofwuhanr in /fr/Aradfa, 



virtues of courage, wisdom, and 
strength— "qualities today's women 
must have to succeed in the business 
world," says Mertt. A statue was com- 
missioned by the Clamber and was de- 
signed by Michigan State University 
fln*-artn student Linda Ackley, now 
herself a successful entrepreneur with 
ii^r i.wn studio in Lansing. 

The bronze award is an abstract fig- 
ure of a woman with uplifted arms 
balding a crystal prism. Ackley saya 




Inspired bv drwfoper Martha Mvrtz, 
right.. t*l Athrna Award Program i* 
dirrrtrd hy Margr Shddm* 



she chose a surface with a lot of tex- 
ture, likening it to the life of a success- 
ful woman. The prism symbolises the 
mul ti faceted nature of women and their 
ability to shed litfhl cm the community. 
Th*> AW»rrj Ueeu given annually 



since 1982 to individuals in r^ognition 
of their business accomplishments, wer- 
vice to the community, and support of 
the goals and oJTurts of professional 
women. 

The Oldfimobile division of General 
Motors, which is headrjuarUT^d in Lan- 
ling; agreed five years ago to sponsor 
the Athena program nationwide 
through its network of automobile deal- 
erships. Today 250 chambers in 45 
states an. i^riii-ipiiring in the project in 
partnership with their local Oldsmofaile 
dealers. Marge Shelden, national direc- 
tor of tbf project expects to have more 
than 350 local chamber* involved by the 
end of the year, 

''The program increase* public 
awareness of the outstanding 
contributions of women/' say a 
Sheldon. Noting project tons thai 
half of nil businesses will be 
owned by women by the year 
2000. she adds that more chamber 
marketing efforts should he di- 
ree.U*d toward women. 

A packet of mate rials promot- 
ing the program tells Oldsniohih- 
dealers that as sponsors, they 
"receive increased recognition 
and direct attention from one of 
the most influential and sought- 
after mar kiits . . . the women's 
market/ 1 

Sniiir of IN+' prrHv-.-ds I'nur. Hp- 
Sale of statues and jewelry mod- 
eled after the sculpture go to the 
Athena Foundation fnr use in the 
Lansing area. La* l year, funds 
were made available to the tMfc 
sing Community College Wom- 
vw'y li'-SMiinv iV nter for scholar- 
ships for women in need of 
education to re-enter the work 

fniVr- 

An exhibit of the Athenn sculp- 
ture is on display this year at the 
Michigan Women's Hall erf Fame 
and Historical Museum in Leaning, and 
1 1 exhibit is scheduled to begin at the 
National Women's Hall of Fame in Sen- 
eca Falls. N.Y., in September* 

More information on the program » 
available from Marge Shelden, director, 
Athena Award Program, Lansing 
gional Chamber of Commerce, 5 HI ™ 
W&sditeiuiw St., P O Bos U03O r lo- 
sing, Mich., 48801; (8001 ,T1 
Mu-higan, call (SniJOT-fim 



Put A Lid On Your Trash Problem 




J 



RETHINK, REUSE, RECYCLE 

Aji Award-Winning Corporate Recycling Program 

We once had a huge problem — huw to 
dispose of the 250,000 pounds of waste pa pi: r 
a month generated by our 8,000 scientists, 
engineers, and other professionals. 

But we solved it with out a ward- winning 
corporate recycling program. And what's 
more, we now save up to $20,000 a month, 
while avoiding penalties fur failure to 
comply with our state s guidelines. 

Because of popular demand we haw made 
our recycling program available to 
com panics like your own . 

RETHINK, REUSE, RECYCLE gives you the 
know-how to set up a corporate recycling 
program. You get a "how to" binder that 
covers getting started, publicity ideas, the 
mechanics, and more, >bu also get an 
informative and upbeat implementation 
videotape. 



And you can use the lovable Purple Paper 
Eater™ character as your mascot and order 
Purple Paper Eater promotional items. 

RETHINK, REUSE, RECYCLE b available 
for just £345 for a limited time only* Order 
today Call 1-8O0-527.I0B0. 

{Sktplt Fiptt Enter Li i tradEnurft srf Brlkn-nr 



■Sprriil 
prtet good 



Award-winning program 

■ New |er*ey i .Hvt-rmrr \ Award tor 
Corporate FWJ ution Prevention 

■ Big Apple Award for innovative "selling" 
of recycling 

* Award* from EPA. New Jersey 
Department Environmental Protection, 
and numerous ontnti«. 



Bellcore 



Rif faster 5V/VH17, otfl to ordti 

O Check ffidoaed f<w $345 (add appropriate sain ia*} 
D BflJ my credit card: OAE C VISA □ MC 



Card No. . 
Signature 
Name 



Exp, Data , 
T1£l« 



Coinpjnv 



City „ 



Sun- 



Zip. 



Send to fcllcurp. to n im 4 J . J 1 H, 2*"' We*f Ml Hi J ■= n I . ■ 1 1 i . 
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MANAGING 



Making An Impact On The Workplace 



Most women business owners refuse to 
sacrifice personal life to business, con- 
lends Susan Ha^er, president of Hager 
Sharp, a prominent Washington, D C, 
pub!k- relations firm. Instead, she says, 
they are coming up with strategies to 
achieve a balance between wgrft and 
persona] life for themselves and for 
their employees, "The entire business 
community cauld take lesjeons. from 
Women in this respect/ 1 " she says. 

Hager was a panelist at a recent synv 
possum it i Crystal City s W, un the inv 
pact af women business owners on the 
workplace. Among the points she made: 

• Women business owners judjfe 
employees not by whet her they jfive 
their all to the company but by whether 
they are productive. ""We equate the 
lOC^hour workweek wills insanity/ 1 she 
*aid- 

• Women business owners measure 
success not only by growth and profit 
but also by the quality of products or 
services and the quality of the work 
environment 

• Women provide mare flexibility to 
employees, offering f!extime r multiple 
career ladder*, and eh ore vacation leave 
(which may be more important to raw 



ACHIEVEMENTS 



* •* L am*} • * 



Hi 100-hour workuvrk h insane *ays 
4fl t reprentur Suxq ti Hogtr* 



fuiployees than salary}, An employe* 
on maternity lez^'e ma\ hove- u coin-put - 
er at home so she doesn't feel cut off 
from th* office. 



Awards Go To Enterprising Women 



Actress Maria Gibbs has been named 
^'Celebrity Woman Business Owner of 
the Year" by the National Association 
of Women Business Owners. Gfbba. 
star of the NLJf' *erit-!= ' TSl in the 
founder and owner of Memory L^me< u 
well-known IjO» Angeles nightclub, 

Gibbs was dted as "a rote model for 
women and minorities" and for exhibit- 
ing ''the entrepreneurial spirit charac- 
teristic of the NAWTtO woman hus> 
ne*k owner.'" Thu or^uruzatkm said - h • ■ 
baj used Memory Lane to help aspirin^r 
ynung musicians reach an audience. 

In another program this summer, 
Avon Products Inc. named five women 
ah recipients of its annual Women of 
Enterprise swards. Recognized for out- 
Slaudinit business achievement, despite 
significant hardships, were: 

• Kttv t -||,- R. [jjijaj, in. president r>f I- 
\ T FT Inc. LViht-jda. Md An iiunu>nint 
from India. Bajaj built an $lfrmiihon-fl- 
year telecommunications business, 
overcoming prejudice that she enemm- 
tored as a non white, a foreigner, and a 
woman. 

• Jan i* L Hahn, 38 K director. Radiol- 
ogy Relief Tnc. San Diejrn. Having 



overcome ovarian cancer akS a teenager, 
Hahn went on to become head of a 
group of techno [agists who work flexi- 
ble hour* to staff health-care facilities 
throughout southern California. 

• Carmella M. Liberto, 59 p president, 
ft J. liberto lnc, Pittsburgh. A di- 
vorci?d mother of 10 children, Uberto 
turned around her family's debt-ridden 
conaniertiahref use company. 

• Marie L Malum, 47. founder of 
Flour Pot Gourmet Foods Inc., Cedar 
Rapids. Iowa. A victim of bcrtJi child 
abuse and domestic violence, she 
Launched a gourmet cookie company 
Ottt of her grocery money and built it to 
nearly M million in annual sales. In 
lKfflfl she sold her interest, hut she still 
serve*, the Urn MM a consultant. 

• Katherine B* Moore, 48» president 
of Eastern Delivery Servuv [nc, WjI- 
mington r N.C. Moore overcame preju* 
dice as a black female to turn her ex- 
husband's debt-ridden trucking and 
delivery company into a success. 

Avon's award winners were selected 
from more than 400 candidate* nation- 
wide. Each winner received a $l t 000 



Kalian's Business AujfusL 19£Hi 

Another panelist told the symposium 
that, there's a "humanizing element 1 " in 
women's businesses. Marsha A. Ostrer, 
a Si Ever Spring;, Md., business consul 
taut, said that she finds that urnon^ her 
clients, women are more likely than 
men to try to achieve consensus in mak- 
ing decisions; men. nhe said, are more 
likety to make "top-down" decEswns. 
Women are more relations hip-oriented, 
she said, and men focus more on the 
bottom tine* She atao said that women 
frequently "take the emotional temptr- 
atures"' of their companies. 

The fjEiEH'ti: ; l> iijjn.'-eii tlial women'* 
approaches make good business sense 
because they lesd to less burnout and 
more productivity. 

Lillian H. Linculru founder of Centen- 
nial One Int, a Lanham, Md, p company 
providing building-maintenance ser- 
vices. rmled that wnmen husineSH u^n- 
ers hirr more womuJi fLt-.il mure minor 
ittes than men do. This mroms they're aL 
the leading edge of managing a work 
force that is growing more diverse. 

The symposium was part of the 3nth 
annual conference of the International 
Council for Small Business, sponsored 
by George Washington University , the 
U.S. Smalt Business Administration. 
Bull Atlantic, and others. 

—Sharon Nrttott 




MarkVour-L 



Calendar 



Sept. 12, ChicAQO 



Entni'pr^neuritt] Woman p k t'u reference, 
sponsored by the Women's Business 
Development Center- The theme is 
l The State of Women in Business: Tak- 
ing Risks in a ChanginK World: High 
lights include a bavers , mart and work- 
shops on enlrepreneuria] anil iml'ustry- 
Hpeeifle iHsues. Cnntacl the Women'? 
Business [levelopmunl Center at ZM\ N 
Michigan A%-e., Suite t -hicajcOp III- 



Soal. 12 IS, Minneapolis 



A nnual eouv^ntion of the National A^' 
Mfiebitinn of Wonn-n in < v fMtNLrucLion. 
Kevnoter Su^an £nKt*k'iier» administra- 
tor of the U.S. Small Business Adminl^ 
tmtion, will discuss the initiative* |M 
j^rognimpi offered thmiiKh SB A lo as- 
sist women business owners. Contact 
the association at :-i27 S. Aclan^, 
Worth, Texa. 7«lW: <H17i XTI-STAl 
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SMALL BUSINESS CQIIPIITING 



Software 
For Sharing 



77fe most effective 
$o m fheare for your firm s 
computers may not be 
the most arpvmiw; mmnj 
firms prefer huHiost 
'^shareware " programs. 



A little-noticed revolution is tak* 
tOft place in the computer oper- 
ations Fit many companies 
throughout the country- Tbfey 
are choosing low-cost "shareware" pro- 
grama to perform tanks previously car- 
ried out by &THH> i rri -| J n -.^^i i pro- 
grams und $700 spreadsheet* sold by 
commercial software firms. 

Shareware program* urt >ioftware 
programs that ran be distributed find 
copied at little or no cost and without 
breaking any copyright laws, Eo fact, 
tlit- computer programmers who create 
and distribute these programs want 
o the re r.u make copies n f the software 
and jrive those copies to friend*, reta- 

tivefi, iiJH J Ijnij^illmrs. 

For programmers who lack access to 
conventional software-marketing Hiur:- 
tiela, the shareware prwedure* can be 
effective in putting u new program into 
listers' hands. TIh-h. oa distribution wid- 
■ Ti-. use of the sdiarcware increases, 
users' experience* can lead to refine* 
menta in the program. After ihey have 
been utsed and improved over time, 
ah aire ware programs sometimes arc 
sold to conventional aoftwure-market- 
ing companies. While they are in the 
i u ;i.n- ■ h-.tnriu'iMi .-h;- nn- h h-.w 
over, such programs can be welcome 
coat saver* for firms and institutions?. 

Among the companies using 
shareware programs are Caterpillar, 
Mcl Telecommunication. l>u Pant* 
JPord Motor Co + , the Lq* Angriest 
fifetea, and Texaco. Word-procfifiHing 
shareware is used alao at institutions 
Itfth as Kent State University, Etutger* 
I'MLvurmiij?, the I.LS, Naval Aeadfjiny* 
^ud the University of Hong Kong. 

Robert Hitim, vice president of Sma- 
IlKtik of Tampn Bay, in Tampa P Flu., 
say* he learned about ah at* ware 
through hearing about a particular 
^■nrd-prfjce^mrc p nigrum, PC-Writr* 
"Friends kept l#]\in% me how great PC- 
Write waa. Finally someone made a 
^py of the program and gave it to me 
tip ?rj f\e Ih-^fci using ii [HTHonally for 
^bnut nix ycam now. Today, J use a tet 
fr ' different shareware programs. Tin a 
iidvi-jcatc " 

JWjfl RwdtTt a /tw4iftM writer m 
/tfaAo, M A ybr^rr computer- 
*b*ttmx tttwly&i for ft mt iUt^il stijl 
fc r Or<? ff^fipuny, 




hfc ifa Ikl 



thiit "ifi^u don V jray o to/ of money for a pnytaw* U * »ot $wvtl 



thtrti. 



A yw ago* tteae introduced PC* 
Write bt SunBank of Tampa Haj 
Aboul lutff of the employees who use 
computer* switched to it from a com- 
ineri'ijiJ [jm^itrn they had been unir.^ 
NuwJy hir**d employee* start with PC- 
Wriw, he &nys> "because it docs evary* 
tiling that the uther cfjrumertiat woni- 
proci^^ing j>rognum doea, and more* at 
flm?-terjth of the coat" 

PC-Write was created by Bob Wal 
lace r the president and founder of 
Quirk soft & software company in S"Jil 



tie. \x wilh WaUnre who coitiefi tiie word 
"m hardware" to describe the marketing 
eeacopt of M yuu try b*for& you buy." 
Wallace was certain that his programa 
whfv ^m«h[ Liinl t'ouJd lie Lisi-d l\ others, 
siu) he started nhare>ware ils a way to 
nintrHnile then* l^ctfUAe he knew little 
at the time about conventional way* of 
marketing software. 

Shareware ia distributed in two way*, 
Prugntm* cmjj Ih' eoj^ed frum pro^raTn 
diskette* borrowed from unmeww au<;h 
■ J&i or they can obtained 



"Were a very cost-conscious company, but 
we're also smart enough to look beyond initial 

vehicle cost and see the whole operating 
picture We've gone with Tercels and Cowl hs!' 

Smart fleer managers know that the moil important vehicle cost is the overall cost of ownership. And 
when you consider thai, there's no way you cant umsidvr ToyotM Tercel and CorulJu. Both m<n Ids offer initial 

pricing lhat make them easy to get inio. And !>mh benefit fr*im Toyota's heritage of dependability. Cordial in 
fact— many of which are now built in America— are ibe m<jM trouble- free new cars in their segment* So when 

your cost<ott*#kms company needs new ilea ears, check out Tercel and Corolla, Ymin love what ihcy do for 
your bottom Line Now, . .and down The road. Call 1-800-552-FLEET for more information. 






SWALL BUSINESS COMPUTING 



Nation'* Hyflini'-fi-g Aujru*t I HtM I 



for ft small charge from Tiiilil^jnier Corn- 
]KLm^j- (hiit ^i+'ehiii^ ir* shareware pro- 
grams. A buyer who ruque=.u 
shareware from a mail -order company 
receives disk* with full working pro- 
grama; the charge m $1 to £20 per disk. 

A person who has tried a shareware 
program and decided to use it is expect- 
ed tu reftihter vritb the software ctim pa- 
ri y thai created Ltu i program, but there* 
is no legal obligation to do so. By regis- 
tering— the f« is typically $10 to $J29 r 
depending upon tlie complexity r quali- 
ty, Arid popularity of the program — the 
starewu user receives support and 
manual* like those that come with com- 
mercial software package*. (Shareware 
companies also sell manual ft and dis- 
kettes separately. P C- Write" s user 
guide costs i5 l J> and the diskette is $19.) 
A person who me* surh a program and 
choose* not to use rt simply keep** the 
'U^kt-tte; no registration i* expected, 

^^fe akin J>urden p vice presided or 
I data processing jftir Tniclor and 
I M Equipment CT<p_ , a Birmingham, 

^t^F Ala. , eonal.n. 1 1 ■ 1 1- 1 n -e ' | ■ i ; i 

tributor with 850 employees, has or- 
dcred copies of dozens of programs ad- 
vertised in die classified sections of 
compter magazine*. ,f We k*pt whut 
. we liked and discarded what we didn't 
Like/' Durden aaya. 'Tve found almost 
rv< ry thing in shareware that you 
wuuld find in commercial programs. In 
fact, some of the commercial programs 
started out as shareware/' 

When Harden was shopping for the 
firm's word-processifig program, he 
Rays, ft made no difference to him 
whether the pragram cost $£9 or JfMHJ, 
He just wanted a program that fit hi* 
company '£ needs. He chose PG- Write 
because it was compatible witJi other 
programs at his company anil because 
of its ^fl&e of Use. 

For Rnbert Rose of Sun Bank, howev- 
er, '"price was a major concern," he 
says, "But so was performance, Rft* 
gardk-ss, if the price waa free and it 
didn't do what we wanted it to do, we 
wouldn't uae It We've Iwen tiring PO 
Write for about three years now. iL wu$ 
very easy for our users to learn and 
does everything we need it to do." 

Prcce does not necessarily indicate 
the quality of shareware. "There's the 
perception that if you don't pay a lot of 
nmney for a program/' Rose *&y*, "it's 
nM a ^jwd program. Overcoming that 
is not easy, especially in a large organi- 
sation where they demand the beat 
product money can buy, and if it 
doesn't cost a loc of money, then they 
think the product can't be good That's 
not true. That perception is chunking, 
hn! it's changing very slowly.' " 

Quicksort's Wallace says share ware 
firm* alao well iupport, and he thinks 




Qlrickioft faundsr fori* Wallace coined "shareware" to describe his trfrbtfort-yQU- 
buy concept fordiftribuhna program*. 



they're succeeding at iL "When a user 
calls up a shareware company with a 
problem," Wiiltacr ^ay?-, "thr supjmrt 
person Is usually someone who has 
worked on the program in development, 
noting. »nit design." 

Generally, shareware uompatiica give 
a certain amount of free support, usual- 
ly a year's worth, to anyone who has 
purchased a registration. After that, 
the shareware user can buy a iupport 
agreement With most commercial soft- 
ware bought at a computer alore, the 



buyer either purchases a aupp n *~t 
agreement or phones the software man' 
ll far tuner luLer for help with problenis^ 
The manufacturer bills the tiKer fer its 
service. Wallace says people are happy' 
with the help they get from 
shareware company. 



Many shareware programs. 



like 



those on subjects such as auurgas* 11 ^ 
genealogy, and golf-aeore tracking, 
have n nml J. H|>eda]* inter est nutliencL 1 * 
and might not succeed to the BWMBfj* 
ml market. Others, like PC-Write ■« 
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Equlpmint-copnpaflV •nacvftMi Cnfrm Da Hint has found "almwt rvrrythitty in 
xharriva re that you would find in commercial program*. " 



PC- File, art* oi mart* general mtere&l 
unH sell we] I For example* Quicksofl 

f»'j.nrrN "l::k r -17 :i'\< |k r*»£|KU'|vd (L* 

PC- Write Wters, m:2W purehsLsud dis- 
kettes, and 85,400 bought manuals. 

Although it's a low-cost way to exam- 
ine and acquire so ft ware, shareware m 
not ju&L for firms on tight budgt-ia, "If 
there's a producl <hal meete a busi- 
neaa'a needs in the shareware am, 
there's no nvon not to f0 with St," 
fiayR Alabama bu&ine&tircmn 



Dunieru "On the other hand r there may 
be some commercial products out inert* 
that may he a better ftL You have to 
really look at the function. You can pay 
S7iK> for a product unci you can pay {BP 
for a product, but there's no way to Bay 
which is tfolujc to do \i letter job. k 
depends on the individual u\A h'm bosi- 
ness * 



To orrfcr m print* aftlti* 
article, ill Fugtf $*. 




Where To Find 
Shareware 



The following: wmpaniefl ropy am! dis- 
tribute shareware. You may contnet 
tlwm for catalogs. 

ftox 02214 - Hcpt7U 

Cdumhua, Ohio 43202 

Catalog w f^- ! K shareware is SI |»r 

;'&X DCS 
HO. Box 

^roijtt, Calif. JHHB 
^14) 734-7075 
CaWofr in on » dusk 

Jtapht 1 * Choice 
£0- Box 17U34 
S?mphii, Tenn. WlIfMlSM 

J*>i menu 



I Public ftruml Software 
P.O. Box 51478 
lndian&jKHUJ, I fid. 
(€00) IBM-DISK 
Shareware i» *ti |ht diafc. 

Gutrkftaft Inc. 

Seattle. Waah. 

(306) 2*2-0452 

Make* and market* PC Write and 
PC-Bmwae. 

RSM Inc. 

7fi75 X. Fim St.* Suit* 292PCC 

(WW 5414H04 
Program* atari at 

Sofsourte 
P.O. Box K*H 

Ka»l l^uHin^, Mich, 48«2fi 
Share ware mm at per dtak. 



Are you 
planning 
to build? 



II you have made ifie decision 
EQ expand, esEabfeh or retocaie 
your business, ygu know there Are 
thousands of details to consider 
VP Buildings can help We'll 
send you the planning guide 
"Building MeShods Compared, 1 ' 
mciuding a special planning wo« k 
sheet, and It's ali free. Call cw write 
fot yours today' 1-8D0-23B424n\ 




VAf?<0 PHUDEH 
BUILDINGS 



flurfi On Superior Sfcrwra 



FREE 



™ Compared mdUiJiny 



Man re virco FTirfton Nnpnri'ji 1 rnrflir 
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Denying Entry 
To Needed Skills 



Outdated immigration 
laws are delaj/ing U.S. 
entry of foreign workers 
needed by American 
firms to stay competitive. 



America's immigration 
laws* may cos I Terry 
Fortune 30 percent of 
her bouness. 
Her company ls Fortuna's, 
which sells and repairs leather 
goods. Its operations include 
the repairs of leather handbags 
for nearly at! of Washington's 
major department stores, such 
as N f ordstrom, Macy's, Bloon> 
ingdale'a, Lord A Taylor, and 
Saks Fifth Avenue. The future 
of that portion of Fortuna's 
business in now in doubt, how- 
ever Her expert handbag re- 
pairman for the past 3Q years. 
Mike Nouri, 70 ¥ is retiring 
mnul, an J his ^placement from 
overseas, Gianfranco Bektso, 
32, will have to return to his 
native Italy in less than a year, 
when his. visa expires. 

4 Tm going to have to tarn 
away the handbag-repair wort or Limit 
it severely when Franco's visa expire* 
next April and Mike retires, 1 r says For- 
tuna. She has been unable to find U.S. 
worker* with the skills needed to fill 
the specialized portion or oven any who 
are wilting to be trained. 

Betviso was brought to the US. in 
May m u temporary visa, which is good 
for 12 months* rather than on a perma- 
nent visa because the waiting time for 
permanent entry is more than three 
years fur skilled immigrant worker*. 
The long wait presents a problem for 
Fort una cant go back to my [hand 
Ug] clients three, years from now and 
say. Here I am again/ " she says. For 
her sake, she adok f "'[Congress] needs 
to change the immigration laws real 
quick." 

Under current LIS. immigration stab 
ute:H h there are onJy two general catego- 
ries tinder which immigrant may per- 
manent ly — and legally — enter the 
country. One category consists of rela* 
lives of U.S. citizen* plus permanent 
resident aliens; the other category is 
made up of bu*irn?*y-sp*>n*ored work- 
er*. Historically, preference hajg been 
given to reuniting family members, and 
almost » percent of the 600,1)00 to 
600,000 visas baaed each year go to 
immigrant relatives of U.S. residents. 

Only 54.000 visas a year are allocated 
to bu sin ess-sponsored immigrants. 




Tsrff Fortuni. tqft, mat/ lost much 
bu$in*M when itmuiymrtt 
Gifinfm.nro /fo/risrj ix forced to ham. 



That number is divided c-quady between 
two groups— skilled immigrants uml 
those who are professionals or have 
"distinguished merit or ability. 1 The 
number also includes the sponsored im- 
migrants' dependents, who account for 
more than half of the visa*. 

Under Immigration and Naturaliza- 
tion Service regulations that took effect 
Feb, 36. professionals are those who 
have ill Seast a baccalaureate decree, or 
job experience equivalent to a degree 
(three years' experience is regarded as 
equal to one year uf education), or a 
combination of education and experi- 
ence. Before the new rules took effect, 
only immigrants with degrees wrre 
considered professionals. The degree or 
experience must be relevant to the posi- 
tion for which the immigrant applicant 
is being sponsored, and a degree must 
W a requirement of the powLlion. 

Although Fortuna^ Belviso has the 
Italian equivalent of a degree in leather 
design and about 10 years of experi- 
ence, the position does not require a 
degree- Therefore, he Cannot be classi- 
fied as a professional; \\*- cuald be ad- 
mitted to the U.S. on a permanent basis 
only under the skilled-immigrant cate- 



gory. Skilled workers arv ih- 
lined as those who have at 
least two years of experience 
in the position for which they 
are being sponsored. 

Even for his temporary visa, 
Belviso was nnt considered a 
professional, a classification 
that would have let him stay in 
the IL&. for five years. Instead, 
he was admitted under a one- 
year temporary visa for sea- 
sonal and peak-load workers. 

because of the smnJI number 
of permanent business-spon- 
sored visas available, there is* a 
backlog of immigrant workers 
waiting to enter the tlS. The 
State Department, which pro- 
cesses visa applications, says 
that as of January the 
skilled category had a backlog 
of ICM>,46S. Those applying last 
must wait more than three 
years io enter the U.S. At the same 
Tii". lWr j wi j re ^2,iifili p.rofertMioiULl- 
level immigrants waiting to enter the 
country, a backlog of about 14 months. 

Companies that want to sponsor im- 
migrant worker*, must first receive 
U.S. Labor Department certification 
that no U.S. workers are available fur 
the position they need filled. 



D 



aryl Ruffenstein. head of the na- 
tional immigration practice fof 
the taw firm of Paul, Hastings 
Jaiiofsky and Walker in Atlanta* 
aays Fortuna's situation tH typical ^ 
many ^-mpanit^ looking for .specialised 
workers, "High tech firms and special- 
ty buiinesses that cannot find qualified 
U.S. workers but are able to identify 
foreign specialists are having a very 
difficult time getting those irn migrants 
into the country because of the United 
Slate* h archaic, anachronistic Jmmigrd' 
don laws and regulations/" he sflj ,fi 
•'The severe buckings and time delay 9 
in transferring highly skilled or profes- 
sional personnel to U.S. operation* fliy 
untenable and severely hinder U.^ 
business in its ability to meet the chitf" 
lenges of the domestic and i!'i{emaU |,TI " 
al markets/ 

Fnrtuna, for example, could MJ** 
tfSMfi/to of her SI million a year busi- 
ness if she cannot find a ns placeman t 
fur fn«r handbag repairmen Such :* ri '' 
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e&Uit loss & wciti lr] mean a reduction m 
her <ft>person operation, she says. 

There is little doubt that U.S. compa- 
nies, &ueh as Fortuiia'a, could use more 
skilled foreign workers. 

The Labor Department estimates 
that the economy will expand 2 to » 
percent & yew aver the next decade, 
but the U.S. labor force will grow only 
1 percent a yiatur, Engineers, computer 
scientists, and other technical 
ami M : rvii.'t'-s experts already 
are in short supply in the work 
force, and thai meant* bui&i- 
ness's employment problems 
could get much worse unless 
immigration law* are amended. 

Contributing to their difficul- 
ties, many employers say, it 
the Iflttfi Immigration K^onrm 
and Control Act t which re* 
quires employers to verify that 
workers they hire are tLS. citi- 
zens or that they are autho- 
rized to work in the U.S. The 
law, adopted to stem the flow 
of illegal aliens- into the coun- 
try, has caused shortages of vi- 
tally needed low-skilled and un- 
fikiSIH lahnr. 

The Business Immigration 
Coalition ts urging Congress to 
increase the number of perm a- 
nent business-sponsored visas 
to 120,000 yearly and to bring 
immigration regulations up to 
dale. The grnuji pdinLHoul liial 
luw.h applying us h'giil immigra* 
tion have not been amended 
since 1966. 

Coalition member* include ~ ™ 
the U.S. Chamber of Commerce, the 
American ImmigratiDn Lawyers Aaso- 
riation, the National Foreign Trade 
Council, the American Council on Inter* 
Rational Personnel and the National 
Association of Manufacturers. 

Warren Leiden, executive director of 
the American Immigration Lawyers 
Association, says; "There's been mud- 
wiissaiiunand i-haug^jiai Imsin^ |, I'ui 
the immigration laws haven't kept 
Pace. Business will supiKirt legislation 
that provide* more immigrant visa* 
when: labor certification has shown a 
R hortfall and unavailability of If^S- 
workers " 

Soya Fred Krebt T manager of busi- 
and government policy for the 
M S, Chamber: "With growing eoonom- 
lc interdependence, the ability tt> trann* 
fe f key foreign apedaliata between 
Entries becomes imperative. If the 
United State* docs not want to be left 
l^hind, we must open our doors to the 
l1tf fividujtla who can help business grow 
^d ifj^pt the challenges of the chang* 
internal ir i - 1 : L I iVonoMiy/* 

1ti Hit- |ust yrar, t'nngr*^ has nuived 
Ui ^irk the door for mojv legal im mi- 



gration. The House Judiciary Subcom- 
mittee on linmigni^n. Ifr fugles ami 
International Law has approved a bill 
sponsored by the panel's chairman. 
Bruce A. Morrison. D-Conn- The hilt 
would raise the number of business- 
sponsored visas to £15,000. excluding de- 
pendents. 

Lost July the Senate passed a mea- 
sure—apanaored by Sena. Edward M. 




ft 



Easing \ many ration Ittu's \nmH help 
firrngjlnd technical skill* that are in 
rtwrt supptjf in the ft £ 



Kennedy. D Mao*^ and Alan K. Simp- 
son, R-Wyo.— to increase businoss- 
sponsored vw&# to about 843 ,0W* n year, 
but that number would indude depen- 
dents. 

|ni migration legislation still must be 
approved In 1-hr Houst, Judiciary Com- 
mittee, the full Houtie, and, in ail liki-li- 
hood, a Hnuse^SenHte conference, 
which wnuSd reei male differem.'** In* 
I Min i their respective measures 

As they currently stand, however* 
both the House and the Senate bills 
could worsen the immigration problem 
for busmesa because they would elimi- 
nate the priority given to professionals. 
Although the proposal* to increase the 
numbers are step* in the right direc- 
tion, the numbers in the bills are not 
.w.igh in meet btiattieas's future 
need*, my* Krcb*. 

The Senate legislation would create 
an Independent immigrant category 
with aubc&tegories for biiaijiissuvspon- 



sored immigrants — professional* and 
skilled workers — and for immigrants 
who earn a certain number of points 
baaed on their educating training, and 
work experience, The Latter subcate- 
gory would be used primarily by work- 
ers who do not have specific )aba wait- 
ing for them in the US. 

Virginia Thomas, a sen tor legislative 
officer with the Lahnr Department, 
says, "For u b mail-bus inesa 
person to snmehow ma^icaJly 
come across an immigrant 
whose education and skills ore 
needed and who has entered 
the United States through the 
point system is going to l>e tike 
finding a noodle in a haystack/ ' 
The House measure. Kke the 

J Senate bill, wnuld 1 in rip profiw- 
sionals and skilled workers in 
one category. It aleto w r ould al- 
locate 1,000 via** for ahem 
with business oxfjertke. 

Says Buffenatein: "A divi- 
sion between the Mgher-prion 
ty | professional] imrni^runi^ 
and the lower-priority [skilled] 
immigrants nhsoluteiy i rm 
cal. Eliminating the prtoritke 
will cripple the ability of the 
business community to re&|K3nri 
to challenppBs and compete in 
international markets."' He 
B&ys, prafesHkui.-ii^; under both 
bills likely would have to wail 
much longer than the current 
14 months to enter the U.S. 

Unlike the Senate bill, [ike 
Huuse Lull would streamline 
the process for proving a need 
for on immigrant worker. A firm could 
apply for a foreign worker wirtnmt nh- 
taining Labor Oepartment eertidcatJon 
thai there are nu Ll-S workers for the 
[motion. The employer wimhi hi' rv 
quired only to attest that no U.S. work- 
ers an* available and that the sponsored 
immigrant would be paid the prevailing 
wage or tbe same wage as \S& wurk- 
ers in the oonie position, Jriftfahever is 
higher. A company's assertion could he 
chailenged* however, by ft* employees 
or by outside parties audi as labor 
unions. 

The House bill m unpalatable to busi- 
ness for other reasons. One Is a provi- 
sion that would require many employ- 
ers to pay a fee to the U.S. government 
for each immigrant they bring into the 
country. Co nip an its with fewer than 50 
employees would not hv n-rjuired lo pat 
i m? those with fiO to 2M workera 
would pay (500 per immigrant; firms 
with more than 200 employees would 
pay S! f (XX) per foreign worker. The fees 
would he used for grants to the etatea 
to provide educational assistance and 
training for U.S. worker*, 

The measure tUno would litnil visas 



Best Western has a 
plan to spruce up its hotels 
from coast to coast. 

HcvauMJ imJi Ikst Wou m his alu.ivs been 
siiikpcnJcntti, tm-ncd jnd < ppented, ytm o nslJ Av.u v 
count on jii aJTiirdahli: pLict to stay that maidicd the 
pair bftib* country where your travels took yoa 

N< ?sv, thinks to an ongoing rcnurarjuti program, 
agiKHhhmg will just kcq>^ringbertrr With ^ 
layouts, N^v furni-shing^ And new guest amenities 
All designed to make things mottconiibrtjbic. Bur 
rxrc necessarily more esptrnshi;. 

From coast to coast, wcW changing mrythi ng 
but our [i.ntiL. And die trie rid ly Nerval ,imi unique 
experience venrve kume to expect from Best Western. 

For an application to our tee- tree Gold Grown 

Club call i-soo-best<;i:est- 

Ask vour travel a^cnt. Or call our tot 1- tree 
■CKrvttkxiiline: ^O^S -1234. 
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for temporary foreign workers and 
eliminate the separate categories for 
1*r of ewiu rial- ami skilled wurkerti, nays 

"Business doesn't need a Lax on in> 
migrants, a point system, nr new cate- 
gories for immigrant workers," says 
Kre oh. "It needs more via&s so that ttie 
backlog of huame^s-sponsnred immi- 
grant*, who have Liiready Leon ap- 
proved for entry and have jobs wailing 
for them, con begin working for these 
businesses," 

T~ he Bush administration and the 
federal agencies, that deal with 
im m i g ra ti on —primarily the 
State Department* the Labor 
LJep&rtnmnt, and the Immigration urn J 
Natural isurtfon Service, which is in the 
Justice Department— ajjrec that the 
baeklotfs must be addressed and the 
immigration laws muat be updated. 

"S.lv- ,'.r, INS (ifficiul ''Our reeonv 
mendfl Lions (u> Congress] were U> re- 
form the legai-immigratior! system as 
the nex( in limiting it up to date. 
YVVre working with essentially the 
same system that was adopted in 
We want CongftHis to increase the em- 
phasis .si i skilte-bas**] irnmi^ ration mul 
provide greater balance between fam- 
ily- and skills-haired Admission levels/' 
Although there is wi&j rtg qad sup- 
port for reforming America 1 * legal- im- 
migration laws, progress has been 
ibWi florae experts aay, becauae of es- 
sentially unwarranted concerns about 
the economic effects of immigrant 
woriwre on the IIS. economy. 

.In I tan Simon, a professor of business 
administration at the University t>f 
Maryland and author of The Economic 
CviuucqventtS of Immigration, says 
numerous studies disprove "popular 
wisdom" about immigrants' effects on 
tilt economy. For I'xampk, he says f im- 
mi grants do not displace American 
workers, but create jobs, and they do 
nol use more welfare services than nnm 
immijfranU— they use fewer. He add* 
that imriiigrantfl enlarge the country s 
taxable wage bikse and tend to be a.* 
well educated and aa occupational ly 
■killed m those burn in the U S. 

"An overall increase in immigration 
is the best way to boost the crucial 
stock of talented scientists, inventors- 
rngirnjiirs, and managers who will ir»' 
prnve U.S. rarnpetitivenes&p" «ay* 3*" 
mnn. 'TuHilH young immigrants help 
UH advance every one of our national 
goals, They make as richer and tit>t 
poorer, strum iter and n ■ ii weaker " 

Union* current immigration laws are 
improved and the House and Sen*** 
lull* are modified tn address \^ ^" l3lt " 
ntti's employment pudii^ bn^inefls pQQ" 
pk say, cumfjantes. like Terry Fortune* 
may soot) be poorer and weaker IB 
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Life After 
Near-Death 



As John ami Michael 
Koss can tell you, 
Chapter 12 concentrates 
the mind 



iiy Mirfinef Bar riff 
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John C. Ktafcj a eu-y ear-old MiV 
waukoe businessman, dea tribes 
himaelf \vr "the typical kit I whu 
started with the lemonade stand. 
Totally entrepreneurial/' He could have 
wound up in any titimber of businesses, 
but as it happened, he won great suc- 
cess in one he cared about for its own 
sake. "This business got very interest- 
ing and exciting to me beeauae it was 

sum fining 1 liked," K«rs* sriAS ij-f the 

company that 
bears hit name. 
"It was music; it 
waft like being 
riffht hack in the 
| trumpet | nec- 

His company 
was the first to 
make stereo head- 
phones, more than 
ffll yearn ago, and 
his name will he 
the first that 
com en to mind 
when almoin any 
audio buff to 
tfthtid to identify 
the leading manu- 
facturer of headphones. 

Headphone* existed before Ko*« 
started making them, but they were Fur 
communication, not for music. Aw Kobe 
*aya> "You can't get ft musical balance 
wfth what you get out of a telephone/ 1 
TIlh K<iss npadphonen were the first to 
provide full amplitude, low note* as 
well aa high. 

Although hi-- worked with an audio 
wjgineer to get that renult, Koaa him- 
S'ilf ir- 1 1 1. it. an i'liflinoor— he has only a 
high-school education— and that may be 
(toe reason hia phone* dim always 
heen so good. J, l didn't understand any 
°f that/* be say* of the technical Hide of 
•otmd reproduction, M and I didn't want 
w understand any of that," His atmo- 
jferd for measuring Lhe quality of the 
Jftftm headphones' sound reproduction 
>a.n basically my ear* at the time. I 
a musician, a trumpet player, and 1 
knew what I wanted to hw," 

He listened to varioua records 
^Pfjugh headphones over arid over 
jjEaiu, and he responded as a listener to 
hti ^ change* in the way the 'phone* 
™jm put together modified the eound, 

Phen 1 would get some musician 



friends aa they came through town, and 
we'd sit them down with a witole row of 
ei| un li?.ery " He met jazz trumpeter 
J I'll. I.;. Hi. I » !.:. v. >,.. Introduced him to 
singers Mel Tonne and Tony Bennett; 
trumpeter Diiay Gilteapie and pianist 
Oscar Peterson also listened throiigil 
the headphones and told Koss what 
sounded good to them "In effiv\ 
Koha aay*. # SireV* been doing it that 
way ever since." 




John Kaii, njftjt, flfrrf hvtstw Afichwl 
wear thr cordfvss st*-rco headphone 

ytotrititj rrpultitiott irith owdio buffs. 



When Koss speaks of the company 
and his role in it he reveals a Himilar 
bbu toward the intuitive. He describe* 
himself as "an artist, an innovator, a 
motivator, a problem solver/' The 
Amrrii-an amhiP crninpLirsH^ that have 
tturvired. he say*, "'are the on*« where 
There's some peireption of art left, in- 
stead of the science/' 

K rifts Corp. came very clone to not 
surviving. In December I'JM, it nought 
protection under Chapter J ] of the fed- 
eral bankruptcy code. Unlike many 
auch companieK, it emerged from Chap- 
ter 1 1 a vear later and ha* gone- on to a 
string of profitable yeank The teaaoii of 
iia extierience k not, a« you mi^ht ea- 
pect that "art" musit give w r ity to hand- 
headed business decisions; th« teroon i^ 
mote the reverae, It wii When John 
Koas deckl^J to behave less like ' an 
artyit," and more 13ce a bu»ine»aman» 
that he got into trouble. 



Kosa got into beadphonea in a round- 
about way, after first making some 
money renting television rets in Mil 
waukee hoapitals. He and ae ejsjjiueer 
colleajrue plainn^J ri. marked \v\\m Km- 
uVscribea as "a littU* portable pboncj- 
graph with &ide-wmg speaker*" and a 
rt private switJclT that the listener could 
n:-i' [ji hHt>?rj to niiini^ through another 
part of the package^he^dphone». 
In November 19S8 e Kom took several 

demonstration 

units to a hi-fi 
show at a Milwau- 
kee hotel. The pho- 
nograph waa a 
wallflower at a 
show dominated 
by high-quality 
cumpnnenU, but 
the headphones at- 
tracted a lot of in- 

M For a couple of 
•l!i>^ I kepi trying 
to sell them the 
package/" Ko» re- 
calls. " Finally T I 
thought I'd better 
consult the mar- 
keting department, so T went back to 
the office, went in the bathroom, looked 
in the mirror, and said, 'There's a mes- 
sage here. What's the feedback telling 
me? 1 And the guy In the mirror said, 
'Can the phonograph and make uteres 
phones. That's what people want.* " 

They did indeed, and by the mid* 
1960s, Koss Corp* was a highly nueceau 
ful Huh? rutiip:L!iy. Si/ John Kol-* did 
what seemed to be the natural thing fur 
anyone at the head of a growing compa- 
ny to dor He exuded the product line, 
ny huyihn a couple of other small com- 
pantes. "We thought we w T ould trj r to 
handle turn tabled, electro aica. and 
'phones TH:tL liiiia'E work." 

Kosjs Corp.. newly |jubiic, Huffered 
heavy kmne* before retreating to its 
suc-CLaltA headohune* hi Lhe it j id- 1970a, 
the company weni to the brink again, 
Ihi* lim^ tiecauHe ,lnhn Koss brought in 
uuthidr aiaiLii^cnifiU thai failed tM r^- 
Mpond adequately to growing Japanese 
coropetitjoiK 

There i* an eerie sense, in reading old 
clips about Kos§ Corp., that It* history 
in the mid^JOs and mi4l- 1 7nhi recreated 
Itself in the «arly BOs. Once again, John 
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1 1 ill sitrtwt mth them crudely 
Mttunnbted fwadphouf.f. drsipm-d to 
reproducf music adaqutitety. John 
A'o&v itftrfirfurvti itwin at a hi fi 
show in u Milwaukee hatet. 



Koss had brought in outside help — n a 
strong financial man' 1 who had worked 
for n much larger corporation — and 
once again* the company tried M> ex- 
pand its product line T this time with a 
walkaround radio called the Ko*s Musir 
Box. Were the sitoatkins a* similar ^ 
they seem? 

kJ From my perspective," John Koas 
saya, "they were the Mine. [ listened to 
&]] of the administrators who said, 'As 
an entrepreneur, you ought to have 
somebody who can run your business' 
ThuL reality wasn't true: f was running 
it pretty good, both times. But the plan 
was u> get somebody who could 00 l 
belter job. We] I. the company had its 
own personality, and a lot of the people 
who wen- hrrv resisted the change. 
You mix that up with the outside forces 
of cite economy and everything else, 
rind pretty srmn ymiVe got a problem/" 

TW "finjUli-nr in the early 'SUs 
lurnH i nit to tie much knottier 
than the earlier ones. Parity 
cause of slow deliveries from a 
Taiwanese supplier, the Koss Music 
Bo* was overtaken atmoat immediately 
by lower-priced competitors— but th<? 
company misread the market and o im- 
pounded its woes by adding tape re- 
corder* and a second radb to iti wal- 
ka round line. Jn the meantime, the 
headphone lines were stagnating, and 
Japanese competitors were eating away 
at the market, 

John Koss pulled the company back 
frnm 11^ ermr^ -tin I restored its em pha- 
lli ofl headphone* but too late— skepti- 
cal bankers forced Kos* Corp. into 
Chapter It in Ijecember IUB4. "The per- 
ception was/' John Kosa says* "Aaia'a 
taking over, and little Koss isn't going 
to be able to stand up to it/ 1 Fortunate- 
ly ^ be says, 4 "the quality image thai we 
had" permitted the company to keep 
expanding its dealer base even during 
its troubles — "a hell of a way to find 
out who your friends are ." After a year 
of turmoil, Koss Corp. settled with its 
lenders, paying them about two-thirds 
of the nearly tU million it owed. 

Almost immediately, the company be- 
gan proving the banks 7 skepticism un- 
founded. At the January 1986 Consum- 
er Electronics Shaw, the industry 
showcase, Koss introduced, to enthual- 
astic response, a now line of light- 
weight 'phones that had been in devel- 
opment just before the Chapter 11 
filing. Then, at the July Consumer Elee- 
tronica Show, Cpoa mtmduced the first 



infrared cordless "phone — another 
highly successful p rm luct. 

Koas Corp.' a massy new products 
permitted Kos* to Lake full advantage 
of the audio boom that accompanied the 
introduction of compact dfecs, Th* eonv 
I m ray ]i?t* btK-n consistently profitable 
since il emerged from Chapter 11; net 
income m fecal tStft* wae $1.7 million on 
sates of i2&J> million- This linor, 
though, there no .si^rji that prosperity 
will tempt John Koss intn mistakes like 
thosp thai ahnotfi eusl him i-ompariy. 

A passage through Chapter 11 can 
toad a company to adopt disciplines of 
obvious kinds. "We've gut one secre- 
tary for three executives" John 
Rosa says. "We answer cur own 
telephones." Exceptionally gen- 
erous wages gave way to a 
more realistic compensation pol- 
icy, with the result that Koss 
narrowly avoided unionization 
in a 1987 vote, Bat Chapter 11 
also brought with it a profound 
shift in how Koss Corp. goes 
about jtw business. 

The instrument uf that 
change has he-en John Koss 1 ef^ 
Awl Hnn. Michael J. Koss, Uti. 
Michael became president and 
chief operating officer three 
years ago, after holding a suing 
of leaser corporate positions. 
(John Koss still controls about 
35 percent of the stock, and oth- 
er members of his family also 
hxild executive jobs: John C. 
Koss Jr is vice president for 
sales, son-in-law Michael F. 
Moore lie general counsel) 

Michael Kork relishes the 
technical *tdr- of the business in 
a way hia father does not, but 
he is not wrapped up in engi- 
neering minutiae; instead, he is 
trying to transform the manu- 
facturing process by rethinking 
ever}- detail of it. If the Chapter 
11 episode had mH -H-rurmi he 
says, I'd pro bat i Iv s-i.il I have the atti- 
tude most business people do: When 
you grow, you add people, you expand; 
a I if you ever have a problem, just 
throw money at it/ 1 But not now. 

At the Kosa plant on the north side of 
Milwaukee, around 35(1 to workers, 





Koss warkin wr whir kewlphttmw hand. 



depending on the season— most head- 
phones are sold just hufore Chriftt" 
maa— ftssernble tlie company's more e^' 
pensive products (the cheaper 
Insi'tpJimn 1 * :ir^ nwuW* in Llie Fsir En**' 
Aa Michael Koss leads a Tour of tit* 
plant, he speaks of synchronising ever) 
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for years: Yfiu gel a Wig rnactiiru' ami, 
whether you need the -Stuff or not, you 
make sure it's working all thf Lime, 
because you've got to justify its eril- 



rice 




Tni huftfeOM lira inrtudw dozen* of model* 



gfegt of thy work, so thai there is as 
wmte motion, and as little waste 
PMuct, an powlhli— a pull- lit nojjrh <>S' 
Nation in which each worker make* 
(,fL Lv w|i: L[ :: , m'tdivJ nl r.hr.- no si sUffj 

lt'ii Loudly divert ni" he says of 



Kin 



Approach," "from what's been done 



That's not to say new machine ry 
won't come into the plant" "There are a 
few things we'd like to Automate, and 
we will, but when you luuk at the diver- 
sity of the product* we're making, 
you'd wind up spending all the money 
for Automation and never chuntfe them 
People, are prHly flexible; machmf> 
aren't ThaVa one- of the reasons we've 
looked at simpht'yiJLtf tlit way we mftke 
things" 

"SimpHfrinB" «au mean com- 
promising, of eourse T but not in 
this case, Koss makes head- 
phones covering n very wide 
price taupe, from less than SIO 
for "phorje.s sold eci disco li nt 
stores, to ?£75 for the top-of- 
the-line infrared model, but they 
Hill enjoy an enviable repulaliun 
for quality. The midio colurrmLsi 
for The New York Times wrote 
recently of "the remarkable per- 
formance" of the infrared Kosa 
Kurd less hew 3 phones, and tln-ir 
"delightfully clear 11 tone, and 
other Koss phones have won 
comparable accolades over the 
years. There's no hint, in what 
John and Michuel Koss say, thai 
they ever think about cutting 
tiomers, Headphones now ac- 
count for close to SO percent of 
Ko»s Corp/s revenue?, but the 
strongest evidence of the com- 
puny 1 * po^l-Chapter 11 rhurm-- 
ti r may lie in an unlikely place: 
n new product line. 

The new line differs markedly 
from (he product* thai, hrmight 
(Loss lo grief twice before. It is 
made up of compact-disc record- 
ings by l In- Milwaukee Sympho- 
ny Orchestra u ruler Zih : in'k Mit- 
eal Both John and Michn. i K 
are classical-music enthusiasts— John 
once owned a classical radio station — 
and at first glance, startinjc their own 
record label mi^ht seem like a qubtoiic 
gen lure at best, an net of personal and 
eivic vanity at worst. But in fact, the 
KoBeu* have gone about marketing their 



ShCH I97Z. Kuito Carjs hti. t tttvfttiuu I 
commuters on Inttrstute i$ with p«n- 
filled tuf litofi rda iikv thi&ojie, near the 
Jibs* plan 1 on the north tide of 
Afituvit kirt 



CD* in a can fully thought-out manner 
"There is an enormous filtering sys- 
tem that keep* Home very interesting 
pnxluct* from ever rvachinjf the hum I 
of consumers/' Mich ft el Koas eays- 
Ftnlher than go through the frustration 
and escpenae of challenging that sys- 
tem—as they might have, pi^Chapter 
11 — the Kosses have taken advantage 
of their headphones' wide distribution. 
Each set of Kosa phones comes with a 
[Fftrkagr iiiHert inviting the purrhastr 
to "expand the Round of Kosa with the 
Koss Classica." Interest atirred by the 
ins^rthi has made it easier, in luirig to 
gel the CDa into record stores. 

The first three Kos* CDs, of mu 
sie by Dvorak and Beethoven, 
u-on ravtr reviuwii, an perform 
mantes and as recordings — 
Fnrifare magazine bracketed MftcaT* 
vension of Beethoven'a Ninth Syinpho- 
I ny with classic njcnrdin^s by Arturo 
Tt^ciLiuni ami Wilhetm Furtwanffler— - 
and they may well luni out to be Itnan 
dal winners, too. The K oases hoped to 
reach tlie Ijreak-even potnt by the Ume 
they had released eight CD&; they were 
almost there after just three discs had 
been released. 

The way the K oases do thin^H, their 
i[iji^t f*ir [inrlit wnrk LLk T mri'-;t 

what John Kosa ctiih 11 the perception of 
art"; instead, it nmkes the Jl an 1F eco- 
nomlcally feasible 

From all appearaneea F Kosh Curp. h 
now out of the wooda. True, salea and 
prtFfilp in fiscal '89 were down a little 
! from flacaJ '88, and flacal 'ftO may be M 
better than W; but the audki iftdualry 
has always gnne through sharp cyclical 
*wiii£ft. John KtMsaaySp "The tmubl*' Ea, 
uv«r> a body thinks the rise is nuver gokiff 
to stop." The Koeses know better, 

Koas Cotp. haa emerRcd froin Chap- 
ter 11 as a company that devote* iu 
energies to a relatively omall number of 
products, which it mai^ -np^rhLtivi-ly 
well. It is run by people who can j about 
what they make, and who try to find 
ways to make better products more 
cheaply. They have the intense interest 
in Llihir company that cornea from own- 
ing h lurge part of it, and they kmjw nor. 
\ti be seduced by good times or di$cour- 
axed by bad. 

That description may sound familiar. 
Similar words could have b^ n applied 
to many, many thousands of U.S, com- 
panies not long ago, when American 
manufacturing wn* otic of the glories 
of the world, 




Executive Seminars hi Sound can help you improve Ycnjllprofilforalifeti^^ 

your management skills— and your bottom line— fast. Eitfhi utive Seminars in Sound If you're not cum irked tin 

audb cassettes deliver practical, proven techniques that you will make your life easier, just return ih. m v, 3 i hi i I ; . d:w - I 1 
can implement right away. 

Hie -15 -minute- tapes cover 
L How To Gel Your Ideas Across 

2. VbW Role dis j Decision Maker 

3. Better Management of People 

4. Mastering the A rt i A I Jele^at in^ 
B. Making the Most of Your Tune 

6. Or^m zing Your Plans and Manning Your 
Organisation 

7. St rategies of Moving Ahead 
How to Live with Vc^ir Uwn Success 

Listen in your car, at the ufiice, ill home or in 
room with convenient tapes in a compart tedtt 
spire your employees, control ycwr schedule and 
enjrjy your success. 



a full refund. I *rder your set today. 



Try it for 15 days FREE 

rkinrunttw: Siuid "fcuci-uiiw St-mindr* in Hound." If n** 
rFMirm^Jily Nflf lifted. I i-£i" ri lurpi ir f( t r a JulJ n funil. . 

O Check enclosed fer tt& Ffcu* include $3.flf) fbt $h epptafl wri |iariU 
□ Bill my credit card; DAE □ VISA LI MC 
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Family Business 



A stormy father-and-son relationship; helping 
heirs apparent learn responsibility; a daughters 
demands to take part in the business. 



CflMMf HTflUT 



PLAN NINO 



Agony And Ecstasy At IBM 



Father, Sou & Co., Humus J. Wstrton 
Jr/* memoirs of lift? with father at In* 
teriiutinnnt business Mac hines Corp.. is 
4 pb i the in- steelier li&l and deserve* lo 
be. A juicy account of the stormy rela- 
tions bip that existed between Tntti Wttt* 
son Sr. and Tom Watson Jr. as they led 
IBM to jrre&Lnefts.. this book can wrinjj 
sweaty recognition <hj< nf :u'.v fin her 
and son in business togoUwa*.* 

Watson says he was La awe of hiH 
powerhou&e of u father, H yet we both 
ha«| such hot ternptTR th:<t at was hard 
fcjr nu- Cr i he hi the 
same room with 
him, much less try 
t<» h-jirn fnirn him 
how Lo run a 
company/" They 
fought savagely 
about every major 
issue nf the busi- 
ness,, from how to J 
finance IBM* 
growth to what 
roles other family 
members ou^ht to 
play. 

What Fat bur, 
Son ifi Co. (writ- 
ten witli Peter Petre. Ban Lam Books, 
gome what play* down, however. 
Arr the w»yn in which the two men 
iJttught to iitVirni their Jove, 

Watson told Afetiew'j Bunimw* that 
father would often teJI him that In- 
tovtd Mm. 11 Ami very warmly. Awl hi 




[fVf/.MJjJ loves his falktsr as 
pastrianat*}{(i today oshr nt r did. 1 



a firt'. He admits his own rnanagemont 
blunders. And he more than once ad- 
mits he cried, nod he even describes 
seeing a psychiatrist when it looked as 
though bis marring? pf 3J0 year? would 
fail [ft dfclnU 

We asked tf it MM hard tO be «J 
honest. "Not at all" he replied. About 

fulir in v>;tr- -;iid VW,:-.Hi 

who h ft IBM in 1970 and U now 7G fc he 
finally became "comfor^M- with mv 
Bit" Gniy four or five yew* ago? Whj 

Hiri^i^ ,, I l Tl» aittWttf leems tu Jiu ir. 

the things he did 

not only inside 
IBM Unking it 
from 1700 million 
in annual sales to 
$7 billion during 
his years of lead- 
ershipj but outside 
it as w^llp serving 
the Carter admin- 
ibtnttion as chair- 
man of the (iener* 
al Advisory 
Committee on 
Arms Control and 
Disarmament and 
as ambassador to 
the Saoviet Union. Ho was finally able to 
tell him a*] f r "Heck, it just waan't 
IBM/' but that he was nbte tu succeed 
at other endeavors as well. 

i-s-fh-.ijv- in hh I k hv ^ruh-H »1 mo^i 

succinetly when hv writo P *1 think t 
was at least auoettteful enough thai 



*oukl f reqaently. At Uw end'of oiw of peopk eouW ftay t was the worthy ton 

thn&e Imtttes, be in tears with his arm* of ft worthy father" 

**>und me and hM face next to mint* Though We father hu lw?n dc*d for 

*»yinfc Lhifi^ like, 'S.^ . ^rniti oti. Tott more than 30 ymrfi. Witteon seemji to 

I'm ttjuntinxt .... v..,, and you Md I love him i«issKmm*J>- today as he 



We giqt to stand together/ * 
T hi y were a M ktaainf; family." W*t- 
lay*. "I a I way* kiisaed my father 
Rtod night, or, if I met him on the 
■faftlt and I was AO and be was SO, I'd 
waji jcrah Hit* hand nnd kttl hie 
'hetfc/* 

W*iUk>n h ft hook ts refrwhingly candid. 
1f " t-'H> vi^-h tin hinmelf— ut a child, he 
°^Tned a brund-m w leather coat by try 
to make rnnolM jf-i^nuls with it over 



ever did. But fie told us the beat father- 
son rtlatkjriMhips he has aeeo are when 
the son, not the father, is the hue.*®*!*, 
[n \m book, he &uy» lots of sons a«k him 
if they should follow their father* into 
bunine&s. if My answer ifi: If you can 
fttund it, do it" 

To u*. he sAirJ ttint to frjr^i- any rels- 
ttomdiip, "you have Lo take same bitter 
with a lyrrwmt deal of ftweet, ami thut'- 
thi way I felt about nay father/ 1 



Learning To Be 
Responsible 



By ( 'raiff E* A ronajf u ttd 
Jtthft {. HVrnJ 

'I vdhh my (mrtnU had concentrated a 
little l«s on twuinft me happy and a 
httlo more on building my character. 
Tii* v alwayn aeemed to jjfive me what- 
ever 1 wanted . . , even awe, LoU of 
times they seemed to feel guilty about 
trat hiwtfi^ enough time for my broth- 
ers and *utj?r& and me. so they tried to 
make tip fur it with frifts of money/" 

We often hear thb *ort of lament 
from the adult chili In n i*f successful 
entrepreneurs, In our work with family 
biMinems, we have neen many situa- 
tions in which Mich attitudes result in 
painful family and buftbes* confiiets, 

iJy businesses recogidae the danger. 
Theu* dominant concern b that their 
children learn what accountability 
mmm and that the children accept re- 
H|jouhihiSity for th«m«elveap their <h ci- 
flionii. and Lheir actions. 

Children i»f wuiilthy [ijihmils iift**ri 
hti^- dLjfu'ijJts with accountabiliij llikI 
responsibility- But M the ailver^sooon 
syndrostie" is by no metui^ inevitiLi-h- 
Indeed, the yonng man quoted above 
managed to overcome hm uwn Ptteot* 
tnenL Now be says; can't blame 
them. They spoiled me and protected 
nip from failure hetruufU' tin y Wa inr 
Tve reaJiEed that 1 tttM to accept at- 
countability forttll that myself now. Aa 
an adult, that's my reH|wijftibility/' 

Our ex|jeH<»nfe leads us U\ Lk- Sn^h-ful 
that a new trend is developmff- At s 
recent *eminar for thoae 20 60 30 yearn 
old who are famiky -business succesftur*- 
to-be, we found the*e young people to 
be as concerned as their parents about 
their own learning of accountability 
mi reifponaibility. 

Dov^loplng a siense of rt^uonif kbility 
with related characteristics such an hu- 
nulity, self -asHu ranee, and indepen- 
dence WTia far more important to them 
than k'arninje bunini^ft ikills*. k?ad^r- 
Rhip capabilitieB, of ehTnctiveness. In 
other words, these young adults had 
their urinritkifc straight. 

What did they mean by accountable 




Mark Your 
Calendar 



Aug, Z-4, forms!. CaH. 



The Family Busings Experience" 
]& a three-day course covering such 
topsca as succession planning, wom- 
en in family Anna, and relations 
with Dun family employees. Contact 
the Center for Entrepreneurial Man- 
a gement , 180 Varick St,~ Pent- 
house. New York, KY. 10014: (212) 



Aug. 26-30. Phiiadvlphla 



"The Next Generation of Family 
Members in Family-Held Business- 
es" a seminar for young adult fam- 
ily members and their spouses. Con- 
tact the Division of Family ft tidiness 
Studies, Sol C. Snider Entrepreneur- 
si Center, The Wharton School. Uni- 
versity of Pennsylvania, 4L J o Vance 
Hall, 37S2 Sprure St., Philadelphia, 
Pa_ 18104; f£t5> SSfl-wm 



SMt M-H. Dallas 



Insuring continuity and health of the 
family firm in the subject of a semi- 
nar sponsored by tiuytor University 
and die Greater Dallas Chamber of 
Commerce. Contact the Ccnuir for 
£ntreprctieurship t Baylor Universi 
iv. Waco. Texas 7679S: I317) T^V 



Oct. 17 m Atlanta 



"OJebrating Family Business," the 
annual conference of the Family 
Firm Institute. Speakers include 
family members from Hants man 
Chemical and Spec's Music, a Florida 
retail chain. Panel topics include mi- 
nority family buHineafiea, career 
planning, divorce and the family 
Ami. and recruiting and retaining 
key no n family managers. Contact 
the Family Firm Institute, P.O, Box 
476, Johnstown, RY. 12095; (518) 
762-8853. 



How Tq fit! KM 



The Family Business Calendar 
H*U notional and regional eirtil* 
thai are on*n tn the pun Ik Send 
lislinirs three months in advance to 
Family Efuftineas, Nation'* Bum 
tiws* IftIS El Street. N.W.. Wash- 
ington, D.C. 20IH52. 



iu and responsibility? We asked them 
and found that their definitions Includ- 
ed: 

• Solving your own problems. Seek- 
ing information and advice from others, 
but accepting that the ultimate decision 
is yours. 

• Anticipating and accepting the 
consequences of your behavior Recog- 
nizing thai all decisions have risks, 

• Being self-reliant Realizing that 
you are dependent only if you make 
yourself so, 




• Not blaming others for bad out- 
comes. Making the best of it for your- 
self and others- 

Above nil else, they agreed, account- 
ability and responsibility mean assur- 
mg that you have choices among satis- 
factory alternatives. Even when you 
choose to enter the family business, for 
example, you should lake respons ibil it)' 
for maintaining your employ ability out- 
side the family firm. Such choices pro- 
vide pergonal and emotional freedom, 

"The more choices 1 have, the less I 
need them," one young person ex- 
plained 'The ultimate freedom is emo- 
tional freedom* Sines I've felt free, I've 
been so happy " 

We asked the heirs apparent how 
they full one could best learn account- 
ability and responsibility. The most 
common responses were; 

• Create your own source of in- 
come in high school or college. 

• Design your own college goals re- 
lated to course of study, estracumcii- 
lar activities, and personal devclop- 

rrn'tit 

• Work outside the family business 
for a while. In so dtiing. develop a num- 



her of job alternatives from which you 
can choose. 

• Gain self-reliance through indi- 
vidual travel and Outward Bound types 
of programs, "which challenge and de- 
velop one's survival^ riakvtakiiig, and 
nlher skills 

• Maintain [.ier>-pectjvt- while on Lhe 
job in the family business by being paid 
market rates and seeking feedback 
whenever possible. Ways of fining 
feedback include testing and counsel 
from Industrial psychologists* talking 
with honest and trusted peers, and get- 
ting performance appraisals in jobs 
with niuusu ruble results and personal 
incentives (such as sales or profit-cen- 
ter responsibility). 

We believe that wealthy families that 
produce responsible offspring have cer- 
l;un rhun^TK ri^iJ'-s. For HMLmnk those 
f ami tie a that earn their wealth wSil i sj 
the children nrv teenagers or older 
seem to have a real advantage. Chil- 
dren who see firsthand the work and 
sacrifke necessary to be successful in 
business axe much less likely to take 
for granted the fruits of that success. 

Other wealthy families use essential- 
ly two methods of teaching their chil- 
dren about the relation ships among 
work, sacrifice, and rewards They have 
their youag kids work bask, hard jobs, 
like sweeping the floors in a dirty plant 
or stocking the shelves In a retail store. 
They also tnre more modestly Skin their 
means permit, consciously avoiding 
having the most expensive car, the 
rriM^I t-ltrgsuit lu 'i use. <ir Lhe li±rgi j M wi- 
lowance In the neigiihi.-rl .n,H h, .iln.n-L 
they avoid ostentation. 

The bottom line on teaching your ehil- 
(fatal to accept personal ucauintahility 
cons n ts of giving them opportunities to 
make mistake*, urgtng them to create 
choices for themselves, and helping 
them to gain the ability to see thenv 
selves as others do. 

Or, as one successor in the seminar 
put it, with the quick concurrence of 
the group: "The best way to learn re- 
sponsibility is have your own kkte!" 




John L Ward is the Ralph Kbf^t* 8 
prvfesmr of private mterprim at 
of a I'nitwrmty of Chicago. Craig & 
A runoff holds the Chair of Ptn*(* 
Enterprise at Krurtesaw State 0$*' 
kgt r in Aforurtta, (To. Both nrefiiMW 
business consultants. 
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CASE STUDY 



"She'll Always Be 
My Little Sister" 

Martin Schmidt is the second-genera- 
Uon owner and manager of & con&true* 
ttDii company that builds office towers 
around the world. He is in his late flf* 
ties and recently became concerned 
about hi* daughter, Dorothy, and her 
increasing desire to join the (amity 
buflinem 

Marty's middle child, Robert* Has 
been with Schmidt Works for four 
years and is widely v if? wad as Marty's 
likely successor. Marty f a other child, 
his oldest son, moved fur from home 
after a falling-out with his father Mar- 
ty's wife w in" 1 1 involved, in ihe business. 

Marty admits that Dorothy i* well 
prepared for a career with Schmidt 
Works. She hag. studied at Ivy League 
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schooK has worked successfully in » 
multinational conglomerate, and hold* 
in MBA. Wheft Marty wis asked about 
his reservation* about Dorothy 1 * join- 
ing the ft mi, he replied: "I'm son rod to 
bring her into th> company I k" nw 
*he> qualified, but I just caul see my 
Dotty leading and giving orders. She's ' 
a gfiod girl, and I know That im oiu* in 



this business will listen to her/' 

Hobby shares his father's opinion 
that Schmidt Works is not "the right 
place for Dotty/" He say*: *1 don't net- 
her working in this, industry— it's physi- 
cal h exhausting work. I'm afraid she'll 
fail, and nhe isn't ublt- to handle failure. 
Shell always be my little sister— HI 
never get oht that. I jure want to pro- 
tect her, and J don't have time to hold 
her hand. Her insistence on Joining the 
business is beginning to irritate mo." 

Dorothy says: "I've always wanted to 
be in the business, and aa a family 
member, I should be allowed to join. My 
only problem Is getting my father and 
brother to take me seriously. If I pre- 
sent some Hpert'& idea. they listen, but 
my opinion is usually overlooked and 
nut ilLscii»m.d. I iV.-i fnjhrnu.'d and a 
little hopeless about even thing* I'm 
confident about." 
Is them any hope for Dototliy? 



Unfreeze The Family 

tor of the Center far ManagrmtJil at 
th\ fmHhrn -nf faring tfo ftjhrd: 



Broaden The Uns 

3f n ry M Vu ftrei dte, a r / r h j m / 
family Ann Arhur. Mi, h 
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. Marty and Hobby see Dotty in her fam- 

■ Hy rol^ daughter and sister, rather 

than b her potential business role, They 

M m&m 10 view her in B traditionally 

Jk gender-biased manner— they think that 

«h»#wdm she women aru generally frail 

ami thai they ladk competence and assertive ness They also 
may be unwilling to share control of the company. 

On the other hand, by saying: that "a* a family member, I 
Hhfiukl be allowed to join." Hotly may be communicating that 
entering the buviacsiL ft a birthright rather than soraething 
she must earn with valuable skills, expertise, and effort. 

Inaccurate perception* ami inappropriate communications 
are major impediments to working through the succession 
issues that this, family business faces. Marty, Bobby, and 
Dotty must unfreeze their current view* to acknowledge urte 
another a ojaiiliti+'h prtipt?rly. They need to be able to envision 
one another aa beinf; capable of mnw than their role* in the 
family. They car betfifi expanding their vw> by expl]dt]y 
diacuasinif mk rol« f trallfi. Rtrengtha r *wi wtjakn«i»e* ia 
sli'' familv and in uiher Mltiw* The positive nn well as 
negative impact of Uotty s gender on her effectiveness in the 
k t>si»aa should b* open for diacussion, 

This protea* oft*n requirew the help of a "facilitator ^a 

trained professional or trusted frwnd 

w hn rjui kee]» diacu.^on focused nn tm- 
jiortant issues, keep them from becom- 
arguments, and viiNuru that evyry- 
ls heard. 

Oti« viewa begin to thaw t it wili b* 
e ^sier to wark on other crucial sueees- 
•infi isaues, These should inciudo Mar 
Jjrs, Bobby's, anrt Detly f * viskatw of 
tjj* future of the business, ways thai 
H 1 ^ can fit themselves into these vi- 
hltt ^h, rhnu£<'ft they may need to mako 
ln orcfer to turn their aspirations into 
^ fl ^y. ^nd the plans for action thqr 
^"'l! nne to accomplish theb- goals. 




Thi- h one rjf a sen** of ejuie ^hidieh 
uf familv -bu»«nf-^ iliJ^mmaa^ com- 
mented on by hi ember* uf the Kami I y 
Firm In mil lute ami edited by Cleve- 
land business consultant Ernesto J. 
Pohu The case* arr real, hul iHcnti- 
Ues have bwti thonged lo pro lee I the 
privacy of thf individual involved 
The aulhorB 1 opinions do no! necea- 
sari I J refli'trl the viewi Of the irtirti- 
lute. Copyright © 1990 by the Famil> 
Hrrrt hihlitoli\ JfthiMtuwn. N Y. 



Each person's concerns can beat be ad- 
dreued if the family ad a whole— inr I m> J- 
ing the estranged hoil — will Lake Lime for 
a family council meeting to asseaa sues 
ee&sion planning, current and future 
ownership structure, goala for Schmidt 
Works, and everyone'* hope* for family relationship!!. 

The council can address luch questions an: Is there a 
commitment to ase Schmidt Wnrks a* a leadpr^hip tniiriitjg 
ground for all children interested? Wbal type tit leaders hip 
doea Schmidt Works need + and how can the children's leader- 
ship abilities be evaluated? 

It possible that unresolved itwuea iurrounding the fall- 
ing init between the father and the oldest child have Sod U* 
leis flejdbility and more protectiveneas now for hoth Robert 
and Dorothy. Robert may have heard Lhe rrk^age, "Don't 
rock the boat," evun if he also realize* that u faat-gruwing 
international business requjres organisational innovation. 

Dorothy may have to differentiate among her need* for 
recognition and approval within the family, bur careur aim*, 
?i ml her loyalty To A Jim id t Wurk-. Ii will bel|i if sh<i 
hemelf if the buNtnetut ifl. rite only place s he can interact with 
her father, learn from ham, au-i provu Jn?rstJi'. Him >J 
carter dream fit with opportunitw* at Schmidt Works? Di* 
cussions with other profeftikmnl worn 
" en cm help Dorothy gain *upport and 
conlirmation, hear idem from others in 
similar situations, and enlarge her op- 
I portunitiea. 

Tf Dorothy L% lo juin the busting, it 
m LiTkfKirtAnt that her training and eval- 
uatirm be under the !tupc.-n r kHiun of an 
experience d and (runted non family 
manager and that whe have her own 
domain in which to work, separate 
frem Robert 'm area of reajttnajhilily 
Robert's role *hould be one of collalju- 
rator in working toward joint family 
kf iials, noc pruteiUoror .'om^titor 
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Drawing The Line 
On Competitors 



These tips can help you 
craft an agreement to 
keep former employees 
from using your 
resources to compete 
against yoiL 



By William D. flaut. 



One of your key salesmen leaves 
ytmr company to Work fur a 
competitor. He then solicits the 
-arne customers he served for 
you. urging them to switch to your 
competitors product He is, of course, 
taking advantage of a rapport that you 
helped him build with those customers. 
In just six months, the salesman con- 
vinces. 20 perrent of them to switch to 
hk new employer. 

William D, Maut is an a&secriate in the 
Elkhart, Ind.< law firm rtf Warrick, 
Wmwr & Boyn r Thr material in thu 
article is provided far general infor- 
mation and should not be relied upon 
as ttjpai (itirict generally or in any 
particular situation*. Readers should 
consult their own legal counsel for 
a drier ntt fu how thf subjert matter of 
tAiM articlt ajfeci* them. 



What can you cki about ft? The an- 
swer depends on whether your former 
employee, at the time he came to work 
for you. had atgued an sgn-Tmn-iit that 
hk would not compete agaifisi you if he 
left your company. Such an agree- 
meat— commonly called a "noncom- 
pete" agreement— we uld enable you to 
protect your customer list and your 
company's goodwill from px.pl rotation 
by the former employee. 

In the absence of a noncompete 
agreement, however, former employees 
are generally free to solicit your cus- 
tomer* and compete against you on the 
basis of other advantages derived from 
employment with your company, 

Noncomju'te agreements are most 
frequently used in the contexts of an 
emi'luytT-viiipioyee relationship or a 
business aequisition, In the former con- 
text, employers typical ty use such 




agreement* to protect customer lusts* 
and confidential information, The mate- 
rialE being protected rainy be vsitusib li- 
te competitors, for example, who might 
hire a person at least partly because he 
or she had enjoyed access to those lists 
and that information. 

In the context uf a bun sues jh acquisi- 
tion, the buyer of an ongoing busings 
Is often buying, at least in part, the 
reputation and goodwill thai the seller 
has helped to build. The purchaser is 
acquiring a relationship with customers 
and supplier^ and the buyer usually 
auurneti that the seller will not open a 
competing business - l r i ■ L krn-p :dl .if his 
ok] cuRUimerii 

To be effective, of course, a non- 
COWflMtg agreement must be en- 
fnrwabkv Whether a purlieu tar 
arrangement is enforceable de- 
pend* on the facta and circumstances of 
the situation it i& meant to cover. There 
arc conflicting policy con side rations 
that influence the interpretation and 
enforcement of such contracts. Among 
these are an individual's right to work 
and earn a living, the parties' right to 
make contracts, and the public's right 
to the benefits of competition free fifeW 
undue restriction*. 

Everyone has the right to earn a 
ing> Restrictions on that right, such 
a noncompete agreement govern ing fu- 
ture employment, should be sufficiently 
limited so ;js to lie reasonable: such re- 
striction* are closely scrutinized by 
courts, 

Courts him n!cogtiiice h however, that 
individuals have the right to entering 
contracts and to expect enforcement 8* 
those contracts, particularly when the 
parties — such as the seller and the buy- 
er of a buiiinera— have equal bargain* 
ing power*, 

Moreover, restriction!* in a nanconv 
pete agreement most not be perctftvw 
»a reducing the level of competition o f 
the availability of services to such »n 
extent that the |^ii@rul public is sffefi*- 
•d :idverscly f 

The need to balance these policy con- 
sidefationa can lead U> uncertainty 



To prottd tjttur (fw'ifm htirc 
tmphyeiM ogre* not to compete 



Nhtkm'i Business A ugurt 1W 



confusion about haw enf urceabk- a par- 
ticular agreement might be, N Wiethe- 
["■'bis, lht i re a.ri-± hve criteria ihal frw be 
applied to a noncompete agreement in 
determining whether it would be on- 
forceabSe. An agrrenient thai failed <»n 
any count might be rejected if it were 
challenged in court. To be valid and 
enforceable — to withstand legal chal- 
lenge—a noncompete agreement 
should be: 

• Designed to protect a legitimate, 
interest; 

• Reasonably limited in nc^re: 

• Supported by valid consideration 
(a benefit af some type); 

• Ancillary to some other agree- 
ment; 

• Not harmful to the public. 

Point by point and in fuller detail, 
iuroe are the element* to consider when 
drafting a noncompete agreement 

Legitimate [ntcrrsl; Although a 
noncompete u^reement must be de* 
signed to protect a legitimate interest 
of the employer, not all interest* can b* 1 
protected. The more an agreement re- 
Htricia an individuals right to work, the 
less likely it will be enforced* The inter- 
eat ynu seek to protect should be 
unique to you; the restriction should 
not be broader than aMtt^iy to pro- 
tect the interest involved. 

lulereutii that you may want to pro- 
tect are trade secrets, confidential in- 
formation, long-term customer relation- 
■I goodwill, mid SlKHMUl H«tll». 

U" yuLi JiiLvt-' made your customer 1 i ^ t 
available to others, you cannot dnim a 
legitimate interest in preventing a for 
mer employee from having access to it. 
A noncompete agree me iir tiini attempt 
to protect the identity of your custom- 
em is more reasonable, and themfore 
rnore likely to be enfoireeable* if it is 
limited to customer? you have devej- 
^ned and niairjLiu'in'ii al Mgnila'anl fc, v 
P«nse< time, and effort An agreement 
that limply attempts to prevent a for 
■tner employee from competing with you 
f «r any customer or prospective cus- 
tomer Lb less likely to be enforced. 

If you want to protect confidential 
^formation, the information should 
t^ly be confidential. If you have not 
^atod the in formation as confidential,, 
* court is unlikely to consider the uifor- 
^tion protectable. To maintain protec- 
J*bility of confidential information, 
J^he steps to maintain confidentiality 
**** Inside and outride the firm. 

^eniie: The time and place rentric- 
in I he agreement it* well sth the 
J»-tivitiea affected, should be limited to 
*">hrr necessary to protect yur inter 
If your company dopjs busbies* in 
^ rfc| y ei verji small geographical fur 
'Sample, it unliJud^ iruit yn can pre- 



vent one of your former employees 
from starting a competing business 
outside that area. 

An agreement restricting a former 
empioyrr *, ability uwmpeLe within a 
certain number of miles from your 
place of business may miss the point 
The actual number of miles at not im- 
portant What in important is that the 
area of the restriction be related to the 
interest being protected. An urwt 
large as the U.S. con be reasonable if 
you compete throughout the country. 
On the other hand, 25 miles may k- 
unreasonable if you compete in a much 



The interest you seek to 
pivtect should be imiqm 
to you; the restnetiort 
should not be broader 
than necessary to protect 
the interest involved. 



smaller area, 

If the interest you want to protect b 
your 1-j.KP- relationship with your cua- 
turners, ihc rcstrktiua sH-hiuiltJ cx j hniilerl 
to those customers. If you prevent a 
former employee from competing with- 
in a specified geographical area, rather 
than for your cXfstirttters, the restriction 
may not be enforceable because its 
scope exceeds the interest being pro- 
tected. You probably cannot preve nt a 
former employee from soliciting busi- 
ness from people with whom you have 
never done bo*nieatf, no matter how 
filial] l.he geographical area. 

Determining the duration of an 
agreement is often very difficult If the 
time limit is too lotiff ri the covenant may 
not be enforced. If you are attempting 
to prfjti-ci n uia rn j fatrtunng process that 

k threv y* ar> U> rk>vi>lnp ,1 inm- ?H:n- 

od of no longer than three ywi is 
more likely to he enforced. An agree 
menl designed to protect enptomer li^U 
is more likely to be enforceable If it 
lasts no longer than it would take a 
comsjeting firm to develop Hi own list 

Valid Confederation: N'i»ncompete 
agreement, like all contract, muai he 
ausported by consideration; tliat '&„ the 
employ*-'- nwM receive some benefit for 
agreeing not to compete. If y^u mi aire 
an employee to sign a noncompete 
agreement in return for being hired p 
the hiring itself can be the consider 



alien. If you retain the abiliU o> tin 
the employee at any time and for any 
reason, however, the agreement may 
not be enforced. 

With reaputt to c\irtn I crnplny^, 
giving them some additional benefit, in- 
creased responsibilities, or a new posi- 
tion can help make it more likely that 
the noncompete agreement will be, up- 
held in a legal challenge. 

Ancillary To Another Agreement: 

The noncompete agreement should Be 
irart of some other agreement In the 
case of an employee, it miiy b** pari of 
an employment contract In the case of 
a shareholder, it may be part of a re* 
demptjuft Lir buy /sell agreement In a 
business acquisition, obviously, the 
noncompete arrangement is part of the 
overall agreement to sell- 
Courts generally are more receptive 
to enforcing noncompete agreement* 
that are part of a businett* acquisition 
than those created between wr-i 'hy^s 
and employees- Not only are the parties 
in an acquisition on i i qual footing, bin 
also tt is likely that the sale price is 
higher a* a resull of the Keller's agree- 
ment not tn compete. 

Impact On Thr Pub! in Ah a Bnal 
consideration in making sure a noneon> 
pete agreement in enforceable, (he jmr- 
ties miL^t consider the effect of the cov- 
enant on the public. If the agreement: 
will harm the public, it in unlikely that 
it will be enforced. A common example 
of an unenforceable agreement is one 
that attempts to prevent physicians 
from practicing in an area where doc- 
tors already are in short supply, 

The enforceability of noncompete 
agreements varicA from state to state 
and even from judge to Judge. Because 
*'f the comp^^drsjur public imjicivs and tIji- 
many subjective conjtidenitions ^ener 
ally connected with u nnficoitipcle 
agreemerir, ir is difficult to forecast 
with certitinty whether a given agree- 
roent will be enforceable. If each 
nirjit idrnlifird h^ri- ^ cr>n^ulf j red j<nd 
the agreement is HurTteiently restricted, 
however, the chances of the agre«* 
ment + s being enforced are improved. 

A noncompete agreement ia usually 
deigned to cover the immediate con- 
cerns of an employer or tiie purctiaser 
of a bua±n«as p and courts will iih<? addi- 
Lional i^irinniv ^Mrjns, including the pub- 
lic interest, in determining the validity 
of The limitations imposed. 

A ^isiin"^. pi'rs'ir. "-in-kni^ Nn- |.r. - 
tectioo Of a noncompete agreement 
should keep thone larger ennsideratiuitK 
in rmnd wht-n drafting one. m 
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hi which erpeiis answer our readers* questions 
about starting and running their busi nesses. 



Hy Mi'*? tl'ftittvnwrt 



RECREATION 



Jn The Swing 

Do you have any information on devel- 
oping a golf driving range and On the 
miniature-gulf busings*? 
M AG., North Wale* Pa. 
(Simitar question* from T. V., Boone* 
JV>CV and G. W u Ann Arbor. Mirk} 

Contact the National Golf Foundation 
for information on establishing a driv- 
ing range, The Golf Range Manual, 
available from the foundation for 
£37.50, contains detailed information on 
all aspects of developing and running a 
Eolf driving range, To obtain the man- 
ual and other useful golf-business pub- 
lications, contact the National (iolf 
Foundation, 1150 South U,S, Highway 
L Jupiter, Fla. 33477; U07) 744-6006. 

The International Association of 
Amusement Parka & Attractions offers 
u free list of consultants who can help 



with planning, tatrildhg, financing, and 
running a mi niatu re-go] f business 
Write or call the association tit 4230 
King St.. Alexandria, Va. 22302: f70a) 



AUTOMOTIVE SERVICES 



Details. Details 

I want to opt*n an automotive detailing 
shop, Where can 1 obtain information 
on running such a buamsaa? 
J. P.. Lonpirvod, Flo. 

The International Carwash Association 
offers, at no charge, result* of a rturviy 
on income and expense* of bufiinefisen 
in the segment of its industry that ape* 
imlir-eft In car tie tinting— e3t tensive inte- 




rior and exterior cteanLsinT- (Vntar [ the 
association at 1 El 22nd Sl, Suite 400, 
Lombard, ]]|. B014S; (708) 4954100. 

Uh'hnrd White r communications con- 
sultant for the Automotive Information 
Council, says industry trade publica- 
tions may be helpful ProfetisioTiQt Car- 
washing ami Dftailin^ a monthly 
with information on new produeU and 
on starting un auto-detailing whop, 
costs 137 a year from National Trade 
Publication* Inc.. 13 Century Hill 
Drive, Latham, KY. 15110; (518) 7B3^ 
1281. The monthly Auto Laundry 
pVfWff, 515 u year, has information on 
car- washing equipment and on detail- 
ing. Td subscribe.- contact Auto Laun- 
dry Nenm, 870 Lexington Ave.„ ttew 
York, N Y- 10017; (mi 532-929CL 



ACCOUNTING SERVICES 



Bottum-Line Software 

I want to start a bookkeeping service 
that sells computer software and also 
trains clients on the Hnftwaru. What 
type of licenses and credentials do I 
need? Also, \irv Ni^rc Umm uvailuble 
for women in business? 
M.k.C. f Rmemead 9 Calif. 
(Similar question from &ffpoF 
Marlboro, MdJ 



THIS MONTH'S MJSTASKEO QUESTIDH 



Businesses Clean Up 
By Recycling 

T:\i- pr^birio of wluit tu do with our 
Irtish (160 million tons each year) has 
spurred an interest in recycling among 
our Direct Line readers* 

Ilii-v Co start a recycling business 
ranks as one of the most -asked ques- 
tions each month. Judging from our 
mul), small businesses across the coun- 
try are actively starting recycling pro- 
prams and/or using recycled products. 

For example, Direct Moil FtWb.* a Sil- 
ver Spring, Md., printing business, 
started offering cufitonwps recycled pa- 
per three years ago. The firm's 
founder, Roger Telscbow. says, 
"Eighty |HT«nt of our client* specifi- 
cally request our line of recycled papers 
far their print order*." 

Additionally, Telsrfiow established an 



A spokesman for the National As*vw\u> 
Lion of Accountants say* you might ob- 
tain advice on licenses rind creden- 
tials — ami avoiding pitfalls— by 
4iisijuhMriL: y*'*\\Y i-Ihh- wuli ir^mb^rs i»r 
small CPA firms in your area, Tin? 




Small Business Administration (SB A) 
nrrerH vanoua pamphlets * n tne basics 
of starting a buttings*. To obtain a pub- 
lications list, call the SUA at (£00) 368- 
6866, 

Fnr iiifiimuilxm nn litmhemg, coriUu-i 
the SB As Gffica of Women 1 * Business 
Ownership, 1441 L Street, N,W.. Wash- 
ington, D.C miti; (2t>2}66»-7954. 



0 



on-site collection |jn^r;jkiii f"r \ia\^ 
and cardboard. "We collect about three 
tons of recyclable paper and cardl^anl 
a month/ 1 he says* "and I encourage 
my employees, friends, and asaoCHtW 
to drop off unwanted paper." 

One of the information source* Tel- 
sehnw uses is ftmouttv RwvytlinQ* a 
monthly magazine that covert t^nd* 
and programs within the recycling 
munity. A yearly subscription cost* 
UL Write or call the circulation da[wrt" 
tnent at 1306 N.W, Blat Ave, r Portland. 
Ore. 37210; (BOM 227-1424, 

Those readers interests! in opening fl 
recycling center can cuiitncrt the Gov* 
emmontnj Refuse Collection And ^H** 
po&al Association, The association hJtf- Jl 
"peef-match" i»n>gram to help 
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COUECTWS 




Cartoon Characters 

f i. ii Id you provide me with a flounce of 
in formal ion on v, hen.' tu purchase :u:i 
mated characters? 
D,G> r DflratM r* Mixa. 

Animated character* are drawings 
done nn pieces of film celluloid; these 
eels, when organized In sequence, pro- 
duce moving &lm images of cartoon 
character Arnold Roth, with the Na- 
tional Cartoonists Society, says buying 
original cartoon cete is a "very big busi- 
ness now." Roth suggests that you 
write to him at the organization— 1ST 
W. 57th Sl, Suite- 904, New York, N Y 
1 00 1 ft- — explaining your specific l** 
quests he will forward your request to 
the ajiprnprilite |**r?,im. Tin- organisa- 
tion's 500 members include animators. 

Another source of information is Cir- 
cle Fine Art, a national distributor of 
original cartoon eefa, Regional Director 
Marietta Bielsky will help you locate a 
distributor in your area. Contact her at 
30K E. Wicker Drive, Suite S3I>, Chka 
go r III. S0G01: (3121 9434*104. 



jttfcct recycling centers. The association 
itfil nay half the travel COflls to brinj? 
together the prog-ram'* pttrttdpaiite. 
I'V more information, write or call 
GRCDA, Bp* 7219p Sflvar Springs Md. 
pirnj 5S5-2SBB. 
Finally, thn Recycle Management Co. 
offers a 98*page< loose-leaf publication, 
*w *o Slffrt awrf Operate a Recycling 
thixin&s, which contain* an environ- 
Cental -impact report, Itfita recycUblfi 
jnaterialfi, and discuftues how to set up ft 
busing am] e^tahfoh collection pn> 
^unis within your community, Tmf- 
J^tJication coats (29.95 and may be or 
jjj^d by writing or culling Recycle 
Management Co,, P,<X Box 1607. Lake 
^vajsu Citv r Aria- B6403; iflffifl 433- 
Ufa. 

American consumer* want lo be «d* 
^"mentally responsible/' Telachow 

**J ^ "and the s ma H business eommiini- 
vtan go a long way toward helping 

L "U' achievr tha<! goal. ' 



ENTERTAINMENT 



Video Hook Up 

I manage a video store. Please send me 
the name und address- r*f th*- Trade asso- 
ruiiii«r. (hat rcjirt r s^nr* The udeo mdcih- 
try, 

/Kf, Chicago 

Tb«" Video Software DeaJera Ajsh Dela- 
tion has members who are retailers and 
distributor* of prerecorded video prod- 
uct*. 

You can contact the association at J 
Even Drive, Suite 307, Mariton. NJ. 



TRANSITIONS 



Time To Sell 

Our business is almost 13 years old and 

is doing very well We feel that now 

would he a good time to sell. How do we 

select a good broker? 

A/, Cambridge, jfo** 

(Simitar qmwti&n from RflEi towj 

BmcK Calif) 

Choose a broker as carefully as you 
would select any other consultant In- 
terne w se vera J linns, afk them how 
they would sell your business, and talk 
to several of their clients. 

E^Uhli^hmK the value of your busi- 
ness if* a task for prol'eastonab. says 
David R, Hnoda, df vision president with 
The Geneva Corn pan lea, a middle-mar- 
ket inerger-and-Hcquisi Lions, firm in Ir- 
vine, Calif. He recommends thm yun 
hire an appraiser, who should not nnly 
i'.al filial thti firm's current and past. 




financial performance hut also estimate 
the future m;irk lability of its product* 
or sendee*. Say ft Hoodar "Eighty per- 
cent of the value of the business is 
based on the future value of the compa- 
ny" 
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It's In TIM Mail 

t am interested in starting a rnajk>rder 
biissm^h Huw do 1 pet Atartwl? 
HM-K , Cedar MR Jfo, 
(Sinn tar qurMtian* from VjUI** 



Si 



Chhtto, Caijfl; A.F t Las Vegas; and 
CP,, Wichita. Kan.) 

Contact the National Mai] Order Asso- 
ciation by calling \2V4) :WfKJG8fi and 
leaving your name and addn^s. The 
aaaociaiinn will §end you a free infor- 
mation packet. The organization pub- 
lishes Mail Order DiprsL a monthly 




m?^vslelter covering new products, buai- 
nci=:«' building opportunities, and direct- 
mail techniques.. 



MANUFACTURING 



Made In Tht U.S.A. 

1 feel it is important to buy and sell 

quality American-made products. Is 

there a "Made in the U.S. A," organize 

tiuri, and what ia it£ address? 

MJtfi Btiehertotoih Manx. 

(Similar question from AJft, Pryor. 

OkliL) 

You can sutrl by contneting: the Crafted 
With Pride in the UJ3,A> Council, a non- 
profit organization dedicated to elevat- 
ing public awareness of the quality and 
VEilur- in iL-.r i- f.'\,:i it] pjirrl iirtd fur- 
rushing*. KvJe Sanborn, asshitant direc- 
tor, rays the council has 'lots of useful 
infortnatfcti," but there no deJimtivi- 
directory of "Made in the U.SA," man- 
ufacturers. 

Sanborn can give y-uu the council s 
iindingfl on connumer trends. Write or 
call him at the council mt 1045 Avenue 
of the Americas K New York, N,Y« 



HOW TO ASK 



Haw ;i hi;.- .inesss- related Jpttttian? Send 
your typewritten query to Direct line, 
Nation'* Butine*** 161ft H Street. 
N W„ Washington, D C 20TM52. Wrilerw 
will he identined only hy inttmLs and 
city. Questions may be edited for space. 
The editors of Direct Urn- have com- 
piled the mosMmked questions into the 
comfwet Y&ur Srnaif Bnainrsia Sum**- 
at Guide, at a copy, To order, wrile 
to the Cin ulation Department at the 
address above. 
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To Your Health 



Nntiuh'n BujHiUjSB August i£J90 



Managing well includes managing your own health; 
here is amice to help you do that better. 



By Ronald f\ Jrnsvn. Ml) 



New Options For 
Old Vision Problems 

h never f ujLk. 

You're winding up a crucial business 
presentation* and your contact lens 
fltipa. Fighting the urge to dutch your 
watering eye, you stumble through. 

Or, minutes before your flight is 
ready for takeoff, you suddenly realize, 
much to your chagrin, that your read- 
ing gteoaefl are still on your deek. 

Or, while you're b fcyc linjir on the first 
day of a long holiday weekend away 
from Jlujik!, your regular glasses slip 
out of your pocket, and you must make 
do with prescription sunglasses the rest 



Each kind of surgery us designed to 
correct a specific vision problem. 

Kaidiul kiTrttutomy, or RK, fur mild 
to moderate cues nf nearsightedness 
and astigmatism, waa developed by a 
Soviet surgeon in the early 1970s, and it 
has been available for Ifl years in the 
U.S, In RK F microscopic mm ions are 
made on the surface of the cornea in a 
run Li I. i>r sprikthhiiv. pattern. The effect 
Is that the light rays entering the eye, 
which lifu'k.- been focused in front of the 
retime focua closer to the retina Jn- 
ulead, resulting in clearer vituon. Astig- 
matism arises when the- cornea is un- 
evenly whaped; to correct it, the 
number, angle, and distribution of the 



fcfi a lamln Aliens (ha* \ttu-s Wrt fu tjiamto ttfey how lead to xu rgtrrif inatemt 



of your vacation. 

If any one of those frustrating 
femes sounds, familiar, you may want 
to cm* icter an increasingly popular al- 
ternative ix> glass ch and contact lenses. 
Over the past dozen years, a number of 
surgical options have emerged for re- 
lief of the common vision problem* of 
nearsightedness, fareightetiireft^ aatig* 
m&tbsm< and blurry reading visiim. 

Rvnatd P. JrtiMti, Sf.fX, ixiirt ophthal- 
mic furgvun at £Ae Jensen Gtnttrfur 
Af^.'rur/pjr Surgery trc Neurport B?arh t 
Calif 



incision* will vary from patient to p&- 
LbiL-n L. depending on the decree and axis 
of the astigmatism. 

Less common > and practiced by only a 
httndful of 1_LS, eye surgeon js hexago- 
fial kcratolumy, or HfL It bs a. similar 
surgical technique, but it is specifically 
patterned to relieve farsightedness and 
presbyopia {the Inability to focun sharp- 
ly or* ck*e-up objects, a condition that 
"W.vur?. in ainnisi everyone over 40 years 
of aget. In HK P the incisions are in the 
shape of a hexagon, which brings the 
focus of the light ray* forward from 
behind the rntina. 




lieneral.lv, only one eye needs! ccjrr&e- 
tion for presbyopia, since the brain bal- 
ances the vision of the farsighted eye 
and the newly corrected one to achieve 
norma] vision. 

Keratomileusis in situ, or KM1S 4 
sign ihVa n ity improves vision for those 
with extreme myopia (nearsightedness) 
or hyperopia (farsightedness), eliminat- 
ing the need for thick, heavy glasses. In 
KM IS, rather than making incisions, 
the flurgeon removes a thin section of 
the cornea r changes its curvature,, and 
reattaches It to the eye, 

An estimated 400,000 American* 
have had some form of refractive eye 
aurgery , The great majority of patients 
have achieved nurmal vision and are 
free from glasses and contact lenses. 
Moat of the iwt have dramatically im- 
proved their visual acuity. At worttt, the 
patients are at least able to wear thin- 
ner, lighter lenses. 

Because not everyone is a candidate 
for refractive surgery (it not appro- 
priate for persons with a history of cor- 
neal disease or for some diabetics), * 
con&ulutkm vihit tdiould l*r the first 
step. During this visit,, the candidate-'* 
eyes should be examined and tested 
with highly specialized equipment, 

Surgery is performed during later 
visits, generally on one eye per visit* 
The surgical procedures are painless 
and remarkably brief — less than 15 
minutes. Typically p the patient goes 
home the same day with a patch over 
the eye, the natch is re moved the uc*t 
morning, and the patient returns that 
day for a follow-up visit. 

Side effect* are usually minimal and 
temporary. The most common are IJjfW 
sensitivity and "star b uniting"— reH^C" 
tions from lights at night— both <"* 
„ ■l.miniyri over Lime. 
Each procedure permanently correct 
a specific eye problem, but the correc- 
tion does noi rnk- out the emergence 
a different protilem in later yuiirs. e* 6 " 
sibly calling for another type of sur- 
gery. Follow-up studies of patient* 
cute that nearly Ufi percent reach »n 
uncorrected acuitv of 20/40 or terwfi 
results of 20/20 to 20/25 are mo*t ft*" 
quent. The result* depend greatly oft 
the surgeon's qualifications, e*pe f> ' 
ence, and Ufvel of skitl-whieh fJJ 
-hrndd que&tion when you are pek^tJnB 
a flurgcun, IB 




The answer to all your correspondence needs. 



vmi llrail vnurm-ll slrut^ill^ Sorxj>n j KH just the 
"ri^hr idea even' time you w rite a letter 1 L>n von spend 
vaJu.tl.ik- Ejnn ivviNjuu, ri'wntun- Jin] rutvpinn vonr 
tetters? Jf so, Ltitter Power 1 * can reduce the frustration 
and time spent on tins frequently difficult task. 

LetterPower*— a complete hard -bound book and 
computer disk system tun Laid* over 400 professionally 
Written letters, memo*, press relumes, .miionTU.esiienis 
|Jfn]Mis fc iJs .and niherdo< uments writ ten in [inlay* 
kjii versa tionaJ style sind covering virtually every busi- 
es situation The disk is r umpnuhle vvith .ui% w<ird 
pUjcesstng program. And the disk is not copy P lllSr [e d. 

lust ielecf the letter you want from the tiook, rail n up 
un your Hon! pnu L'ssur mad customize it to your specific 
f u t ds l at h letter in the book is numbered so vuu can 
iind 

[ M-'<MW , ...ITUlH-IlK ,(< <lu- bn([<im ui El IfttL'l LeJJ vu U 

to change the text to fit your need*. 

^SiiveycmraeJf nnrnfTHis. hassles .md misled linn . usv 

ttcrPom r B .ind make letter writing ^ ^ 
•^ler than you ever imagined' 

Covers rill areas 
fjt business: 



Sale* and Marketing 
Advertising flt Public 
KcLnoris 

Customer UcLitions 
* tedkt and Collection* 
Hiutillm^c tisiomer 



Job Scan t) 
Personnel Relations 
Intemaf Communications 
MmtfLQinft Your Business 
Community Service 
Personal Letters 
Ur.ihut; vvlth Suppliers 



Excerpi from the Neiv York Times 

"Ihmtistiwr mul riuif tu »v timthmtitHtti u[l*xtk a rut disk 

. Ewnt a glib fxecutive nuyht nwd hrtp writing a 
Request for Verification of £EdC. Comptiiinct\ Work 
AgrvemeiH with Frr^tanct^ Apt&xfty for Employee 
Rudt>nrs\ Warm ntf nhmii Excessive hatcn&ft, Inquiry tt> 
Vrrtturr Capital Firm or AmmmomM Of Had News'. Thiif 
art all in i^Wftecw*** 




ORDER TODAY, CALL TOLL FREE I .8GCU255^GtiO 

YES « rush niL' the U-tterFWw* buuk and di*k" 
VW-isv indii^Ti^ippnjpnjteoimputi'i i.l^l viI'Iumpj- 



I 
I 



IBM 5V. 
M.il urn 



1BM3'Vi|i^ 



I vr i-rn-|cw*T| ^<SiltVM5 phi* *tiQ0 K>r shipping 
1 i-l ■ 1 1 1 1 1 ; i .LNii I > i hMih-ni-. nM^aWujt 



Charj^ to m> 

C'jirrf NlhtiIht . 
SjuruiLiri' 

VuTKh, 



. tL\p Dale 
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NO POST 0TF1CI BO\lCS — LIPS SHIPMENTS QNt.Y 
\;iinhis Business. ' in uLitmn ( k { lit ( rm i^i 

IfilS 1 1 Sin i i N W . W.^fuimiun. I>C 



It's Your Money 



A monthly survey of strategies, tactics, tips, and 
suggestions to kelp you imth your personal finances. 



A u [in at 1990 



By Peter Wetiver 



CREDIT CARDS 



Those Credit Cants With 
Extra Warranty Coverage 

You may have seen the com- 
mercial where a kid (jus he* 
gooey food into the family's 
new videocas&ette recorder. It 
looks like a parents' night- 
riiHre. But then the announcer 
ftoothingly Aaya not ft) worry, 
because the VCR was pur- 
chased with ah American Ex- 
press card that includes dam- 
age or loa& insurance One 
phono call and the replacement 
VCR bs on its way. 

American Exp res a started 
the extra warranty and insur- PPE "** jmp 
ance coverage for its cards, and now 
everybody i* joining the race. Visa, and 
Mu*tvrf nrd gold card.-; otftir n atmitar 
feature, and some major banks are 
even extending die coverage to their 
regular cards. Some are going so far as 
to offer it with spec in] checking ac- 
tfvuntii. 

The coverage works thia way: [f the 
product's original warranty is one year 
or less, you automatically get double 
the original warranty. If the regular 
warranty Ia longer Lhan a year, you pet 




TRAVEL 



Saturday Night Specials^ 
Far Business And Pleasure 

On weekends airlines, hotels, rental- 
ear agencies, and other companies that 
catttr to business travelers die on the 
vine. So. this summer, they're out in 
fore* trying to drum up weekend trade 
by offering deep discounts, 

"You can save all kind? of money on 
the airlines' Saturday night specials. 1 ' 
says Randy Petersen, author of the 
Fmqucnt flwr Guidebook and editor 
of Fretfuent Update newsletter. 

These airline Saturday-night-fUny 
bargains cost a fraction of tha regular 
fare you pay for flights involving de- 



Ptir.r Wtawr is a 
IV u ah tt\fj f o n -ban f?fl 
rohtmniat tfw per* 
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an additional one year of coverage. 
Thus, H the original warranty ia one 
year, you get two years; if it's two 
years, you get three; and so on. 

Whim a product purchased with the 
card ia lost, tttolen. or broken within 9(1 
days after purchase, the card issuer* 
replace it or give you your money buck 
There's a $2,300 limit on how much 



thqyll cover on furs, jewel* 
ry, and cameras. Live ani- 
mal*, pLante r and financial 
instrument a are not cov- 
ered. 

"With everybody copying 
1 ^ each other/" *aya (jerri 
BB Detweiler, a spokeswoman 
( for the. BankCard Holder* 
of America, a nonprofit con- 
sumer organization, ,J you 
don't need to get a spceilir 
W| card to *njoy the buyer pro- 
f> action plan/" For this rea- 
Jm son, she says, 4 It pays to 
1* shop around for the best 
ST card that offers the lowest 
revulving-eredit. imprest, the 
lowest annual fees, or no annual fee*/ 
If the product you buy ia covered by 
h'.Hiumvm-r.^ or home renters' insur- 
ance, however. Shis coverage usually 
cornea firat. before any credit-card 
benefit* would kick in. 

For example, if a 32 fc 0U0 Uolex ia lost, 
*lolen, or broken i within the qualified 
limits) and it's covered by your horn* 
insurance with a S500 deductible, lh* 
van! company would pay only the $"W> 
deductible. The insurance company cov- 
en the $1,530 portion of the Lab. 



partureA and arrival* durinp r_hi 
week. 

Petersen offers thia example: "You 
t]y (Ymn Dallas to Hi rmi ogham 1 luring 
the week and Et costs you around Wft 
. . . With a Saturday- night stayove^ the 
far* t» only VBtf* 

You cam parlay this SaLurday-nighi- 
spectaJ theme into an even better deal if 
you work out, what the travel industry 
caJla a ''circle trip,** 

Petersen gives this explanation; "H a 
person in Cincinnati has to fly to Bon- 
ton during the week and return Friday, 
the ticket could run more than $4fW. 
But if this person flki« to Boston on 
business, flies to Los Angeles for the 
wi^-kvrsd .uhl Uit'ii rH.uniA to Cincinnati 
on Sunday, he or she mi^ht qualify for 
a Super Saver fare which would coat a 
lot less than the regular Cincinnati- C<h 
Boston work-week trip/" 

You can work a J 'circle trip" Through 
a hit of citiea but not ail. A travel agent 
know?* wh*:re the beat circles can be 
found to you can mix business and plea- 



work sun? and save some mnnev whih? vou'r^ 



I at it You might have to make your 
reseirvationB one or two weeks in 
vance m qualify, and part of the fiU* 
may not be refundable if you cancel «r 
change dates. Ask about this. 

The big hotel chain* auch aa Hilton. 
Marriott, Radia.non, and Sheraton ate* 
knock weekend room rates w*y down to 
some cities. You pay half the retr^l 111, 
price, and they often throw in discount 
on meals, free cocktails, free health- 
club m<wbsr»hip& f and other such aafi<? 
nil in.--. 

In area* that are not involved W 
heavy summer touriit traffic, s*>*rtjj 
rental -car companies offer wevke^ 
^|iK'inlh |V. nil Vr\\in\ evi-nint! lr« 
tiny morning for lesia thnn the one*cU*> 
rate during the work week. 

And, aa a dividend, some jjeop 1 * ! n 
the mental-healtli businesa believe 1*^ 
ing a good number of weekend 
nwiiys i& more relaxing in the long r# 
than putting all your chip* «ne oig 
blcR-kbuHlifr vacation. 
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Rising College Gusts: 
Bad News. Good Hews. 

A* you may well know, college coats 
are rising ulmoitt twice as fa*i as the 
consumer price index. This full it will 
cost around 190,400 in tuiticm, fees, and 
find board to send a student to tin 
Ivy League or other brand name school 
tor the next four years. 

That's the bad news. The good new* 
is thru ninny nt.Smr £-;nsd trinmLs chiirjre 
Tur lest* ill an the brand names. For ex- 
ample h four year* sit the IWiiveraity of 
l 'nliirjii]" vn<\ &vt,\m 

By cheeking the college directories, 
you should be able to find some first- 
rate schools to fit your student's needs 
at a fraction of what Harvard. Prince- 
ton, Yale, and the others cost 

Richard Moll, in his book The Fuhhc 
Ivy* (Viking Henejuin), offer* a detailed 
Hat of schools he believes offer a premi- 
um education comparable to that pro- 
vided by the brand names. 

Herm Da via, president of National 
* riling Service-? arid publLiher of 77/f 
CotUge A V 77 n n r i n I A iff fc'm r r//r ?v r v 
Jfff » recommends that a student consid- 
er the cost-aaving; procedure of attend- 
ing a local community college for two 
years and then transferring to a top- 
line four-year school. "Nobody asks 
you where you started college." Davis 



TAKES 



A Major Tax Shelter 
That's Often Overlooked 

If you don't already We your own lit- 
tie Hide hu&inees percolating away* yau 
migln wain tri consider it. Ik-sides muk 
bg extra money and having some fun 
wIjlJo you're at it, you may Qualify for ft 
whole lint of valuable tax deduction*, 

Your buttinesM can Ih- run --m of your 
humi\ utid it c-oulil io vi ilvc i'Oi is oiling, 
computer-ha^ed work, or something 
fnore entertaining, wueh aft making 
trout flies, (trowing orchids, or selling 
antiques. 

You might be able to deduct the eo&t 
of anting up a mipdical-reimljunsonK-ni 
Plan that supplements! the one where 
you work full Li rne. If you use your ear 
fur huHinetih purjuw* <w£ein|? clients, 
Picking up supplier, making; deliveries), 
the Internal Revenue Service aays you 
■^ri deduct 2fi cents a mile, You should 
[^'p it jjood mik-u^e-drsi mutton I^V to 
back up your claim. 

You can deduct the varioua codt^-on 
fl Prns rata hcuM*— for utilities, cleaning, 
^jintennnce of the space (painting r^ 
and itiaursjrce. 

There are all norts of niher pou-utial 
deduction* involved m attending con 
J"itjons, seminars, and ether inch 
*5Jjl pertaining to your husinean. 
^.Wf course, equipment anil supplies 
s*!\h wiring machine, fax, copter, pro* 




55 



You xay you wouldn't qualify for aid 
because you make too much money 1 
Don't be so ture. "The moat common 
mistake 1 see with parents who con Mi in 
for ermnseling/' D&vt* $ayii t M ia the fad 
that they never even consider*.' J apuk 
imp; for financial aid," 
Although cotletfeH make aid available 

fmi-i riii-ir i«\v:i iv- - . - . . i luttilt Of 

r hem want you to get whatever you can 
from government sources, in pntK or 
loans, first. You must fill out a form— 
similar to a tax return—that a govern- 
ment-contracted acreenlug company 
will use in calculating how much your 
family can contribute tn your children's 
education. For example, if the calcula- 
tion show* your family can pay Sla»(Xffl 
a year, and if costs for all yuur *tud*mla 
come ti> $50,000, you may be able to (jot 
nearly l^fMH* in fihaiiriiil ;iH 



aaya. 'They just want to know where 
you got your d^ffree." 

If you're atill set uii ji hi^h-^riei-?d 
collet or university r don't rule out the 
l»iiftsilulit> of obtaining- Ibiatti-tal aid 



ductioii ifear, ranis. lettiThi^ulf.? ur*- 
bwinesfH deductions. There are special 
rules for eomputers. In short, if an 
peoae can be attributed to yuur buai- 
jwssa, it's usually deductible* 

Some people even take a sizable de 
j.<r^?ciar.>'in li^lijctioii fur the -y/M^ in 
the home that's* used for business. (l But 
there's a ftotentini trap here," tap At 
bert K3 lent uck, tax partner wi th the La- 
venthot & Horwath acc«u tiling firm. 
"When you rtell your home, the NIK 
M'anUi to recapture the depreciation de 
duction you (?ot for your huainesft space 
wJn-n rl.e hoiu^ w *r>| r J 

In effect EUenluck explairjj., yim'n: 
.nelling" two spaces — one where you tive 
and one where you conduct your busi- 
ness. TV amount you deduct far busi- 
ness ap&jce will be tlut^d jus regular in- 
com* after tlie sale. "One way out of 
this, 1 * he Myv< pi is to not use the ipse* 
for baainees purposes during t>n^ tiis 
ye»r prior to the year of the sak*. lr 

Yon can hire members of ymir family 
f.i f H >l[> with the I>'jseiii.-m!-. and ymj can 
chalk u|i the wages a* a bueineas ex- 
|jen»e- If your busioes* is not incurpo- 
r*xi™\ uuui n niii-il *fi^«i« I'aui t-i 

your children under Jkge \$ ean be e*- 
crluded from Social Security withhold- 
ing. 

In gcnefalr the 1^ woulil like to Hee- 
your bujiuesa make a protk in at (east 
three of every <lw y«ra of operutiou. 



Another way to help with college eonts 
is the private-sectar loan fjro^rum 
called CouSeriL Prtivuilnj; studentA ami 
their f am ilk* u-irh ]ow4nU»rest Itiaius re* 
payable over 15 years-, the r>n>jjrajn ia 
especially benelleiai for midiihMncome 
families, wbilch often don't qualify for 
fi-iiiTiil ;'.-^M-n i |>THjjroin&. To olfer 
tlsi> luiiii I »-i - j 1 1 - 1 1 1 in rruploj'ees. compii- 
nies must msintairi rm-mU-rski|j ir, i\w 
XSS, Chamber of Commerce. For de- 
taili.^ll <8O0) S05-LOAN. 



But some tax experts s*y meeting that 
jjrolit ten l mat mrt f«- iKM'T^surs I yun 
can prove that you are operating the 
bturinesB with a delimit profit motive 
(have expertise, take out advertising, 
have (TRrdu and letterheads printed, and 
otherwiit-.' In, tu rr^iki ; s lto of it). 

If yrju incur losses in any y«J» you 
can rtHtuet' the taxahSe b^omn mi your 
persona] return— dollar for dnllur. 

In general, these tax hreaku are for 
aideline businesa owneri who Are in- 
voIv*h| in obvjouH forjinilll i-uteq^riaea. 
But what about a hobby that you try to 
turn into a busunei - 

ff it 1 * Viti nbviuij.H hobby that you have 
been enjoying for a while, Kllentuck 
ftays, "logftea can oll&et income, but you 
can't get more deducti»na. rp 

He ffivM$ this example: You have 
fti.rKio in niHunr- [Vihii l.uliby mtea* ami 
your expenses and other deduction* 
add up to $5>[KK). TlnTf i& no tax on the 
income, hut you can't deduct the $2,0)00 
net loss from your other income. 

Of course, if you .show u prufsl in 
three out of Ave yean of operation and 
ahow that you really mean hu&tness 
with your erstwhile hobby, you may be 
:lH" to deduct all your loBKes. 

Running a xmaU bustness from your 

liomr, i^pt-ciiilly .L liuhM bu^SI^^:., i:- 

often looked at with a jaundiced *y\> by 
the IBS, I fa a pood riea ui review your 
i plenti with a CPA or oth^?r tux «xperi IB 



Nfltiiili' Fluhll'i..- , Anun.j'.r J'.illil- 



For Your Tax File 



Whati/ou need to knon to keep truces from overtaxing you. 



B$ GemM W Pndwc. C P. A, 



aniFlEMEMT PUNS 



Straightforward Solutions 

Owners of small and mufcux<ed compa- 
nies of Urn are perplexed by the options 
they face when Selecting & tajc-pre- 
ferreii retiremenl plan. Twr> surh plana 
designed specifically fear smiiltiT firms 
are not complex, however, and they de- 
serve consideration* One w the fiimplj* 
fled employer pension uShil-'i, ia4 tta 
other ihe employer-sponsored icdivHi- 
ual retirement ac- 
count (IRA) Unfor 
tunatety, the plans' 
simplicity ia at the 
expense of flexibili- 
ty, no they are not 
for everyone. 

The SEP is a ape- 
ejal employ i.'r-spo fl- 
oored retirement 
plan u&ing an IRA to 
hohi plan fundst. Be- 
cause the funds are 
simply paid into 
IRA*, i l J E plan admin- 
istration, Jietrifaii- 
tinni*, and earnings 
are matter?, that in- 
VdLve only the parlii. 1 
ipaju audi the flji&n* 
rial institution with 
cub tody of the funds. There rift? almost 
no decision* for the employer to make 
regarding which employees will be in- 
cluded or the nifte of the contribution to 
each. In addition, the plan document is 
:l fairly .simple standard form provided 
by the IKS or the financial institution 
hddtng the funds. 

To use a SEP. the employer murit 
make a eontribution for every employee 
who i* over 21 + who ha* worked for the 
employer far at least three of the prior 
Ave year?, and who has earned at feast 
tim for the year of the contrihutjoa* 
For All participants, the employer's con- 
tribution must be based on the mime 
[HTi-enrii^' i«f ineome. and it can be ap- 



plied to only the first £0)0,000 of naJary. 

Alinoutfli options are limiiHl. i he 
pian can provide a surprisingly high, 
fuliy deductible contribution. Each year 
the employer may contribute up tn 15 
perrenl i*f iNKiLjH.'nhUtioii, The employe 
tfeta a report of the contribution, hut 
the ll mount rloes not appear in taxable 
wa^eA ort the W-2 or the tax return. 

An important benefit of a SEP at this 
time of year is that contributions can be 
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LmpktVBf -sponsored ivtirt-nwnl httuis' urrd not in CQfttpttt 



until*.- afti-r the F-jirl of the employer^ 
lax year and still be dedncUnJ in thai 
chwed year. For instance, if a corporate 
employer extended the due date of ttl 
Calendar JBS9 Las return to SepL lit, 
liWO^ it can e^tabli^h and fund an IK A 
prior to that date and take an additional 
deduction tpu that ILfKE* rtiturn. 

A SEP may be too encompassing for 
your need*, however For example, you 
n\\i\ hsi-s i- niily :l ri-^i.hir ^mpJoyeea 
hut many casual or Seconal employees 
whom you do not via h to include in 
such a plan. You then should consider 
an employer-sponsored I ft A Ax with a 
SEP. the employer simply writes a 
L-heek to the bank, broker, or other 
trustee of the ISA& the firm has estab- 
lished for the employee*. In contrail 
with a SEP, each employee reimrts the 
employer k contribution Ah income and 
Chen taken a normal lit A deduction. 
Thi.t uieun.s [.he nuutiinum contribution 
is $2,000, and all or part of a deduction 
may be denial if the employee nr n 
spouse ih Nrtfered by a qualified pLw 
and their income ia above rivent^e, 



Gtrald W. Padwr ut 
nsaumntr tin floruit tax 
dirtrtor /or profits* 
mo p ract ice for Da- 

rm should :w* f fLi rrr/ ^ 
ffpttl ad vistry on npt'- 



Despite ite limitation* > an employer- 
npon«orr*d IRA may In* just thr- ri^iii 
plan. Some employees clearly will quati- 
r>- r'or a full deduction. There also w 
some beneht to the tax- free accumula- 
tkm of interest even in a nondeductible 
IRA. Oifcl> with thia approach can the 
employer pick and choose tlw renpt- 
f'lH.s. fn aitdilioiv, ttje employer can 
that i'utur*- ^nitributi^ns fUp^u! mil ihv 
employee leaving the money in the 
I RA, a stipulation that a SEI J »pon.sor, 
by taw, cannot make. Thus, there ia 
some a&flurance that the employees are 
providing for njureinent p as the em- 
ployer intends. 



PRDPEffTY EXCHANGES 



Proposed "Like Kind" Rules 

In February, we looked at a $888 IRS 
ruling on the exchange of aeseU of one 
Letevbkin Blatkin for tl^o^e of anutber. 
The IRS hwd rulwd that exchanges tif 
businesses cannot be looked at in Lh4 
Li^i^ref^ite; rather, the underfyitur &£- 
3et» must be mntched to see which are 
Wbb kind"" and which would notqualif'v 
For the tax-free treatment that pees 
with like-kind enchan^es* 

N'ljw tho IRS fua.-i raised the suite on 
this subject by proposing formal regu- 
lation* to coyer any exchange of ntulth 
pie proper Livs nuL^iiuitin^ a business 
unit for bimiLur [vro|H'ri.ies 

In letting the tax-free nature of the 
e\chaiitfc, the ppopertiea will have to be 
tiruken into "exchange sfroupV wh^h 
require* a^ffre^ating m a group all sJiti- 

ilar proper! i aeh -id-- of tiietnu^" 

uction. Then, all excriuu^e groups ill the 
properties hein^ given up are match- < I 
:LL. r :iiu- ; 1 ihw prnpert)r s H brian received 

hi tlie ni.iU'hi:i|j |'j'iM:e>.-> pjMn:inl riib jH 
will apply to depreciable personal prop" 
erty that will allow the i**ch*n^ 
SfTfuup^ tax-free treatment if the pn 'P 1 ' 1 
ties are either ifc likc-kind r ' or 
plw." Thwe rlajis*f» ore cither 

-It.-.-. '-liL-'M'N. ■li'lillHii Ml U l' 1 *'' 

Revenue Procedure p or Product CI** 8 " 

aa defined in pjurticukr Bureau 
the ("ensus publications 

[f the propotuibt are finalised in tlie" 1 " 
uresctxt forin, byaJfumtos exchanjfi"^ 
multiple ihsaets will find imffortunl 
retried i Jim on ttalr ability to utmctare 
■ ml .rv bailee in i Lnlnh^ Las free man- 
ner 



NationsBusiness 

REPRINTS 



Likt a team of buairtvss consultants* 
Sui'wm'a Business reprint* provida *g*> 
pert fiftnr.tr on management tfch- 

int p rtj tu- cnuft fto it v i ist ' tr ft l a rv cti p i- 

tfll, f:tifttptttt W-r (fitttr hitnitirx.%, ami 



Special Reprint 
Packages 

Saw Over J&fi When You 
Purchase Special Reprint 
Packages. 

t Individual reprint* may of purchvtrd 
from Special keprint Pficka^ at th* 
sijtffl? nsprint rates iwtwt Ae/tw. Re* 
print ^ nrr in blank and white otilt/.l 

FAMILY -BUS I NESS PACKAGE SI05 
(SDJfij 

Pacing On The Dream ( *= HtiMi) 
Bringing Your Kick Into The Biroine** 
(*S7Q0) 

Marry Ins Into The Family Buainese 

The Joy Of Family Meetings (#871$ 
Parnily JiiiiuiL^: A Hut Market 
(#87211 



Making Sure Your Eunine*< Outlaata 
You (^872© 

MA N ABING-EMPLBf EES MCRME 
B70fl (Jfl 95) 

See You In Court ( * 8738) 
Sp-MhiiK < YmliiNs Amnr^ Yuiir 
Workers ( s= 

Job Sharing: A Wurking Weft 1 ~^hli 
Bridging Your Workers' Motivation 
G*p(#8T40) 

Give New Em ploy M The Sight Start 

Your Worker'* Crinw Umy Make You 
Puj r 8733) 

E1TREPH E NEUniAL -MAN AG EnlENT 
PACKAGE -8707 [Si 95) 

Keeping Your Buameas Afloat 1 8&KK2I 
HuMMi-pi- Pliiufi. Myth Ami Reality 

Clump A lid On Company Secrete 
(#8715) 

B reaking Up The Buniiws* Is Hard To 
Do(#87l7) 

Row To Be A Great Bow* ( # 87195 
How To Sell You r Business/Buying 
Yuur Business Buck ( = »730) 

SMALL-BUSINESS FINANCE PACKAGE 
-tin f*§J5] 

Strategic Inviting t #8669) 
Finding Funding ( * B5SS) 



Managing Your Company V Cash 
(*S6I7> 

Raking Venture Capital Now ( - fiflZU) 
Huw To Find Under SI Million t *86l8} 
Have Your Cash Ami Borrow, Too 

I**? lift 

FRANCHISING PACKAGE I &66B f .95 ] 

French is ing (#£660} 

Dear Diary; Tm Now A Franchiata 

French urn gs Futuru ( * 
Franchising: Find That Nidi* {* £635) 
Finding Th* Right Franchisor ( 3tSfl08| 
Is A FniiR-hLiB In Your Future? 

COMPUTER PACKAGE BB71 H9M) 

Onrnpiiterizing With Confidence, a six* 
jiurt series. 

RECENT BEST SEtLEfiS (Available 
Individually! 

Curbing the Hiuh Tftsi Of llesilth 

Fighting The Hitfh Cost Of Work*™ 4 
j Cramp i*87S3) 
Poftbil Kates: The Growing Threat 

Romancing A £OT Billkm Mark^i 
<*&796) 

The Challenpfe To Women (#&Bfft] 
iTiiUkK^ A heid Fur Fr^nrhi- 



Current Reprint Articles 



TAPPING THE EDUCATION WAHKET 
|#S804) Opportunities* for enUit- 
prk'mg companiei are expanding 
amid dt'iruindg far edueiLtjon reform. 
(Pstife m 

SOFTWARE FDR SHMIN6 (# 9805) A 

look at a low-co&t option for meeting 
yuiir company's rompuler-Hrjftware 
ncfdfl.iPa^e33) 

QRAWIHG THE LEHE ON C0WPFI1- 
TOflS { p $ BOB) Tips to help you keep 
former employees from lifting your 
reaoufcefl to emnpete ajfednst you. 
(Page 48) 

CALLS BY COMPUTER ( - 8802) 

L«wrn how p)eetnonii! mail <:an deliv- 
er for your firm. (July. Page 89) 



To order, calf (202) 463-5877. Or mail this coupon to 
Nation y Business Reprint Manager, WSH Street, N.W n 
IVaxfrinqtan. D C MMJ, 



SINGLE REPRINT QUANTITIES/RATES 

1 to 9 ttopiea en. 
10 to 29coprea $149ea. 
30 to ^copies $1.30 ea. 

100 to M0 copies S 

nEPHIN! PACKAGES 

fl^PWNT # PRICE QUANTITY TOTAL 



TOTAL 



□ Payment Enclrnnni 

□ Bill Mh ($10 00 miniinnm) 

^ BLI] my credit tart ($$Mt minimum? 
G AE □ MC □ VISA 
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Franchising 



\ la Lion's Biisitlt^u AittfuHL VM\ 



Companies thai offer senices to other businesses 
often find that franchising is the imy to grow. 



By Mug Wkittemprv 



Businesses Serving Businesses 

Franchising » typically associated with 
retail businesses that offer products 
and service — fast foods, automotive 
products, cluthing, videos, printing, and 
home remodeling 1 , to name just a few. 
But franchising a too make* its mark in 
prof<?ssiomaJ services — legal, insurance, 
hue meilii- manage merit, accounting! and 
bookkeeping, for example. Although 

;rw [.r.iTVH^IOii.-.l- 
«?nire f ran ch [set* 
date hack several 
yearn, many more 
have only recently 
begun Co fran- 
chise. And the idea 
is spreading. 

"Bun i rms - to * 
business service 
franchises are a 
relatively new con- 
cept," says John 
Reynolds, director 
af marketing and 
public relations 

for the Interna dona I Franchise Associ- 
ation* "»nd we are in front of the 
growth curve, not in iL M 

A pioneer in huflitte&&4grvice fran- 
chises m Comprehensive Accounting 
Corp., of Aurora, III, Its founder, Lao 
Lauzcn, started his. accounting and 
bookkeeping bu&meftn in specifical- 
ly to serve small and midsized business- 
es. 

"The- accounting system is pivotal to 
the health of a buBinefia p regard I ess of 
iize," says Lauren. "It provides buth an 
early warning system Ui pinpoint, oju r 



Try .f.ALHMIHIf 



FrinenltM Anthony DiStcfatw, right* 
with client* Donald and Jill Hi fa 



a ting profoSerns and a planning device 
i'ir future profitability/' 

By 1966, Comprehensive Accounting 
had jrrown to become the largest 
monthly accounting service in the U.S., 
and Lau&eu decided to selJ franchises,, 
primarily to quid tiled accounting pro- 
fesskmak. Today, Comprehensive has 
mare than 2-IU franchisees nationwide 
serving 20,000 monthly business cli- 
ents. 

The concept is 
designed for en- 
trepreneurial pro- 
Clonals such as 
Anthony Di Ste- 
fan*, whn owns a 
Comprehensive 
franchise in Marl- 
hero, N.Y. During 
the It^Oa, DiSte 
fane was an ac- 
countant with a 
lar^e accounting 
firm when he de- 

cided he wanted 

his own business. 
He found thai opening his own firm 
would cost more than buying a Compre- 
hensive Accounting franchise; it coat 
him $55,000 back in IS7&\ and the figure 
is the same today. 

FriiiTi tin- -iiarL [»LStefano says, he 
received consistently strong support 
from the main office. "There was al- 
ways somebody to call to solve your 
problems/ 1 he nays, Strata rd franchi- 
see support includes marketing and 
sales training "There wan a marketing 
person who called tne ever> mtfhl tn 
make sure T made cold calls on bus 
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BUILD A BETTER FINANCIAL FUTURE 
WITH DELTEC HOMES 





Oiltfrfi mfftU Mlf Ifidfii afwtfcil pMQb nhi Uftafify ttinl to bflc&mi indflfMifldent ism wait 
Ihf? in warm, in cam^nitian wUTi & long ftttttHtihfd &in«ii£Bl) horn* canrniny *rb& dltlfrffl 
qlji% Iimi«i iE aHutdtrjEi pricu. Iiwnl In i ucure hrturt 

for Those Who Quality Qsttac Will Provicfe . . 

■ Co-op AdvtctM-Ing ■ twilrucnori Atiitlincfl Avaflibtt ■ Comtrirtlteii Tnpfimg 

■ Cutitmtt L«*r!i ■ CuilBffl Kim AvifcniQ 
Contact Dsrttc fv diUAfd mitfl&utw ifffwmiKlon 
ird tn wfltr your V 00 Fun loot. 

1-800-626-2508 ExL 075 



tuy! Qft BfllB2M ******* K JMrU 
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neaaes that day and folk] wed up to find 
out what resulted from my viaita, 1 * DJS- 
t^fano aay&. 

As a result of that Comprehensive- 
ha&ed sales training;, DiStefano ac- 
quired 48 clients in his first year of 
operation. His franchise currently ser* 
vices 94 small and medium-sized busi- 
nesses within 25 miles of Marlboro. 
"Going door U> door and making sales 
pitches haa results that are statistically 
proven," he saya. 

For every 20 cold calls, DiStefaoo 
netted three new clients., he aayn. "1 
never sold anything in my life until 
they trained me. M 

DiStofasa'a clients pay $120 Ui Wtff a 
month depending on the volume of 
wnrk. The fee pftvs fur nn.m1.hly i^tyrnLI, 
hank reconcilfatkm, general ledger, in 
operating statement, a hulance sheet 
and related tax items, All of that infor- 
mation is sent to the client within 30 
clays and therefore reflects the current 




THE STRENGTH BEHIND 

A HEALTHY FRANCHISE 

That's us— GewaJ NulNton Cwponillofi GN& 
in America's largest retailer u J v r.tminr.. rif alih 
tod*, pmoiuf cm M Ulnm prdduds 
Nitlunaifv known Solids manigcd. 

Ndw we"m making Iranchsfrs available to 
qviilifip«d individuai-a who wnnl lo "Tlew tfihi 
muscita" Hid tacamo pwrl of tha growing 
53. Z billion sell care marttet 

& tranchlssft vou'K iitfll products ttiit »n 
Brtluflive antf distinctive, receive pflwftfTu!. 
ongoiae ^cirajHSising support, expand 
/our bunnesi prows and banEfi! from fiMt'^ 
ruftto riaDnnrttan. If yot> hm t nHnimym of 
$50,00a u irr^st end Ihe will la suefiesri- 

L OnEiKt us 

Wnti. DNsctor ol Frsndiiinv. (iMC F rin^i3«0 

GNC 55 in art IIDuttftrat 
An-il we're |usi beginning id rranchJs^ 
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fftattta of the bu^ncs*. AdilitioiiuJly, 
niStefiiiio says, "we have computer 
Support, which cpuibfes to produce d 
I financial statf merit Lhat is enmparabti? 
to what a Big Eight accounting firm 
produces/' 

Accountants traditions J I jr have shfed 
away from taking a direct aales ap- 
proach to gaining new customers, "The 
i Htereotype accountant is Hot an entre- 
pnsftQur," Hays DiStefano. 'To go out, 
knock on duors, and Bay 'Hi, I want to 
be your accountant 1 ia foreign to moat 
' prttfesKionji] acuountiiTits/' 

Clearly. Ltae direct sales approach has 
worked. Systems id* , ComprelicrL?iv«j 
has n certified net worth of $6 million, 
I with 1990 annual saleH projected to be 
m million. 

'The key to success," &avs Lauzen, 
"ib to be more concerned with your dfc 
j ents' suece^fl than your own " 

Even though Comprehensive has 
buih. a track record based on capturing 
tht« narrow niche of arcmitatittjf fins) 
b*ji>kkiH!pi]ifi services, Latuen i* ex- 
pnmiiMJ In-, ■ n -i- i-icl.ir]*- :l WhVr 
ran^C of husiiiPKN-niiimijji'rjiL-rit consult- 
ing services. 

A firm that has long focused on a 
wide range of services is E>K. Williams 
ft Co, of VtVftLtiuruiter, Cota The 5&- 
yearold company hat boen franchising 
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VOGUKT! 



Now h Instead of worrying about 
overhead t employ »a and 
high rent, with a VOPOP* 
distributor* hip, you can turn *ny 
electrical outlet Into a profitable 

frozen VOPOP* Slop! 
*Bfp Profit*! 

'Natural. H earthy Pro dud 
•Eslabiistied Market Demand 
'PaasiviyAclive Dwnfrship 
"Complete. AistslancQ ft Training 

For lh*CG-tl of one jloie-lronl 
''■rich lie, you can own □ rock &ofW 
VOPOprfwhoteulo distribution 
btiilneti, with a provafl track 
raoord of SUCCESS 3 

Eiclutive D til ributorsh ip . . ,S59 ,0 QQ 
EKctuslve Terrflory. S11 9.D00 



yopop 

^ Lloll Free - 1^00-322-3041 



RAMM FOODS, INC 

5. Orlando Ave. * Wlmer Park 
kfirJ^flS • (407)647-2100 



nince lf*4B and offer* its clients— smalt 
and miduazed indeppnihui! .uni fnm 
chined businesses — 11 monthly infurrrnv 
tion package that enables the bujinw 
owner to analyze the firm's direction on 
a day-to-day kaais. 



Bumnesfrto-business 
sermcefmmhms aw a 
relatimli/ new concept, 
and we are infmnt of the 
ffwwth curve, not in it 

—juhft Ri'tffwtth 
Director ofMtirktlinp 
nnti Public RriafwrtA 
tntrmtitittnttl Frnnrhwr AswfittUnn 



"One of the reasons we have been so 
successful is because we designed our 
entire syaiem around finding out what 
information our client needs to m?ike a 
profit, instead of juist compiling the ac^ 



counting data needed far tax returns, 41 
tt&yi Will tnm Atkins, president of EX 
Williams. 

The approach has worked, Ln 19KS* P 
E,K, Williams' gro&i satea Jtyatemwide 
w.'tv .fc^i million 1 'yn-ijjitly the coinpa- 
ny has 301 fninchiaea in the U.S. and 
2H in 22 other countries. 

A full 90 percent of EX Williams' 
business is with other franchisor* and 
their f ranching. "We have a cookie- 
cutter approach/" any* Atkins, which 
means every client receives the jutme 
kind of servk&k 

"We only do ii our way," he says. "If 
you want a cufitorni^d report, we can't 
du it very eJTicientiy.** 

For a glfifi monthly fee + K.K. Wll^ 
tiairw provides all of a huiinesii'a ac- 
counting work, provides industry and 
market data and analyete*. connuUst 
with the buaini?«a owner on aetting 
goals, and handles all the ncresaary tax 
work. 

E-K- Willinm* currently expt»ctj< to 
l^rnw vrktertmlly by adding only five to 
seven ctiootv a year {all of them frtin 
chiaed husineftgegf. Hw time fa ripv, 
aay* Atkins, for significant growth 
within the industry. 

Leo Lauren agrees. "Business-ner- 
vice franchising m coming of age," he 
says. 0 



Tomorrow's Hot Franchise... 
Today s Fresh Opportunity. 



Get in 011 ihr lut rritlvi:, 
expu tiding high -(prh firWof 
one day slfim! In today* 
wtii Ul OTl nerd 11 nnw7yoiir 
bus! ncss ran p mtluce every - 
thing from retail sign* to 
speclaJ ]< itrring, and mcrl 
i\w drmands uf mmrnrrvlal 
ch+ j nts— all within one day— 
In a shop wt- MipjHirt i rom 
dm OUR 



NoEvperiencn Necessary 
Complete Hands On Training 
Taial Site SalcctJon Support, 
Including Negotiation 
Preparation & Store Design 
Total, On Going Marking & 
Corpora le. Franchise 
Mat working Support 
Capital Required: 
538,100417,751] 
Equipment Leasing Available 




THE ORIGINAL ONE DAY HI-TECH SIGN CO. 

Call 800-356*3373 (in Alabama 205-660-0895) 



ENTREPRENEURIAL/FRANCHISE OPPORTUNITIES 



Working Just One Morning Each Week 



Woman Reveals Little Known 
Secret That Made Her $60,000 
In Just 90 Days 



B 1 . hi! v.h. \a\ fVature vVrirrr 

JOUGT. IL-tcri may have read 
about Naary Freeman m leamritf h^a- 
BM pflbtidttvm Of 9RS Her an rust- 
warJt TV. A hi|fhiy-4ucccjwfLiJ real 
estate broker, Freeman owned fame 
apartments tn her hgirustown of Joffeet, 
111. About ft years ago, she heard 
about Property Valuation Cunsull- 
aal» H i company that lowered real «- 
tale turn FVC did the job and sawd 
her rhonsand* of dnllara Ihr which rt rwerved a 
pertfliU^e of the savings. 

Several yean satcr, she was a p preached by 
PVC to offer their aerrfca lo ber propniy- 
own inn client*. Representing the company 
cine jrawnins; each wwk r *he netted better 
rhan ttfiVM>> jn (izfT day?! Frreman soon 
h-i^ri' PVC ;ur: ihf 15 -yea? aid coenjjiiny in 
□uw mbarkinaj on a fflftjjflf p rp g r am H^Ot tip 
PVC affiliates m all 50 itJrtw. 

One of the best, kept sctrrrj is that prop 
city ownen can actually appeal their real es- 
tate JSB*»menEi_ Nationally, fewer than 2% o\ 
aH asseiamcn54i art ew challenged But a re- 
writ ituriy of 10 major ekwt shews trwt 4 out 
ol > ifijifSRTnejiiH were reduced on appeal. 
" Mupt peopte dem 'I even know how io attempt 
IV «yi Freeman, "and we handle? ™rytfetn« 
fur them In a *nvwin situation." 

Aceordirar to Freeman, "Wish correctly 
properly more often the eXceptifJTi 




SERUPRO 



S|K'vinli/t' & DKcrsth 
I nckr I Hunt ! 



Scrvpro calls ii profit center 
development, but you will call it a 
fantasiic cpfwmmiiyl 



Si-rvpro* Profit t Vnkrs 



Insurance Restoration 
Commercial Cleaning 
Janitorial Services 
Residential Cleaning 
Fire Prevention 
Retail Cleaning 



4 IWIMPIIS (II f, .ill Sl f t|MO' 



U J HdHiIl rjf AC 




To requesi a pre-ownerslup business 
plan fof a Servpro* franthiic tall; 

1-800-826-9586 



training. 



than tJ*e rulr. the market for PVC ta 
wide open." l r iiiiK a rropyriE;hLfd sys- 
tem, PVC tcprpscru* r hi- pmpeily 
owner op a Lon tin^e-ncy bnab, receiv 
ma; from Va iq u, of the saVcngB. Most 
clients renew yearry, which is how an 
tn cred ible residua.! income can tic 
built up, 

PVC affiliates pay a S?,fl00 s4an- 
up See which inrLuuefl ciimptehensLW 1 
manuals, maiersiiU, Itirrm and juit 
about everyirung eJ*e needed tu ^ret a tart end, 
QftHwng coftatiLtinA i* also nidtided, PVC and 
m ataif work cfusdy with each affiliate walk- 
ing them through the wiou* slept involved in 
wnrksna wj*h tlienn. 

"Thin business can be run out rrf a stmalr 
office or Mm a home." *aya Freeman. "Ail 
you need j* a phone. We show fair trainees 
how Cf> attracl as manv ijualifntS client i as 1 hey 
can handle." shf addi. "Juit 50 clienti per 
year can net over $1 W,CK», and we serve more 
than L.500 clients in any given year here in Jo- 
te. a dty of only 73.DOQ peopk" 

PVC hat hired mirtiun piclure and LeSevt 
aion jirtor Kddir Albert aa. rti nslional s\j<ik^- 
man and hai otfered" to send coropSete detads 
antr * frre ildemflfW tr» iiiterefitH i&r'A*^. Call 
nr writr Kick Nt-iavnjnjfer, F P VC Markrti n« 
Syftemw. Gaikreit, St Lptfre. MO 



FIRST TIME EVER 



Qe^kenriips OfftHVd lo lh« PuhHc 




me cmm> ensta «d tw hem rtn^ u* hi tn* 
arraian ouai ■ arsiniiwil w b w d*m 



no PiUi ftfi i^WWW 
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fhtn Ifti 

* n Mhm 9 a aitei n r 

hOCaPEflltHCgnknvrv' 
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oui nvy ™ fwi mml-out kumft 
twwa i w owl z29 

Mpr+f n 9 am-5 pm Eastern Time 
UNITED AMERICAN MARKETING, INC 

Fflrmiriglcn H<1l Ml 48331 k 



OWN YOUR OWN 




RETAIL 
APPAREL 
OR SHOE 
STORE 



E OFFER 
YOU 



Gain the advantages of business ownership: 

Yqu can open a store of youf own in aa litrle as 
15 days., four choice ol eipra and rnerchaniLJlsij. 
AH the profits are your?. We ho)p you atr^ln success and 
lndiw*ndenw in rfi* iafcrilon Meld, a proven and profitable buainesB opporlim^ 
We have sold over 3000 stores nationwide. Our "btueprJnr tor aucceM hJS 
been working, since 1977. K can work lor you loo. 

Investment packages range Irom 1 19,900 to ^M.SOO. Eacn packa^ includ*s 
berjmninrj inventory from over 2000 ilrst qua-iily national name bfands, fDclu^S 
{RwlwQQtf, Ftmrootf. Bt&ss or CtrrQfn*i In-store training ut at our National Train Jnfi 
Center, airfare Tot Inventory selection, location asslritence, twokkeeolng sySl«rT*' 
grind opening, conHnuoufl asslitance and more 

The choke Is yours, in addition to our fashion packages for Infanl/pretoen, 4ad»«»- 
mens or mena big and tall shop, large sizes, petite. |oBtn/sportsMear r dancew* Jf 
aerobic, bridal shop, accessories, lingerie store, sock shop add color jirudys**- 
We also Offer a mull i lie r pricing discounl Of lamlly shoe Slore. vVilr 

quality shoes M unbelievable discount prices Atso diaco^r 11 
f . Mtffh indies, rrwns and chlldre n a upparel i tere* 

^ Count Th * 5tlfp r * wp f ° ^ 

J /jsAkMS fnc. Call STEPHEN C. LOUGHLJN • (612) SBS^SS 5 

" ■Srnci 1*77 Arttwcs's Urr^OSf & Ol^ti Store Optfrtrnfl S*f^* 




wvwv net t" nri nevoer oewfear i#ara. 
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Be In Business Before 
Our $60,000,000 
Christmas Season 

This December Mail Boxes £te> '* franchises wilf pack and 
ship over 2,000,000 packages, tt in one month atone!* 



Thai \ because we're ihc worlds largest network of franchiscd postal, 
business &. communication service center*. And if you act now, 
we can help you go imo business for yourself before oar peak 
money-making season. Only Mail Boxes Etc can offer you; 

• A minimum cash investment of $24,000 

• Up to 70% financing for your business! 

• An international network of over 1200 locations 



Caff us tod ay to find out how Maif Boxes Etc. can put you in business 
tor yourself in one of the fastest growing Industries fn the world! 



A141L BOXES ETC;" 



1-800-456-0414 

Franchise Development 

&SS5 Oberiln Dri«^ - San DwflO > CA • 9212? 
Offfrinf fry flfmptCMlt 



* i.i- mi in Jdplb UMk al thr hahuliinillfl Jftduitry, 
uk for*** FRtifi taiMn M Bo« Ifl Emluati * 
Fnnchiw Opportunely" when you ull, 



Circle I*? Son fiMttdv Servir_f> :^-J 



UTILITY BILL 
AUDITING 

The Opportunity 
of the "90s/ 



One ol the largest oparatmg ex- 
penses lor businesses uxiay <s 
Wilrty biila: Gas, ElOCtnc, Telephone 
Waier/Sewage, 
sludies show thai m^e tf^rt 
°°% ol those billH contain errors? 

Our business is finding and cor 
JJJpkng these errors and sharing the 
^vings w nn our commercial and 
^dusiria) clients. We operate on a 
^nringency basis, usually rec&ivmg 
Of any refund plus n share ot 
Wir e savings. We have a 1? yflar 
,e CGfd and 1urn down faf more 
^ n ts lhan we accept 
Join our nationwide affiliate net- 
*ind iDarn now Lo operate this 
«n your own area and pint 




even smalle* cases netting profits of 
ovftt $2,000 each, it doesn't take 
many each month to net a six hgure 
yearly income. Talk to our present 
affixes dornq rnis and mora. 

This is a year-round, retes ^cm- 
proof, service business. About 
$1(1000 in startup capital required 
Call today lor our free cokx bookiel 
and videotape hosted by ficlor 



r & wiih us on larger cases With 



A 



Audtra 

Inter NAiioNAi. inc. 

Toll Free (BOO) 622. £340 



Staff fliuf GWrt busflingr. tryt Jntf MM 
Bti |*3yf O^n 

Make up to 300% profit 
every time you perform 
this valuable service^ 

Broim? 3 pan at ih« 84lh i&st^ 1^0* 
ing, privBldy held! CGmfWy in A/rotica 
(fnc Magarini* find p'o«nd<a .1 

mueh-noedad WHVte (hat is rrx¥* ui dfr 
mand today rh&n uver betoreM 

Bring out seta vaftpffinoriaal am mtfffi- 

and ih»r psrant* flwougft a number of 
provfm methods 

/ worv r u ii lime or pan lime 

*/ work from home 

/ esuabhih a successful business 
»Mn a minimal investment 

See 0 you qwthty 
Apr mot* tfniailt and no attrition 



CALL TOLL FREE 
1-80O-346-4500 



^adifnk tiuidanci 
Sm ites, Im', 

Mr Uhffl nlj oeo^a 



CifEls Mo Q on 



9jtgte| Cam 



Seven Bu>>ines>es You Can 
Run From Your Home 
With A Computer! 




FREE ens zm 

FREE Cuiictte Tape: Tlui ff «? t r*^> 
htMJf iK^rttr will oEpkitt ht>* you ean stirt 
fjnf iir [Tiorr nf tfoe»c Wvcn furnkcV bir*i- 
ru»M« part-time and ttJI trtiln thr ttnurH v 
L»l \our prr**rnr rHmitSL>n lr p.ii- lu-i^: 
□ur utirlH'BUT flfvJ tnianw^* pnj^wm, «t will 
K!-.,- Mv.1 rlw computrf ahJ |wi«nff U Vmv 
alrcaiivown t cutnpyfrr. ma\ rt^ri'fcf 1 
JffCOUn t Yooj eki mtt n*cil t« iiwrx trr know 
huu in run. ji h uHi|i\j!rr— will pn.n-lJc 
fri* H Hnmc offw^ rnini nfl. t junpktf r\naiK- 
Irm availahLe. 

mil tull'fr&r* 

1^8CK)^343'8014, exc. 32 

(In tndtaHHi 3l7-75feM4L5) Or IX W 

L ompiitrr ElM*i?m« Smippm Inc. 
CBC Pl*i», ^l*-. 12. SkrriJiiii, IN 4fi0h** 



Classified Ads 



CEtHlf i#d RatM 
And Information 

to piKM a kj Call Toll FttEE wo- 

*?**T*G {in Wrtftpqftan, DC cull +W-*5*fl? o» 
wrrt» N»hofT » Bnajraiu; CUaRginad PC Bpa H0&, 
Aaatangtan. DC Hfel 1 Cto*ng !3tlLm tor nljfii in^ 
ra Bvb m«i pfapaOrH} data gr Him Rata* biu 
baaa£ t?T> ft^piq «l a paf l™ par nnail ml « 



3k €x 12y — frequency 
S49 $44 $38 ££7 — rale 

Ait JimrniLmB. mUd Mt 3 Iraa, dnpl*, t men. 

How lb R+ply 
To Pok Kumbqrs 



64* l"i!#ropaf Jill ^jlTOfl I 
«l BO- WB«n^IW DC ttQW. 



HCW ?U IDEAS F* EirowT.j Vju. 5i.sr.n1rf. A Snail 
Buopar Nw-iJaflnr Fnaa Hrnm for Jt P0P*H CftEATFVE 



IB ACS MARK SEARCHES, EXPEDITED REGISTRArcWS, 
"IrtHrrt-TfeHJtft" ApptDHtom PTwt3d , .fT> *dw w H i w n«- 



flHATTOMrtJW 
id«b^ in i 

QftHfr^onfer *&j**ntoni intf virtumiv and pm*d 
ptactimarti h> Europt.'UK. LIS sonlparwi oJ ill 
to CapflBftn an "Euop* IBW.' C* 1o Luhd an 
Swairwi tfyi-Ajt coitaci Martin Hufdmion Jl Hi Lail^icn 
LCK*k* CM iHA W irn1.4A71| 22*-»1? 7 Far 



M-ii'p .; r AH 1 -. 

FBI, ML QEA f oif «q now Call $S04| W-ttSA 

fctf C-i3si 

FREE RE?<WT Elf" up It f7 AH rfwntoli aa Loan B*gkar 
tffeJttut a iCaMh an a a or imaairnaw Stan pafl-lma FtrwiHWi, 
B&l 3SJ141N, AnatmrLCA 9i't«2 

*SELL MOMENT taosm* * iiH Btaan* Ra» *rtaUa Deal 
*»2J1, Financial Plaamaig 2Tp ftlh Ay+nu# Wift, NY 
lOQTQ. (TUP TtMWH, &LM»CW T fcm> 

MA3jORDEP EDPPOSfKJWFtYl Start |ll iBBalaa harrah tn» 



•JJtfKTtty aril 1s** h tPi* Wnta *w tea* Goe^ launpto taiaug 
pjji uii *|o dfjaguun UaJ CMht ^I MBl lia 0#ttt 60, 

«REA5E SALES-. USE AM S00 UHEl 
AW OUR QRCDfT CARD PflDCESSlNGi 
AtfraHiu.1 onV eanpH^ otf«nn^ K» in* vwwwmq tix mk 

ISA 00 nqnifll tfi tut. Plw* much, nuiqri man* W» -an 
design i. p«:v yam aifMnltarrq Aftawar j-^jt ra ap Or tiw 
dbb tr» ndM card nkta. abn i- in* ftxjr evgmSiki 4 p** 

/aj anak, TLX FAX furfian Fpr yota- cam lanor- 

h*ad Pr* w ft* HnbAvau rwec Cafl Dvttv fttf*. W9<f 
Akpon. f Idaranu'Q MO ffi Ff4 al *Jf>«r).300ft pr 
4ftwtn MO. T«kr # 900 on KKHAH yOW biialnaaa by ira. 



MAKE VII TR HOME A 
flMP LTKEtiZKI) Mi>M^ Ml 1.1. 



COMPUTER 



in 
***** 



i ■ if n- 




business awitmjiiTntg 

ONCC W A LJFEftME □PPO^TUWTY UitftrriM wmng 
pqtaidwl US Enartat lift Milan inn wily. CMrapnal 
PfSduci. Call I «M- 

AS FEATURED IN Boat Interna DfH. at IWQil f*0d 
WhgfMUlng pi4aa wiinwt imaarrnafTtl CWy |10 
J.F 5r.-." B4k -.-6J TIILravfla. FL 3I7B1 

3F OUR OWN BD5& 1001 r-nal ua-Jv wd^i la inakn mol*- 
v( > rr&y flush nam* afrUm fc*nni»v Mailnfl, Dapt NB, 
Bor Z, EtucHa Qiy CA 9141 14 

tARN UP TO IKj.MC A M^NTu TO ULCrfa 3 V 

UaL F» tret into MJW Co. #1, PO &U> Safi 
9mnar*BS,CAH4n 

-i^r^l Al PHiP.DOWl IftjyCPnbuillaiirw^ift.incfrTCiL-iii! 
will afaw you to npUla n 1& H nWilhi Vd« VaWfflifeil 



M.S-PA lAh |-ri"l-l|-- L, i NM.h ^.nflonnQ maaatvc*, ,n 
Mi Naada haip ifnrnod PhnaunCh Eg tml'l TV adt. Health 
ifKhrftrv, ntw UhLW product Cvh Mf fcpy,21)-»i-4li3e 

quick cash for 

U5E0 FfliWTWG PfltBSES, COMKITFfl MAttFRAWS 
AND Otfan- CnrVitf aQtnpnWL CjH |00l J 

* 'ARAB BUSWESSMEfT* 
HAVE WONEY TO Rtrf 1 IKVCST 
Top tFtoora ^ prurt sUfl witnout rap.l*i Dapt M<AKl 



OPEN OUfl OWH LEATHER FASMOiS 57iDftE. From 
Cwaw^i la M|h rflBhun. iHlhar rinlhinfl, |acA« «nd kcmm. 
rte, Saftd 95 0Q to AJvonS Lealhar faatttom, 33t N. Gorm 
Am. Dapt N6, Joftnaajaft, NV ladfifi Atf B£av* Atom 

"START A fcHUON'" 4oHar mall enj* butiiHH. V» *cp» 

pneaa. HmwdtfllB <Ja+vB?Y SpwuLulir hnniw h ii.ne& ? dp- 
PonLnny PflEE BOOK SMC, WDt Ck» Soto Awn*. Dapt 
*B4 DlalfcWrtL CA H3l I 



MAKE VOl^l DREAM COME TRUE. EARN MOJW0 VEAR 

\y REi*ftjFnwa. not replacing, small chachs jn 

WINDSHIELDS TOLL FFtEE I flO0-fta-lfi» (US /Canada? 
er afl** OLASS MEOW>J*K. INC. td*J NW <71H ST 
Sunrlaa. FL 3334 f 

MAf^t itt».WHhr. HfOrrTTting «fwarlia«HJ =Iw:iBl!aiB A W 
vMart in- your homa Wi iu^t^ -ncmdal* klw-c«l pAd p*im 
■T pU hundredl Of JWOdUdR Unnffna J lp ft mm yp«|i P0f4 
Stop-bf iloc proyimm lull ypu alart MlthnuL can I la un 
lampte- Hi dsuila. BASCO. Ct]r5i 0«3oto Am*., Dopt »•**- 
». vhalawnflTi. CA Pl*1 



Eajn tr.SDO + Vhaiih Tvnng MajviOi 1 B>junau Kir rtii: 
She* fdU How Prnvan M^notf SflJNiKhin 0uV«r4f*d 
Sand ^ ^lMVtMOl#j T(r C?AfS Dt*Slb_iLni 6 1471 Ghaafr 
iffi firi , AMnaTlU, flA 300&Z. VISA, M/C AAtX «&A-R?^ 

■ -•■ ■ aa 4 : I - - ■ ■ ja— ■ 

hhihi | imwm ntw 



THE RJEC HOLJTC - A R*r-uafc™u Sport* PfaOgd 
TNi REC HOUSE il a UNIQUE 1 nrt*l*Hj 1a^riMiBpniiil 
pnoflUCt no* m*r%D*qd m USA. &*Qp4. ind Aw TfooUoh. • 
atlanaiOQ VnanQorMnl wtffl rha atanlpraMifl' Awnaf you uir> 

..kyfTil* i' V-n CiJftJ>«e9i HI V«# B ftMlfl 1«ntto*T OR t» 
CIXtM a BtOC^HlQ <dfllfl]H.f]lQf II jpOlVFttJ RH PTTKllJfTll U PBUH 

hlcitam and Ottl duCleU Slafl HDaU » lag Wtlif RUT daMal 
parkano and -How T# BttrT Ffa«J*nt PD 0g f irxi. Pan 
rtnflttn, NJ MKM USA 



^i<M olx ncwnpt/GMn n ^7iasrr> iludanti Ir^ acne Mvtft<pi 
tfeafiflw p]»j**EF<Taflai.W=riiJ^I> 




ia*5 raw no*0 1**1 'W'*! ,r 
acntptnd Up m JOChr c«n*i ■ 



I -v aaUMtaal a carn-nnno r nu^xiHrn 

CREDIT CONSULTANT 




L EGALLV ERASE BAD CREDIT 

n MflJWVaajno w S»Ap ham n** lar/w icflm 




T9ja*,^^£iiaw. 



SUSI N ESS QPPURI UN IT \l 5 

FH^E SAUPLT' MIRACLE PCLISHlNr* CtdTK 
p?triirplan R lll^-NP Waafintftpn. Rt Louw, MO 



LET THE GOVERNMENT ?*ANCE V o«t imall 
Gramayfoani to ttoQCtoa Fraa rtir,pipad maaaafja Kl?. 



HOME IMPORT MAIL ORDER BUSINESS. Start 

without taprfpi SRCf REPOfiT Mailngar, 
DafU AISS9, Wbodlartd hMhL CUtomai H1M7 

BEST KEPT SECRET Earn pmHa df fAO.DDO Lq |^50jQOQ 
wrfh im«t7n*ni: Mb 10* e& 1-50,000 UWnffQ a CHECK CASH- 
IND SERVICE Eibamalv lh>jcl nvant^v " HMC CcnaulS 
infl. 707 5E fSSJIdAvi^ F^taainel, OR PnTSft.! f503>J!5S-li SV. 

r.VO ' l *:OME AS A R£p 
Hp* to pat nlJhnj Linffl oflnrgej. qowp pfngnpna. i.hiHBif 
AaafL Mahi^ae*uriini' Rnpl Du« *l2m*4 Kanlali C4>, KS 



EMW OAWCK CAW- Off 59* CKs%«mmof,t Hind hnuaoa. 
nulDB, iiirmhitorB, Ehmo. «unHtuia. almnua ate EvpnrttWHJ 
*1 ena«p. Fw Dalllli SajowM, So* iSOS-BH, Wnt Cc*- 
na.CAi1/tl 



BUSINESS StR¥ICLS 



B UWC ^S PLANS Kiwwi:W,ynfmm* k pr9^riorw»? 
partial rTVD^rmnl n talwnnn. f clwnuvg Inancial and itiMJ- 

ii«l'Miaidv«ipthinH PGa> 476-ltJOO 



NATIONWIDE Paf10fl Fnp«(h3in fliMVlCH for ! 
naaa-?hr. tunafDund, >it9 #ay iur t«aavaiv NfijoDlnoartal 
Bohiwn Una Payroll titfimrm 1-«Dfr71>2*3& 

INCORPORATE W DELAWARE OR AMY STATE qucWy A 
aiaicpflmaivah Tub CanjKFil* Agond laqm axparli ^9 

help you ton* fduf [SOfpWtBon. FOR FREE INFORMATION 
NT. Corporate Awtoli. IhCn Dtpt MS, Ben 12^1, W*mnfl- 
Inn DE HWWJ |Mtof far dQ2l 70TH 

Money Manager. Cashing in on Cash Row 

Impffrwe pfolrti' BnirDw lau - to«st nwlr* oiartl NapoUdW 
pjiymani tttrtit ttHt nmk» aaMH Eariamina rwM thanpaa w 
tuanett aflpfl c**n flw <»ra»l panning A «i*mil hM* 
Sand #pfhbwh A umflJa ajtf aatll*}*«CL TIC, 1* 

WUto* L* . NSMrton. NH OSBfii Al 7-684- son 



FROIECTlNd TOUR rtwENfiOH COST&Lf^S iHATi 
YOU MH3?fTTlWtK 
e Am you ibHlgnng & d*«itoiJ*nfj a jraduetf 
p H-Svii i-.TTi'iClf' Hci pKit/ii Snu ■■«."!"i in-iiihlnml nii:» ■ 



^.■M v^aiT UWTlLirS TOO LATE 
Cau JQHH FLAMAQAX Botadw, CO Pp|nn AttnrH* 
aJ CS03) iJB-QWH lor 
'P*!unl Spfvic^ NaUinwrtn Win M^i " 
'F'nm Tpfotlf'ffcnc l^irnrwllaltofla'" 
'HVi Ommty Wort 1 Bato* Manr*1 Fa*a* 



f CROSS OUT THE 
CROOKS 

UM HOHFSTV TfST . ' POLVGHAFH 

CTOSS UUT fJiwln tatoffl ftHj hirf 
■ ■ ■ 1 ?'«.iS C is- u 

1 m -BE! 4IHJ8 



r.DIMSUL7EL 



know Ih0 seel 


At 1o your su 







nfs/i ww?Aaianravf MC^jjaif ia -w»' 
r«i fm r ,a«K»*vj<fi. w f-rtaf^r" 1 -**?*: 



TREMEWOUS- aaVINGS ON MAJOR BRAND* OF C* pPE 
AffB fhaCaipai Capiat orfanwqrtd 
FEATUfllNO CARPETS OF AMK> V WOfmRY-fR^ 

• 'Bian^i N9iiiw»w to ^,(9\Saik,iJ|J ^ 

J, I 0« 1---^ rx.v-h.rr, jr „r Aii-lfplHT I li ^ i f :H > ' * 

nr- >.t.i i .r*- i ■• fo- i f all..-- ' i A ■--*■"> 1 
^1111 EiM»#h«S I9« 

Buy n>«ct Ihorn rnMI PuMt Urtf* mv^' 



^AtlrHi'n Riisiuf-UA August LG$Kl 



A3 



CAflPETiVfhYL HAnDlVOOO HU ■ DIRECT A "^vf 90- 
^ STAINMaSTER ft AHSO V. Afl minx UnMH i W»- 

Buy Orecl Saw 40 to 50% 
Barren's "CARPET MILL STORE " 

|A MIL i. CWMO OUTLET) 
B«g Mivtq* — hJI uubid** Uunfrt** ft. noma uwpvti At 

^ujoi Honrs induting ^LvnmnitwiRi tiy Oupenl. Arise V 
Moty N*«Rl brr Altai. Wu Q*!*djRt 5**nfllDC*w by 
UununlQ A FA^t; Mm^O fctfn > 75, ami 1 35 

PC BO* 3D*5 fM&i Pifflufft Hd| DiJttMt OA 3fl7Z2.Hr 1* 
K<J ?4i-4UG4. pit .'9 OA - l-BW-MT-Ml* 



C tlWFUTIRS/ ACCESSORIES SQ R WW 

SALE, PRINTING PRESSES, COMPLY EFI WALU, 
^RAMEE ft otfw computer fiqL.in-TMsr': Rate* Trvhrt prtc**. 



H SO PEW PROGRAM QiS* 
NO MINIMUM 3C.00Q a prucjinnra yunrnnlwd rttUft *Mf 

!NC., PO Ben lMSfi, PlinMion, Ft Hjli. < <0G-*tfr4317. 

SO<-THW*1h m iLr* ■« l-yy IBM Mk. AniHii 440*1 a 
OM/Tja CAUFQRN1A FP£FWAfl£, 174? En* A™ ft 
*C-1. PlhwHJ* CA R3M0 EHEE CATALDQ Cill 



miwwnflc 



Out 13111 v«h ol DISCOUNTS 

FgT Prepaid. Save fax 

Ton f™ aM'23i-36ao 

ZTSllKilff** hily i'HduMIMI TK HOD 
I-M3 3flaU7l7FAl |71U ITi ^e: 



fi m E C TOUIES GUIDES PUBLIC AT IONS 



EOUCATIOM 



HfcNT DDL^FGF ffiFF CATALOG 
Oog Wr fVmfrnni 5E/MBA OompialBr, «n CMrfrpu*. I «Q 



EXTERNAL. DEGREE SUlDE 
la Pfl » Eim ft Him Swj «r L> CrtM*, PO Bqi 
'7? Elrmuril. PA lft4lfl, Inrf™* irtfOTFlllfcin 



^■h ^Awi BA/M5yMSA,ThDJJ0 liy corr. OlfiJfWlA JW 
*hrir» Bhri, LA, CA UOOlQ Inttv «MW rww *** I- 



r R££ GQLlEGE TAPE EjiEwtuI Dm^rtt Pl**c 
<™? WOUM LAfiALI.F UNIVfTlSmr Mw»wtto, LA 



«udy u^, BMwdmfi* 1 c :HTtir^ipn B j w » 1Wi ^nari ol l..^ 
J!*^ FREt CAffALOO- l-DOQ-ttMW.?!! aiAC^TONC 
*-TOOi. - jr . f ' ft:-* D^JI Nft. OH* 

JUHJlif I t^S MAA It Nh. ..WfOHAl QEOWEE& 
^ 'wWhirrtW drodruni &«ma l«UM TMH*90 As*mr#: 
*3 ind ■q'h M yw ttW tfWJH* 4****¥ «n«t 

fflyTV, UMI Kup^^r-n A*. UybHKt^ lA 7K»1. 

E Fully Approvfti UnivurBhTy Dogroc"*' 



'iui 1 5^^** him ^mh 



SCflta O^pwurvm oi ttjj 

L L {3UHflnH try |nri 1 K.Wi:SHlM itU.1V A 

annul <Hn«nni(M itudwui. *kj r«;uS»n 
Wr^M^TIQH RkcAnrLlOnn Mf r^mrh ^ 
Cr l,^-*^ ^*=rt« U.V«*^ D*pl 3J«ft. fATl HHWSl.. 
^j^** 1 - CA Ml IrM *X-Ji^.D^iw LA 600- 

"*W2or *1!V-AW-l#bO 



LXECUTIVf fi<FTS 



FREE - GUARANFEED WT5 tO GET FREE Ofl LCW 
L-R COST ADV^FITi^NG P4h id CREATrvF WAR- 



¥WTCM REPUCA5*""* 
mUARAMTIH) LOWEST PfiC£& ttfrrBrty 
£jc*L1 iMt^ntt LlMTFEQ FftCE PROMOTIONS' CALL NOW 
f *&f ) WW-WSA. 

FAX MACHINES FAA FAPEFI 

UNITED WHOLESALE i i 



FREE FAX PAPER 

WITH EVERY FAX MACHINE 




DISCOUNTS 

SHARP *MUR ATA 
w RICOH • PAWAFAX * *Eff Ox * CANON 

ttfgi lAT . 

FAX OF AMERICA 

1-800 342-FAXX 

IND. CALL -<2l§)2S6-701i 



FIK AUCt INVESTMENTS 



UL>* f ASAlLABLEI 1« Arid ind 
i 4 *™^!] uwu, Cr«4i ij/di. Qnrfli 



Anrt 



INVS^THRS AW,!L*flLi : TQ FliN£l nJJP. 

iMWEIHATC PE5PON5t 
f-*TO-K'-400l 



GET THE FACTS ON OVER IJOK PHAWCHlSO*lS 
iPW FfB«:h*t Amuii Or»Pten inckidM HiAdbdc* <un- 

W Hm Ufttngt Hi » t li« port** ft N^lVii,? 
Mr.MHv hoc* a:«ini H INFO rPANCHI&E NEWS. I» K 
' 64. L«Mtton, W 1«Ktt. 



Lm t* Mmtmmt unfli W k> Ihi M yw n 

RWM BMfl ftft^i oi tnfhifi-iriliVd 1 ^ 



mora Dbajt Irtt* tJipPUflttt. rncBW^-p-Dori irtfJtfrp 1 I tH H 
frmiFwB 4 h» void Sand lor yj^r 10BQ Fft*«CH**E» 
UNLrMITED £l*»ctpiv euMrwtj ftSrtrfSiim damn an Inp U Si 
A C«nachar H»ncri*&ni ft Ixjphi ^wtiuvwa l^ffi f Hi 
WCLUOCa fiMlPPHW EiCS. W*OQHCS5IVE FUUUCA. 
T rC**S INC. '^iiE! * ¥ f, . N, B01 „ Inn. i«rji 



FRANCHISE 



Your Busirt&ss 



FRANCHISE tONSULllNGflflUUP INC. 

soo-3sa-Bai 1 boston 617-740-221 1 



mm ofMCEFtmmsmMiis 



TRE.Mf NOOUS SAVING! C*N M AJOfl 

H*ANrV5 riF + JRNri.«Hf 
■ ui cm w.-JP L0ra^ai*di FiFTKhrtfe 
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nits have come up with ideas 
to help un through \ha spe- 
cial problems of summer, 
Here's a sampling: 

The brush off 

Sun Products* of I '\tru9 
Heigh ts, Calif., wants to 
take the mesa out of sun- 
bathing, Its new Besn-h 
Brush helps sun worshipers 
remove sticky and annoying 
&and from towels, suits, and 
akin. 

The hnwh conwa In Ave 
neon color-. Thv manufac- 
turer expects it to be the 
hott^at item on the beach. 




Cold comfort 

V^niaied li-i-fV^Lim, • t 

Wrttervilte, Ohio, hat* :\ 
product for ihe dog days of 
summer — Frosty Puws< a 
froaen treat for dog*. This 
soy-baifed product wan for 
mutated for do£* by an ani- 
mal nuLritiomsHl. 

The dessert AeJIs for about 
31 .79 in tbeire cream novel- 
ty sections of major super- 
markets. 

The package says Frosty 
P:jw,H jfi "noi ire !T+'urn. 
y&ur dog will think it is!" 
You won'L A spokesperson 
for Associated says ft*a fit 
for human consumption but 
Uistea tike "uxuugared pan- 
cake batter." 




SWIHfilND MOTIONS 

Frustrated golfer?, take 
heart. Interlink Ekflron- 
ieS. I ILl'f.^!:!.. '-iil Calif., 

offers help for your game 
through its Force Sensing 
K^Lsturs TU-^ onobtrtt 
Hive touch sensors are built 
into some new golf oluhs it 
can be retrofitted to ejeititing 
ones. When pressure ap- 
pliod to the sensor, the FSK 
translate!? it into a readable 
format that leta golfers 
measure the strike force of 
their putters as well as the 
pressure in their grips and 
a wings. 



Of course, your problem 
may have nothing to do with 
your swing. It may he cold 
golf balls, 

Advanced Holf f onrfpi*. 
of Tarry town, has in- 
troduced Thermal Distance, 
an electronic device to heat 
golf halls, Bill Culler, preak 
dent of the company, says? 



healed golf halls reduce fric* 
tfon as the balls fly through 
tiie air. so the tfolf balls can 
go up to 8 percent 
farther. 

It wurk.s eiimdly wHI on 
hooks and alicea. 





Laughing matters 

Just when you thought it 
was safe to listen to jokes 
again, along come Gummy 
Lawyer*. 

That's the niLme of ;i joke 
kit from Nolo Presa^of 
Berkeley, Calif. It contains a 
booklet uf lawyer jokes writ- 
ten by Barbara Kate Repa, a 
lawyer, and it abo uidudee a 
packet of bUn* Hhark-j*haped 
candies, called Gummy Law- 
yers. 

The booklet i^plai the 
purported similarities be- 
tween sharks and lawyers, 
and it contains a warning to 
anyone tempted to eat the 
candied sharks: "like the 
real thing." it says, '"they'll 
k-iu-i' a tijii] taste in ymsr 
mouth."' 



If you've had your fill of 
lawyer jakaa, you may find 
more palatable chuckle*— 
along with entertaining and 
inspiring stories — in Thtr 
Book af Nu#inG&* A nff - 
date*, by Peter Hay (Facta 
ftfl Fih' i. 

The book is a comprehend 
sive reference f or speaker* 
aearehing for the jwrfect 
opening anecdote, The sto- 
ries are arranged in aec- 
tionji— Selling Managers at 
Work, and others— and in- 
clude one of our favorites: 



Whim aomeon* asked J r P, 
Morgan Sr. for a dp on what 
the stock market was likely 
to do. he reportedly said. "It 
will fluctuate- 11 



Forflome of un, finding the 
perfect line ia easier than de- 
live-ring it. Bob Orben, an 
Arlington, Va.-bued speech 
consultant for buaineftti peo- 
ple^ offers ufi help. 

Qrnen conducts work- 
shops and seminars on all as- 
pects of speech writing,, 
from conception Lh rough 
rnnU'iU, ■ irgmiii-aliim, writ' 
in p. deliver) 1 , and follow-up. 
He says it's not mandatory 
to begin with a joke, but 
'"you'd better grab them in 
the first minute or two/ 1 

He ought to know. For 
more than 40 years he'n hot* 
writing jokes* for such nota- 
bles g| Red Skeltoti, Jack 
Paar. and GeraM Ford. 





Where I Stand 



This Month's Issue: HEALTH CARE 

Tell us where you stand on health care. 
Your response gives you a direct voice in the 
policy-making process of the U.S. Chamber 
of Commerce and helps us cover thES issue. 



Simply fill out the attached postage-paid card 
or fax this page to US at 202-463-5636. 



1 How much did Ihe cosl of your 
' ■ company's employee health 
Insurance increase this year? 



J 0% 

□ 1%toi5% 

□ 16% to 29% 



J 

□ 



30% lo 49% 
50% or more 



IHcw da you plan to control 
■ future health-Insurance costs? 

□ Increase employee 
contribution 

J Increase deduclibtas 

J I ncrease copaymen ts 

U Change providers 

LJ Implement managed- 
care plan 

LI Reduce benefits 



O How much do employees at your 
^ ■ company contribute to their 
health Insurance? 

□ SO; ths company pays 100% 

□ $0 company has no h&altfi plan 

□ Up to 533 99 par monSii 

□ J40 lo 479.99 per monih 
J S80 or more per monih 



C What prompted any change your 

company made In health- 
insurance provider^ policies in the 
past year? 

□ No changes were made 

□ To cun costs 

□ Provider canceled policy 

□ Other 



descrlbs ! 



t What cosi -contain menl tea l ures 
does your health plan inciurte? 

(CfeM* ell Dm apply) 



□ HMO J PPO 

LHa*lm lAHntaftanw [Preterm* Ptmidw 

□ Managed care 

□ Utilization 
_| Wellness 



jrr..iMs:.iii.i-.: 

LJ Preadmission 
certification 

J None 



BIT you do net ofler health 
■ Insurance now why not? 

-I Too costly 

J Cannot find provider to write 
a policy 

□ Other: 



For Fax Response, Please Complete The Following: 
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COMMFHTfiRY 



Congressional 
Alert 



Nation'* HttFinm August M 

Htm, in brief, arc important legislative 
tasue? ilong with *DggettSonfl from 
Nntfan** Bud Mm nn what, yrm sdioukl 
tell mu mberd of Con^res* about ihem. 
Addresses: LIS. Senate, Washington, 
D-C. 2«-=>Hi and U.S. House of 
Representatives, Waahinjrton, D.C. 

rank 



Wetlands Policy's 
Business Impact 

The recent elevation of wetlands pro- 
tection to the national ape ruin has 
significant implications for business. 
Development of wetlands policy ls af- 
fecting activities such as farming 
ranching, forestry. coasUl develop- 



a4Lnnm. 



. nrri hh| 



merit, water-management project, 
electric utilities* and the siting of 
jei:- iiufaclurinj; plants. 

President Huah htm adopted the 
goal of "no net tana of wetlands." 
There ii« no unanimously apreed-upon 
definition of u wetland, however, and 
there no consensu*! on how best to 
achieve the goal of no net los*. 

The president's Duffies tic Policy 
Council Task Forw on Wetlands is 
expected to hfijd public meeting 
around the country this year to solicit 
comments sufttfesting appropriate 
way* to achieve no net lo&s of wet- 
lacnih. Many WeliumLs hills have been 
introduced in C^mrress, including S* 
lTdl. which calls for increased pro- 
:-.-ctiosi of coastal wrtJundH 

The U S. Chamber of Commerce 
strongly believes thai an inflexible 
national wetlands- policy would skew 
i he balance between wetlands protvo- 
Tjoti aod multiple land use. 

I 'onuiE't your representative and 
senators, unit urge them to support a 
national wetlands policy that bal- 
n on— environ menial ntftwm with 
I'unlniued econonuV irrowth. 



to foreign countries he used to pur- 
chase U.S. goods and Aervken — a re- 
ipiimment known as "tied ilUV 

The hill also would strengthen Lh k - 
alulitv of the Ij.S. Export-Import 
Hank to offset the "mixed credit" 
[KiJicy of many foreign governments, 
a policy that combines concessional 
export financing with a&aifitattce 
grunts to obtain advantages in ex* 
port markets. 

S. 270[*. if iMiacledt atoo would fo- 
cui» much U.S. foreign assistance in 
support of capital projects. 

Although the US. Charn her of 
Commerce disapproves of tied aid as 
a distortion of free trade and sup- 
portfl negotiations to end such prac- 
tice*, it acknowledges that the LLS. 
C4innnt stand by while iU major tr;id- 
iiit: partners engage in practices that 
coat American linns billions of dol- 
lars in lost export opportunities. 

Contact your representative and 
senators, Urge support for such leg- 
irdatiim a* S. 27(Ki which would re- 
ht.ruct.ure foreign aid and * k port- fi- 
nal i ring programs to advance U.S. 
economic interests. 





Fairness In 
Foreign Aid 

The "Aid for Trade Act" is a Senate 
hill designed to adjust 1 ;,S, f orcign 
aid and export- financing programs Lo 
enhance American economic Later* 
ests, S, 2703 would require in effect, 
that much If S. economic [instance 
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Banning Striker 
Replacement 

Employers may face increased labor 
strikes and d radically reduced lever- 
age with their workers if Congress 
approves certain legislation pending 
in both bouses. S. Ull2 r introduced by 
Sen. Howard MeUenliauin. D-Ohio, 




.nl lf.lt. :«i:5r., in La^^-ns I l.y i- 

William Clay, D-Mo. P would prohibit 
employers — whether union or non- 
union—from hiring permanent re- 
placement workers during a ntrike. If 
enacted, &uch a measure would dras- 
tically shift to unions the balance of 
power ill labor depute**, 

tMiring a strike, many isrma would 
tiud it impossible to Till the jobs of 
striker* with temporary workers. 
Such firmi* would be forced in effect 
to concede to union demands or face 
the prospect of halting or significant-" 
ly redut;3ti^r businesia n|K*rntionH. 

Such choices wnuld give unions 
power to force employes to accept 
unreasonable and economically un 
alifitic demands. 

The measure Jilwu would prohibit 
employers from granting employ- 
ment preferences to worker* who 
cro&H picket lines and return to worfc 
their promotion* or job assignments 
earned during a strike would be re- 
scinded after the alrike. 

Contact your representative an« 
isenatorft, and urge opposition lo S 
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It's Time For A Hard Look At 
The Postal Service's Labor Costs 



SCOTS 

Dmr 



The U.Sh PosLal Service will shortly 
filter lahorcoruraci negotiations cov- 
ering most of the agency^ 750.000 
employees . Unfortunate iy, the Postal 
Service has imposed serious handi- 
cap on itself in advance of these 

mm, 

Its announced proposal for a rale 
increase that could bring m $S hi III on 
more a year is hardly likely to spur 
moderation by union lenders framing 
demands, And the Postal Service's 
bargaining strategy specifically ex- 
cludes requests for H ' j^ivebacka/' 
through which the union* would sur- 
render some previously won ^ins to 
hnlstwr the long-range health of their 
employer 

These labor-management talks art? 
getting under way, moreover, against 
a background of previous rale in- 
creasw that have caused postal rates 
to go up much faster than the bamc 
in dation rate. In the last three years 
alone, those rales went up 20 percent 
while the inflation mte was 14 per 

Labor costs have driven postal i^penditurta. Wages 
and benefits represent 83 percent of Postal Service out- 
iftya. The chart above shows how it spends 31) cents* 

The average postal salary, including bencfita, is more 
tliEin 47 percent higher than the average for privateHsecujr 
Workers. 



How The Postal Service 
Spends 30 Cents* 




ilaborCosss 



Pn&ul- worker comjienfiatton want 
from a btise of 100 in 1970 to 458.6 as 
of last year, while- average private- 
sector compensation atood at k o at 
ttve end of 1983. The Consumer Price 
Index went to 319.6 over the same pe* 
riod, and it provides a measure of 
who were th« winners and losers in 
the inflation battle of the pant two dv> 
codes. 

Tht favored position of postal 
workers relative to that of private- 
sector employees exi&ts despite a pro 
vision in the law creating sbe present 
Postal Sen' Ice that poRtal wages be 
comparable to those paid in private in- 
dustry, 

The postal unions should keep two 
economic fundamental* in mind a* 
they begin another que? t for still 
more g*nerouii compensation: The 
willingness of the public to absorb 
rate increases is limited, and there is a 
point in price escalation at which such 
ulte rnatives as private mail services 
and fax machines become economical- 
ly more attractive to customers, 

In view of the pending rate increase, the upcoming con- 
tract negotiations offer a timely forum for a full explora- 
tion of what itepdH to Ik- done to bring postal labor costs 
in line with the realities of the market [dace. 

The American public would l*enefit from such u review 
and, in the long run, so would Die postal worker* 



Kaljonwida Veliicle Fie£C 
InfiiatatoiandMainteftanK 

USPS Headquarters 



Civil-Rights Bills Are Supposed To Prevent Quotas 



Clvil^iights activists fought success! u!ly against the eth- 

and other quotas that once limited access of individ- 
ual* to jobs, education, and other areas of American life. 

Ironically, Congress now considering 'The Civil 
* J tfhts Act of 1990/' which could force many employee to 
^Ublish quota systems sis hiring. 

Under it* provisions, aatatistiettl disparity between the 
^enp of the available work force and that of u given 
^ployer could create a presumption of discrimination, 
However un found- nJ 

^nce a statistical imbalance wa* shown, au employer 
* QlJ td be required to prove that the overall employment 

mui L ' ach &U? P witt ™ tJiat Mrucww '* anhstantially 
ft nr| demonstrably rt'lnLed to effective jrjb performance. 



That arrangement putfi pressure on employers to uj*e 
hiring quotas or oth^r proportional arrangements to 
ward on allegations of discrimination and costly litiga 
tion. 

The measure contains other provision* thai would 
greatly increase the risk of lawsuits and awards against 
employers for damages. The prospect of damages won Id 
be it litigation incentive for disgruntled employees and 
their lawyers. 

Because of its "civil rights" title, the bill is a particular- 
ly sensitive om* for member* of Congress. Business peo- 
ple ffliut lake the lead in pointing out to thitie lawmaker* 
that the bill represents a major step back wan J in the 
qurat for genuine civil rights. W 



The Small Business Advantage. 




Actually, its a matter of revenue 
more than revenge. Because if an 

| en t rep re neu r eve r hopes to get 

, even (or to get anywhere) he or she 
must be productive and profit- 
able Fortunately US Sprinf offers 
I package of services that can help 
a young company be both, We call 
it the Small Business Advantage" 
It is an "arsenal" of telecommuni- 
cations weapons that, until recently, 
Was only available to the major 

■[corporate powers. 

Qial 1 WATS is just such a power- 

i mil service. Almost instantly it can 
save your busmess up to 22% vs. 

I AT&T's standard rates. And we can 
install Dial 1 WATS on your exist- 
ing lines without any additional 
Equipment or monthly fees. Whats 
more, you II be part of the world s 
first and only; nationwide 100% 
digital fiber optic network. 



FONLINE w a0Q Is yet another 
advantage that allows growing 
companies to be hrghfy competitive 
in the business arena It too uti- 
lizes your business' lines and can 
save you over $160 (vs. AT&Ts 
READYLINF 800) in first year 
installation and monthly service fees. 

SprintFAX * is the most advanced 
service of its type in the market- 
place. With it, any company can 
use their existing equipment to 
execute sophisticated time saving 
commands such as simultaneous 
del ivery to hundreds of locations 
throughout the world. 

FPN conference * will greatly 
enhance a growing company's 
productivity by reducing the time 
wasted playing M phone tag" among 
three or more parties And our 
network guarantees the clearest 
connections on every call 



But these are just a few of the bjg 
ideas Sprint has for small business. 
There's also F^NVIEW" analytic 
billing software. The CALLERS' 
PLUS* frequent caller program 
The SPRINT PLUS* discount calling 
plan. And the FONCARCT calling 
card for business people on the move, 

Call today with your fax number 
and within minutes you'll receive 
a complete fax pack with more 
information on how Sprint can help 
a small company to grow into 
its expectations After all the best 
way to get even with big business 
Is to get even bigger 

OH 1-BO0-326-27O1 exUfera 
fax pack or call 1-800-877-2000 to 
talk with a Spnnt Small Business 
Advantage representative. 



GET EVEN 
BUSINESS 




" US Sprint. 

ITS A NEW WQHLD" 



Now get 
even lower 
monthly payments 
with the Summer 

SmaotLease 

Special 

This summer, SmartLease by GMAC can 
put you and GM quality on the mad. 

Now it's smarter than ever to get on lower on select new GM cars and trucks, 
the road with GM quality through At GMAC, we're helping to put GM 

GMACfc Summer Smart Lease Special. quality on the road. Expiration dates 

Smart Lease can be more affordable than vary. See your participating GM Dealer 

purchasing to begin with. And now special for dates and q ualification details of 

support from each ( i M vehicle division the Summer SmartLease Special on 

makes SmartLease payments even these new 1990 and "91 GM vehicles: 



• Chevrolet Lumina (excludes APV) • Pontiac Grand Prix • Buick Regal 
* Oldsmobile Cutlass Supreme ■ Chevrolet S-1G Blazer, 2- & 1-wheel drive 
■ GMC S-15 Jimmy, 2- & 4-wbeel drive * All Cadillacs (1990 models only) 

CHEVROLET • PONTIAC - BUICK • OLDSMOBILE * GMC TRUCK * CADILLAC 

SMARTLEASE 
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